











If your customers are looking for a faster, cheaper method of duplicating forms and letters, tell them about 
Webster’s new SPIRO-SET. It’s a spirit carbon with some haunting possibilities for direct process duplicating. 
1 . 


























me SAVES TIME. The master paper 2. MAKES A GOOD IMPRESSION. a TWIN USES. Webster's SPIRO-SET 
and spirit carbon are together in one 300 or more clear, sharp impressions works equally well on any type of hec- 
folded sheet. No time is wasted assem- can be made. What’s more, it may be tograph duplicating equipment — direct 
bling separate masters and carbons. used with any typewriter—standard, process or gelatin. 

noiseless or electric. la 


J 





4. PERFECT REGISTRATION. Office 5. IT’S CLEAN. Typists never have to 6. IT’S PROFITABLE. SPIRO-SETS move 
forms may be printed on the master touch the carbon surface. An uncoated lightning fast off your shelves. The de- 
sheet. This permits duplication with per- edge permits easy handling, prevents mand for good duplicating carbon has 
fect registration. dirty hands. never been better. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 


{OFFICE APPLIANCES is 


a news and technical trade 


journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
ifs readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 


and earnest consideration 
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THE ADVERTISEMENTS 


These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 





in resolving any disagreements which result from relations established 


customers. They do, however, offer their services 
through the journal. 





‘ooke & Cobb Co., The 
yook, The H. C., Co. 


A F L Q 
Acco Products, Inc. 14 Faber, Eberhard Pencil Co. 5 Leopold Co 125 Quality Park Envelope Co. 50 
Ace Fastener Corp. 77 Finch & McCullouch 164 
Acme Bulletin & Di. Bd. Corp...199 Friden Cale, Mach. Co 76 M R 
ee eee 2a etbemageng 168 Mailers’ Service & Equip. Co...196 Red Feather Products, Ltd... 73 
Aeme Visible Records, Inc. 45 Fulton Specialty Co 188 . 3 : : = a é . : 
. e Man‘fola Supplies Co 23 Regal Typewriter Co. 201 
Agency iguana) _ co Marble, B. L. Chair Co., The 117 Reliance Pencil Corp. 199 
on = Markilo Co. 203  Rex-O-Graph, Ine. 62 
All-Steel-Equip Co. 151 G a pa we : . : ar 
Allen Caleulators Ine 66 markwett ate. nal . a me — sed mgs oka 
ie ie ie 178 General Fireproofing Co.....110, 111 Master-Craft Corp., Div. S.-W. 69 Rite-Line Sales Co., Ine. 191 
* a Globe-Wernicke Co., The 114, 115 Meilicke Systems, Inc 201 Rite-Rite Mfg. Co. 201 
Alma Desk Company 95 : é : ES a8 . nae a - e . 2 
Amberg File & Index Co. 185 Gould, S. H., Company 195 Meilink Steel Safe Co. 165 Rivet-O Mts. Co. : i 
Sein Mat de et Co, 180 Graff, Geo. B., Co. 187 Meyer & Wenthe, Inc. 191 Roberts Number. Mach. Ge. 178 
Amer. Passbook Co. 19g 4 Graphic Duplicator Co. 196 Michigan Desk Co. 170 Roberts, Weldon, Rubber Co.....201 
Amer. Photo Laboratories 194 Gregory Fount-O-Ink ne 184 Mimeograph 21 Rochester Wire-O Binding Co. 201 
Sian Wvtiles Paner Corp. 195 Guide System & Supply Co. 70 Mittazg & Volger, Ine 41 cypartiemantnctites Co. nai 
Ames Supply Co. 12 Gunlocke, W. H., Chair Co. 131 Moore Push Pin Co. 200 Rol-Dex Company 82 
I ie i a 162 Gunn Furniture Company 166 Mutsehler Bros. Co. 168 Royal Metal Mfg. o., The 204 
eek haha (Gakctenstion Co. 149 Myrtle Desk Company 94 Royal Typewriter Co. 27 
Art Steel Sales Corp 126 
Associated Stationers Supply H N S 
Co. 182 Hall-Welter Co 194 Nitianal tank Book Co 8] St. Johns Table Co. 169 
Atlas Stencil Files, Inc 85 Harding, Milo, Company 192 National Desk Co., Inc. 164 Santos & Company 199 
Autocopy, Inc. 182 Herring-Hall-Marvin Safe Co...167 Neva-Clog Products. Inc. 61 Sengbusch Self Cl. Inkst’d Co...193 
Autopoint Company 75 Heyer Corporation, The 205 New England Woodwkg. Co.._.130 Shaw-Walker Co. 29 
Higgins Ink Company 193 Siady dettewe «heir Go: 144 Sheaffer, W. A., Pen Co. 39 
B High Point Bndg. & Chair Co...129 Niemann, Ince. 150 Sheboygan Chair Company 165 
Jainbridge, Kimpton & Haupt, Hoosier Desk Compan) 127 Noreor Mfg. Company 169 Sheppard, C. E., Co. 199 
. Inc. 68 Northern States Envelope Co... 80 Sikes Co., Ine., The 109 
Bankers Box Co. 174. 175 Sinclair & Valentine Co. 198 
Barkley, C. L., & Co. 74 : 0 Smith, L. C. & Corona Type- 
Bates Mfg. Company 33 Imperial Desk Co. 128 writers, Ine. 25 
Beach Publishing Co. 196 Imperial Mfg. Co. 55 Office Specialty Mfg. Co. 179 Speed Key Mfg. Co. 198 
Bolens Products Co. 167 Imperial Methods Co. 79 Old Town Rib. & Car. Co. 16 Speed-O-Print Corp. 83, 84 
Boorum & Pease Co. 63 Indiana Desk Co. 116 Olsen, O. C. S., Company 162 Speed Products Co. 51 
Bright Chair Co. 168 Industrial Tape Corp. 19 Oshkosh Engraving Co. 194 Staedtler, J. S., Ince. 203 
British Staty. Exporter 203 Inkograph Company, Inc 195 Oxford Filing Supply Co 35 Stark Calendars, Inc. 197 
Brown, Arthur, & Bro. 200 Invincible Metal Furniture Starkey Paper & Supply Co.....203 
3rowne-Morse Co. 161 Co. 118, 119 P Stationers Clearing House 178 
3rush-Punnett Co. 169 Stationers Loose Leaf Co. 78 
Buckeye Ribbon & Carbon Co._.174 Pacific Cb. & Ribbon Mfg. Co... 67 Stein Bros. Mfg. Co. 71 
bealaone Effic:ency Aids...163, 185 J Peerless Imperial Co., Ine, 55 Stewart R. A., & Co. 192 
Peerless Steel Equip. Co. 166 Storms, H. M.. Co. 60 
Cc cecal eel oo on $ — “ss Perma-Bilt Equipment Co. 201 Stow & Davis Furniture Co....155 
Jasper Desk Co., The bas, 88 Phillips Process Co., Inc. 196 Sturgis Posture Chair Co. 163 
Cameron Mfg. Co. ; .. 65 Jasper Office Furniture Co...96, 97 Picth Mataricia Co. 174 Superior Type Co. 192 
Cardinell Corp. 197 Jasper Seating Co 140 Plastex Company 196 
Clarotype Co., The 178 Polychrome Corporation 190 = 
Codo Mfg. Corp. 176 . Post. Frederick, Co. 57 
Cole Steel Equipment Co. 154 K Pratindex. Visio Roeorda 149 Technygraph Co., The 182 
Collier-Keyworth Company 152 Kahn, David, Ine 72 Precise Development Co. 194 
Columbia Rib, & Car. Mfg. Co... 37 Keep Prices Down 202 Pronto File Corp. 186 U 
Columbia Steel Equipment Co...143 : 70 ES , 
Commercial Sasi Corp. 56 Underwood Elliott Fisher _ 
Commonwealth Publishing Co...195 Te ; Back ner 
Consolidated Stamp Mfg. Co. 52 | | United Autographiec Reg. Co. 64 
Continental Ink Co. THE SERVI Cc E BUREAU U. S. Bronze Sign Co. 200 
! U. S. Typewr. Rib. Mfg. Co.....187 








of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution Vv 





cetyl - of its various commissions this bureau calls upon ae s 
Reese: Site Cake practically every member of the staff. It answers by oa a ne se = 
eli. = By ed personal letters all inquiries upon matters germane to ses eee aka -_ ed 
es ia Way 199 the field, it furnishes special reports upon articles of des in er octal O: i 
acids Dinka: Dhaai Ca, 142 office equipment, supplies names of manufacturers of en ee i $e 
any article wanted, puts man and job together, pre- Vogel-Peterson Company 169 
D pares advertising copy, furnishes list of desirable 
ee ee ee 200 agents and dealers in nearly every country, aids for- Ww 
Seis Gide. Rad. 168 eign dealers in securing U. S. A. lines, and in many Wikaak Wikia Hebeiiin, Enc... B 
ine Mite: Liew Lad 194 other ways performs useful service, all without charge. Wisiine Mix. Co. 198 
Dayton Stencil Works 200 Subscribers in every land have made, and are making, Waters and Waters Branch...... 52 
ma As co 24 good use of this bureau; manufacturers in every sec- Webster, F. 8.. Co. » 
Riakata” Toa. 100 tion of the field have evidence of its proved value. Weis Mfg. Co.....101, 102, 103, 104 
Dixon, Joseph, Crucible Co. 31 Subscribers’ requests for catalogues to bring their files Wells Office Furn. Co......98. 99 
Domore Chair Co 120 up to date, or to replace the file in case of fire or Wilson Jones Co. 13 
Downey, C. L., Co 188 other form of destruction, are broadcasted in a bulle- Wied Wins arn. Thetibnte 
tin which is mailed frequently to leading manufac- 146, 156 
E turers, 
Eaton Paper’ Corp. 179 Y 
Ehrlich Upholstery Works 164 g 
Esterbrook Pen Co., The 58 Yawman and Erbe Mfg. Co. 145 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Adding Machine Parts 
Ames Supply Co 

Adding Machine Rolls & Paper 
tockwell-Barnes Co 


Adding Machines 
Allen Calculators, Inc 
Friden Calculating Mach. Co 
Smith, S & Corona Type 
writers 


Victor Adding 
Adding Machines, Rebuilt & Used 


Machine Co 


Mailers’ Service & Equip. Co ve 
Underwood Elliott Fisher Back Cover 
Adhesives 
See Inks, Adhesives, ete 
Arch and Clip Board Files 
Globe-Wernicke Co., The bi4, 133 
Rockwell-Barnes Co 11 
Shaw-Walker Co 29 
Yawman and Erbe Mfg. Co 145 
Ash Trays and Stands 
Finch & MeCullouch td 
Associations, Manufacturers 
Wood Office Furniture Insti 
tute 14 
Atlases, Geographical 
Cram, George F., Co 9 
Autographic Registers 
United Autographic Register j 
Bank Supplies 
Downey, C. L, Co x8 
Bankers Note Cases 
Art Steel Sales Corp 12¢ 
General Fireproofing Co., The 110, 111 
Globe-Wernicke Co., The 114, 115 
Victor Safe & Equip. Co 17% 
Binders, Catalogue and Periodical 
Acco Products, Inc 44 
Amberg File & Index Co Is 
Master-Craft Corp., Div. S-W 6u 
National Blank Book Co SI 
Sheppard, The ©. E. Co 199 
Wilson Jones Co 13 
Binders, Permanent Storage 
Boorum & Pease (o 63 
Master-Craft Corp., Div. S-W 69 
Sheppard, The C. E., Co 199 
Wilson Jones Co 13 
Blank Books 
soorum & Pease Co 6 
National Blank Book Co 81 
Rockwell-Barnes Co 14] 
Wilson Jones Co 13 
Blue Print Papers 
Post, Frederick, Co 7 
Blue Print and Plan File Cabinets 
\ll-Steel-Equip. Co 151 
Anderson-Hickey Co liz 
Art Metal Construction Co 14% 
Art Steel Sales Corp 12¢ 
Browne-Morse Co 16 
Cole Steel Equipment Co 154 
Columbia Steel Equipment Co 143 
Corry-Jamestown Mfg. Co 153 
General Fireproofing Co., The 110, 111 
Globe-Wernicke Co., The 114, 11 
Invincible Metal Furniture Co...118, 119 
Peerless Steel Equip. Co. Lit 
Pronto File Corp Ist 
Shaw-Walker Co 29 
Yawman and Erbe Mfg. Co 145 
Bond Boxes 
Art Steel Sales Corp 12¢ 
General Fireproofing Co., The 110, 111 
Globe-Wernicke Co., The 114, 115 
Book Cases 
All-Steel-Equip. C« 151 
Art Metal Construction Co 149 
Browne-Morse Co 161 
Corry-Jamestown Mfg. Co 153 
General Fireproofing Co., The..110, 111 
Globe-Wernicke Co., The 114, 115 
Gunn Furniture Company Lt 
Michigan Desk Co 170 
New England Woodworking Co 30 
l’eerless Steel Equip. Co 166 
Shaw-Walker Co 29 
Wabash Filing Supplies, Inc 4 
Weis Mfg. Co L101, 102, 108 iT} 
Yawman and Erbe Mfg. Co. 1 
Bookkeeping Machines 
Underwood Elliott Fisher Back Cover 
Box Letter Files 
Amberg File & Index Co IN 
Art Steel Sales Corp 12 
Cole Steel Equipment Co 154 
Globe-Wernicke Co., The 114, 115 
Rockwell-Barnes Co 14] 
Weis Mfg. Co 101, 102, 108, 104 
Brief & Zipper Cases 
Master-Craft Corp., Div. S-W 6 
Stationers Loose Leaf Co 78 
Stein Bros. Mfg. Co 71 
Business Forms 
Assoc, Statnrs. Supply Co 1X2 
Keynolds & Reynolds Co., The 197 
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Calculating Devices 


Meilicke Systems, Inc 201 
Victor Safe & Equipment Co 173 
Calculating Machines 
Allen Calculators, Inc 66 
Friden Calculating Mach. Co 76 
ictor Adding Machine Co 177 
Calculating Machines, Used 
Mailers’ Service & Equip. Co 196 
Calendar Pads & Stands 
Stark Calendars, Inc 197 
Carbon Papers 
See Ribbons and Carbons 
Card Index Boxes and Trays 
All-Steel-Equip. Co 151 
Amberg File & Index Co 185 
Art Metal Construction Co 149 
Art Steel Sales Corp 126 
Cole Steel Equipment Co 154 
Columbia Steel Equipment Co 143 
Corry-Jamestown Mfg. Co 153 
General Fireproofing Co., The 110, 111 
Globe-Wernicke Co., The 114, 115 
Guide System and Supply Co 70 
Imperial Methods Co 79 


Invincible Metal Furniture Co...118, 119 


New England Woodworking Co. 130 
Noreor Mfg. Company 169 
Peerless Steel Equip. Co 166 
Pronto File Corp 186 
Shaw-Walker Co 29 
Warshaw Mfg. Co 198 
Weis Mfg. Co 101, 102, 103, 104 
Wells Office Furniture Co 98, 99 
Yawman and Erbe Mfg. Co 145 
Card Indexes, Mechanical 
Diebold, Inc 100 
Rol-Dex Co 82 
Cash Boxes 
Art Steel Sales Corp 126 
Cole Steel Equipment Co 154 
General Fireproofing Co., The 110, 111 
Casters, Caster Bearings, Slides 
Darnell Corp 168 


Celluloid Envelopes 
See Envelopes, Celluloid 


Chair Irons 
solens Products Co 167 


Collier-Keyworth Company 152 
Chair Mats 

Office Specialty Mfg. Co 179 
Chairs, Folding 

Noreor Mfg. Company 169 

Koyal Metal Mfg. Co 204 
Chairs, Office 

sright Chair Co 168 

(ramer Posture Chair Co 142 

Domore Chair Co 120 

Ehrlich Upholstery Works 164 

Fritz-Cross Company 168 

General Fireproofing Co., The..110, 111 

Gunlocke, The W. H. Chair Co 131 

High Point Bending & Chair Co.....129 


Jasper Chair Co 92, 93 
Jasper Seating Co 140 
Marble, B. L., Chair Co., The 117 
Michigan Desk Co 170 
New Indiana Chair Co 144 
Niemann, Ine 150 
Royal Metal Mfg. Co 204 
Shaw-Walker Co 29 
Sheboygan Chair Company 165 
Sikes Co., The 109 
Stow & Davis Furniture Co 155 
Sturgis Posture Chair Co 163 
Wells Office Furniture Co 98, 99 
Chairs (Posture) 
tright Chair Co 168 
Cramer Posture Chair Co 142 
Domore Chair Co 120 
Fritz-Cross Company 168 
General Fireproofing Co., The..110, 111 
Gunlocke, The W. H. Chair Co 131 
High Point Bending & Chair Co 129 
Jasper Chair Co 12 93 
lasper Seating Co 140 
Marble, B. L., Chair Co., The 117 
Shaw-Walker Co 29 
Sikes Co., The 109 
Stow & Davis Furniture Co 155 
Sturgis Posture Chair Co 163 
Wells Office Furniture Co 98, 99 
Chairs, Tablet Arm 
Jasper Chair Co 92,93 
jasper Seating Co 140 
New Indiana Chair Co 144 
Check Book Covers & Passbooks 
Amer. Passbook Co 198 
Check Protectors & Writers 
Hall-Welter Co 194 
Checks, Bank, Payroll, etc. 
Reynolds & Reynolds Co 197 
Checks, Stamped Metal 
Dayton Stencil Works 200 
Meyer & Wenthe In 191 
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Clip Boards 


(See Arch and Clip Board Files 


Coin Bags, Trays & Wrappers 


Art Steel Sales Corp 
Downey, C. L. Co 
Copyholders 
Acco Products, Inc 
Copy Right Mfg. Corp 
Dawn Mfg. Corp., The 
Rite-Line Sales Co., Inc 
Wells Office Furniture Cc 1s 
Costumers 
Globe-Wernicke Co., The 114 
Peerless Steel Equip. C« 
Shaw-Walker Co 
Vogel-Peterson Co 
Wells Office Furniture Co 98 
Crayons 
Dixon, Joseph, Crucible Co 
Dating Stamps 
Sates Mfg. Company 
Consolidated Stamp Mfg. Co 
Fulton Specialty Co 
Meyer & Wenthe, Inc 
Rivet-O Mfg. Co 
Stewart, R. A. & Co 
Superior Type Co 
Desk Lamps 
Dawn Mfg. 
Santos & Company 
Van Dyke Industries 
Desk Pads & Tops 
Aigner, G. J., Co 
Wilson Jones Co 
Desk Pen & Ink Sets 
Gregory Fount-O-Ink Co 
Sengbusch Self Cl. Inkst’d Co 
Sheaffer, W. A., Pen Co 
Desk Tray Supports 
Assoc. Statnrs. Supply C¢ 
Desk Trays 
Aigner, G. J., €¢ 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Co 
General Fireproofing Co., The 110 
Globe-Wernicke Co., The 114 
Imperial Methods Co 
Peerless Steel Equip. Co 
Shaw-Walker Co. 
Weis Mfg. 101 02, 10 
Yawman and Erbe Mfg. Co 
Desk Work Distributors 
Art Steel Sales Corp 
Globe-Wernicke Co., The 114, 
Victor Safe & Equip. Co 
Wilson Jones Co 
Desks 
Alma Desk Company 
Art Metal Construction Co 
Art Steel Sales Corp 
Browne-Morse Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Co 
General Fireproofing Co., The 110, 
Globe-Wernicke Co., The 114 
Gunn Furniture Company 
Hoosier Desk Company 
Imperial Desk Co 
Indiana Desk Co 
Invincible Metal Furniture Co, 118 
Jasper Desk Co 112, 


Jasper Office Furniture Co. 96 
Michigan Desk Co 

Myrtle Desk Company 

National Desk Co., In¢ 

Olsen, O. C. S., Company 


Peerless Steel Equip. Co 
Royal Metal Mfg. Co 
Shaw-Walker Co 


Stow & Davis Furniture Co 

Victor Safe & Equip. Co 

Wells Office Furniture Co 98 
Yawman and Erbe Mfg. Co 


Diaries (See Memo Books) 


Drafting Instruments & Equipment 
Brown, Arthur, & Bro 
Post, Frederick, Co 
Cardinell Corp 


Duplicating Machines & Supplies 
Autocopy, Inc 
Bainbridge, 
Columbia Rib. & 
Dick, A. B., Co 
Graphic Duplicator Co 
Harding, Milo, Company 
Heyer Corp., The 
Manifold Supplies Co 
Mittag & Volger, Inc 
Old Town Ribbon & 
Polychrome Corporation 
Red Feather Products 
Rex-O-Graph, Ine 
Sinclair & Valentine Co 
Smith, L. C., & Corona Tws 
Speed-O-Print Corp 83 
Starkey Paper & Supply Co 
Technygraph, The 
Victor Safe & Equip. Co 


Kimpton & Haupt 
Carb. Mfg. Co 


Carbon Co 


Ltd 


169 


aq 


18S 
191 
901 
192 
192 
194 


180 


Duplicating Machines, Used 


Graphic Duplicator Co 
Mailers’ Service & Equip. Co 
Duplicating Stencil Files 
Atlas Stencils Files, Inc 
Envelope Sealers 
Commercial Controls Corp 
Envelopes 
Cooke & Cobb Company 
Globe-Wernicke Co., The 114, 
Northern States Envelope Co 
Quality Park Envelope Co 
Wilson Jones Co 
Envelopes, Celluloid 
Aigner, G. J., Co 
Markilo Co 
Erasers, Rubber 
Dixon, Joseph, Crucible Co 
Faber, Eberhard, Pencil Co 
Roberts, Weldon, Rubber Co 
Expense Books 
Seach Publishing Co 
Eyelets & Eyelet Fasteners 
Bates Mtg. Co 
Rivet-O Mfg. Co 
File Boxes, Fibre Collapsible 
tankers Box Co 174, 
Barkley, C. L., & Co 
Diebold. Ine 
Globe-Wernicke Co., The 114 
Guide System & Supply Co 
Oxford Filing Supply Co. 
Pronto File Corp. 
Weis Mfg. Co 101, 102, 103, 
File Boxes, Metal 
Art Metal Construction Co 
Art Steel Sales Corp. 
Cole Steel Equipment Co 
Corry-Jamestown Mfg. Co 
Globe-Wernicke Co., The 114 
Peerless Stee! Equip. Co 
Pronto File Corp 
Rockwell-Barnes Co. 
Shaw-Walker Co 
Victor Safe & Equip. Co 
Weis Mfg. Co 101, 102, 103, 
Filing Cabinets, Insulated 
Meilink Steel Safe Co 
Shaw-Walker Co. 
Victor Safe & Equip. Co 
Filing Cabinets, Metal 
All-Steel-Equip Co. 
Anderson-Hiekey Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Browne- Morse Co. 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Co 
General Fireproofing Co., The 110, 
Globe-Werricke Co., The 114, 


Invincible Metal Furniture Co. 118, 


Peerless Steel Equip. Co 
Shaw-Walker Co. 
Victor Safe & Equip. Co 
Weis Mfg. Co 101, 102, 103, 
Yawman and Erbe Mfg. Co 
Filing Cabinets, Wood 
Art Metal Construction Co 
Art Steel Sales Corp. 


Bainbridge, Kimpton & Haupt, Inc. 
trowne-Morse Co. 


Susiness Efficiency Aids 163, 
General Fireproofing Co., The.110, 
Globe-Wernicke Co., The 114, 


Methods Co. 

Indiana Desk Co 

Michigan Desk Co 

New England Woodworking Co. 
Peerless Steel Equip. Co. 


Imperial 


Perma-Bilt Equipment Co 
Shaw-Walker Co. 

Victor Safe & Equip. Co 

Weis Mfg. Co 101, 102, 103, 
Wells Office Furniture Co 98 
Yawman and Erbe Mfg. Co 


Filing Supplies 
Acco Products, Ine 
Aigner, G. J Co 
Amberg File and Index Co 
Art Metal Construction Co 
sarkley, C. L., & Co 
Browne-Morse Co 
Cooke & Cobb Company 
Corry-Jamestown Mfg. Co 


Daco Card & Index Co 
General Fireproofing Co., The 110, 
Globe-Wernicke Co., The 114, 


System & Supply Co. 
Imperial Methods Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Pronto File Corp 

Quality Park Envelope Co 
Continued on page 6) 
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194 
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153 
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166 
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161 
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173 
104 
145 


149 
126 

68 
161 
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111 
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104 
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145 


44 
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185 
149 

74 
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200 
111 
115 

70 

79 
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50 





THE CLASSIFICATIONS 


Continued from page 


Rockwell-Barnes (« 141 
Shaw-Walker Co d 

Victor Safe & Equip. @o 

Wabash Filing Supplies. Inc 54 
Weis Mfg. 101, 102, 103, 104 
Yawman and Erbe Mfg. Co 145 


Finger Pads 


Speed Products 0 51 


Folders (See Filing Supplies 


Fountain Pens, Mfrs 


Esterbrook Pen (< 8 

Inkograph Co., The 195 

Kahn, David, Ine 72 

Sheaffer, W \ Pen ¢ 39 
Globes, Geographical 

(ram, The George F., 199 
Gummed Cloth Rings 

Graff, Geo. B., Ce 187 

Warshaw Mfg. Co 198 
Gummed Tape 

Industrial Tape Cory 49 
Honor Rolls 

Acme Bulletin & Di. Bd. Corp 199 

I S. Bronze Sign Co 200 


Index Card Signals 


(ook, H. ©. Co 198 
Graff, Geo. B., Co 187 
Victor Safe & Equip. C« 173 
Index Tabs 
Aigner, G. J., Ce 181 
Amberg File & Index (« 185 
Barkley, C. L., & Co 74 
Globe-Wernicke (« Th 114, 115 
Guide System & Supply Co 70 
Markilo Co 2038 
Master-Craft Corp Div. S-W 69 
Shaw-Walker Co 29 
Sheppard, The C. E. Co 199 
Speed Products (Cc 51 


Victor Safe & Equip. (« 


Inks (Writing), Adhesives, Etc. 
Higgins Ink Company 19% 
Rivet-O Mfg. Co , 
Stewart, R. A & Ue 





Inkstands 


Sengbusch Self Cl. Inkst'd 193 
Labels 

Imperial Methods (e 79 

Oxford Filing Supply (« 3 

Warshaw Mfg. Co 198 

Weis Mfg. Cx 101, 102, 103, 104 
Ladders, Library, Store & Vauit 

(‘otlerman, D 0) 
Leads for Mechanical Pencils 

Autopoint Company 7 

Dixon, Joseph, Crucible Co 

Faber, Eberhard, Pencil Ce 5Y 

Kahn, David, Inc 72 

Kite-Rite Mfg. Co 201 

Sheaffer, W A Pen «< 4 
Leather Goods 

Steir tros. Mfg. Co 71 
Leather Upholstered Furniture 

Bright Chair Co 168 

Ehrlich Upholstery Works 1H4 

(sunlocke, The W. H. Chair (« 1. 

lasper Chair Co 92, 93 

New Indiana Chair Co 144 

Niemann, Inc 150 


Letter Trays (See Desk Tray 


Library Equipment 
All-Steel-Equip Co 


Art Meta! Construction Co 149 
Art Steel Sales Corp 12¢ 
(orry-Jamestown Mfg. Corp 15 
General Fireproofing Co., The 110, 11 
Globe-Wernicke Co., The 1M, 115 
Peerless Steel Equip. Co 16¢ 
Shaw-Walker Co 2u 
Yawman and Erbe Mfg. Co 145 


Lockers and Storage Cabinets 
All-Steel-Equip Co 
Anderson-Hickey Co. 

Art Metal Construction ( 
Art Steel Sales Corp 


Browne-Morse Co 16 
Corry-Jamestown Mfg. Corp 153 
General Fireproofing Cc The 110, 111 
Globe-Wernicke Co., The 114, 115 
Invincible Metal Furniture Co. 118, 119 
New England Woodworking Co 130 
Shaw-Walker Co 29 
Yawman and Erbe Mfg. (« 145 
Loose Leaf Books & Systems 
Amberg File & Index Co 185 
Boorum & Pease Co 63 
Master-Craft Corp., Div. S-W 69 
National Blank Book Co 81 
Sheppard, The C. E.. Co 199 
Stationers Loose Leaf (< 78 
Wilson Jones Co 13 
Loose Leaf Sheet Covers, Celluloid 
\igner, G. J., Co 181 
Markilo Co 203 
Wilson Jones Co i: 
Loose Leaf Metals and Devices 
Sheppard, The C. E. Ce 199 
Wilson Jones C« j 
Mail Distributors 
Gi Wernicke (« The 114 





Victor Safe & Equip. ( 


Mailing Machines 
‘ mercla (ontrots Cory 


6 








Map Tacks 
Graff, Geo. B. ¢ 187 
Moore Push Pin (« 200 


Maps 
Cran The George |} ‘ 
Matched Office Suites 
Art Metal Constructior 
General Fireproofing Co rhe 110, 11 
Globe-Wernicke Co The 4, 115 
Leopold Co 
Royal Metal Mfg. ¢ 204 
Shaw-Walker Co 2s 
Stow & Davis Fur 55 
Memorandum Books 
Boorum & Pease ( ) 
Master-Craft Corp D s-W 69 
National Blank Book C* 81 
Rockwell-Barnes (¢ 14 
Wilson Jones Co 1 
Memorandum Devices 
\utopoint Company 
tates Mfg. Co ; 
Finch & MeCullouc! 64 
Mending Tape 
Industrial Tape Cor, 19 
Warshaw Mfg. Co LYS 
Metal Badges, Checks, Tokens, Ete 
Dayton Stencil Works 200 
Meyer & Wenthe I ‘ 








liure ¢ 


Moisteners 
Rivet-O Mfg. Co 20 
Sengbusch Self Cl. Inkst'd ¢ 19 


Numbering Machines 
tates Mfg. Compa 
Roberts Numbering 





Office Partitions and Railings 
Globe-Wernicke Co., The 


Office Printing Outfits 


Fulton Specialty xx 
Pads, Figuring 

Boorum & Pease ( 

National Blank Book ¢ ‘ 

Rockwell-Barnes Ce 11 

Wilson Jones (« | 
Paper 

Agency Paper (< 197 

Amer. Writing Paper Corp 19 

Eaton Paper Corp 17 

Rockwell-Barnes (« 141 
Paper Clamps 

Acco Products, Inc i4 

Cook, H. C., Co 198 

Graff, Geo. B Co QT 

Vail Manufacturing Co 18 
Paper Fastening Machines 

Ace Fastener Corp 77 

Acme Staple Company 200 

Sates Mfg. Company 2 

Markwell Mfg. Co 17 

Neva-Clog Products, Inc 61 


Speed Products (« 

Victor Safe & Equip. ¢ 
Parcel Post Rate Charts & Maps 

Oshkosh Engraving Co 194 
Paste (See Inks, Adhesives 


Pencils, Mechanical 
Autopoint Companys ‘ 
Rite-Rite Mfg. (« 201 
Sheaffer, W A. Pen Co 39 


Peneils, Wood Cased Lead 


Dixon, Josep! Crucible ¢ 

Faber, Eberhard, Pencil (« 59 

Reliance Pencil Corp 199 

Staedtler, J. S Inc 203 
Penholders 

Dixon. Joseph, Crucible ¢ 31 
Pens, Steel 

Esterbrook Pen Co 58 

Sengbusch Self Cl Inkst ( 19 
Pins and Pin Containers 

Vail Mfg. Co 48 
Platens, Typewriter 

Ames Supply Cc 42 
Postal Meters 

Commercial Controls Corp 56 
Postal Seales 

Commercial Controls Corp 56 
Presentation Covers 

Amberg File & Index (¢ 185 

Oxford Filing Supply Ce 35 
Price & Sign Markers 

Fulton Specialey Co 188 

Stewart, R \ & Co 92 

Superior Type Co 192 
Printing, Lithographing, ete 

Reynolds & Reynolds (« 197 
Publishers 

British Stationery Exporte aT) 
Punches 

Acco Products, Inc j 

tates Mfg. Company 

Boorum & Pease Co., The 63 

Globe-Wernicke Co., The 4,115 

National Blank Book Co 65 

Wilson Jones Co 13 
Push Pins 

Moore Push Pin Ce 200 
Ribbons and Carbons 

Allen & Co 178 

Ames Supply Cx 2 

Buckeye Ribbon & Carbon ¢ 174 

Cameron Mfg. C« 65 

Codo Mfg. Co 17¢ 


Columbia R. & ¢ Mf ( 


Manifold Supplies (¢ 23 
Mittag & Volger, In 41 
Old Town Rib. & Car. C« 45 
Pacific Car. & Rib. Mfg. C¢ 67 
Peerless Imperial C« 55 
Philips Process C« 196 
Regal Typewriter (« 201 
Royal Typewriter Co., In 97 
Storms, H. M 60 


Underwood Elliott Fisher Back Cover 
t. S. Typewriter Ribbon Mfg. Co...18 
Waters & Waters Branct 52 
Webster, F. S.. ¢ 


Rubber Bands 


Faber, Eberhard, Pen ar St) 


Rubber Stamps 
Meyer & Wenthe, Inc 191 
Stewart, R. A., & Co 192 
Superior Type ¢ 19 

Rubber Type 
Fulton Specialty Ce 188 
Stewart, K. A 


Superior Type ¢ 192 
Safes 
Art Metal Construction ¢ 149 
Brush-Punnett Co 169 
Diebold, ine 100 
General Fireproofing Co., The 110, 111 
Globe-Wernicke Co., The 114, 115 
Herring-Hall-Marvin Safe Co 167 
Invincible Metal Furniture Co. 118, 119 
Meilink Steel Safe Co 165 
Shaw-Walker Co 29 
Victor Safe & Equip. Co 173 
Yawman and Erbe Mfg. Ce 145 
Scrapbooks 
Globe-Wernicke (« The 14,115 
Weis Mfg. Co 10 102 03, 104 
Wilson Jones Co 13 
Secretary Desks 
Art Metal Construction ¢ 149 
General Fireproofing The 110, 111 
Globe-Wernicke Co., The 114, 115 
Peerless Steel Equip. (¢ 166 
Shaw-Walker Co 29 
Wabash Filing Supplies, Ir a4 
Shelving 
All-Steel-Equip C¢ 151 
Art Metal Construction Co 149 
Browne-Morse Co 161 
Corry-Jamestown Mfg. Ce 153 
General Fireproofing Co., The 110, 111 
Globe-Wernicke (¢ The 114, 115 
Shaw-Walker Co 29 
Sleeve Protectors 
Plastex Company 19% 


Signs, Changeable Letter 
Acme Bulletin & D B Cory 199 


Slide Rules 
Post, Frederick, Co 57 


Stamp Affixers 
Commercial Controls Corp 


Stamp Pads 
Sates Mfg. Compan 33 
Fulton Specialty Ce 
Meyer & Wenthe, Inc 
Phillips Process (« 
Rivet-O Mfg. Co 
Rockwell-Barnes Co 
Stewart, R. A., & Cr 
Superior Type Co 
Victor Safe & Equip. 


Stands for Office Machines 


All-Steel-Equip Co 151 
Ames Supply Co 2 
Anderson-Hickey (¢ 162 
Art Steel Sales Corp 126 
General Fireproofing Co., The 110, 111 
Globe-Wernicke Co., The 114, 115 
Gould, S. H., Company 195 
Peerless Steel Equip. Co 166 
Sturgis Posture Chair © 163 


Furniture (¢ 98, 99 


Wells Office 


Staple Extractors 
Ace Fastener Corp 


Staples and Stapling Machines 


Ace Fastener Corp rf 
Acme Staple Company 200 
Sates Mfg. Company 33 
Markwell Mfg. Co 17 
Neva-Clog Products, Inc 61 
Speed Products Corp 51 
Vail Manufacturing Cc 48 
Stationery 
Assoc. Statnrs. Supply (¢ 182 
Reynolds & Reynolds Co 197 
Stationers Clearing House 78 
Stencils, Brass 
Dayton Stencil Works 200 


Stenographers’ Note Books 


National Blank Book Co ' 
Rockwell-Barnes (« 141 
Stools 
Wells Office Furniture (« ax, 99 
Storage and Transfer Cases 
All-Steei-Equip Ce 15 
Amberg File & Index ¢ 18) 
Art Metal Construction (« 149 
Art Steel Sales Corp 12% 
Sankers Box Co 174, 175 
Sarkley, (©. L., & 74 
Browne-Morse Co 161 
Cole Steel Equipment (« 154 
Columbia Steel Equipment Ce 143 
Corry-Jamestown Mf Corp 1° 
General Fireproofing (¢ The 110, 111 


OFFICE 





APPLIANCES, 





Globe-Wernicke Co., The 


Guide System & Supply Co ral 
Imperial Methods Co 79 
Invincible Metal Furniture Co, 118, 119 
Peerless Steel Equip. €o ltt 
Pronto File Corp ]s 
Rockwell-Barnes Co 14] 


Shaw-Walker Co 29 
Weis Mfg. Co 101, 102, 103 4 
Yawman and Erbe Mfg. Co 

Store Fixtures and Equipment 
All-Steel-Equip Ce 


Strong Boxes, Fire Protected 


Diebold, Inc 100 
Meilink Steel Safe Co. ‘ 
Tables 
Art Metal Construction Co l 
Browne-Morse Co 16 
Corry-Jamestown Mfg. Corp 153 
1) 


General Fireproofing Co., The..110 


Globe-Wernicke Co., The 114, 11° 
Mutsehler Bros. Co 168 
eerless Steel Equip. Co lH 
St. Johns Table Co 169 
Shaw-Walker Co 29 
Victor Safe & Equip. Co lv 
Wells Office Furniture Co. 98, 99 


Tax Record Books & Systems 
Commonwealth Publishing Co 


Telephone Accessories 
Bates Mfg. Company 
Victor Safe & Equip. Cc 


Telephone Stands 
Art Metal Construction Co 1 





Art Steel Sales Corp 12¢ 

General Fireproofing Co., The.110, 111 

Globe-Wernicke Co., The 114, 11 

Peerless Steel Equip. Co 16 

Shaw-Walker Co 20 

Yawman and Erbe Mfg. Co 14 
Thumb Tacks 

Graff, Geo. B., Co IN7 
Ticket Holders 

Aigner, G Co 18] 


Vail Manufacturing Co. 


Trimming Boards 
Amer. Photo Laboratories 194 


Photo Materials Co 17 
Precise Developments Co. 1 
Tying Bands & Devices 
Rochester Wire-O-Bindg. Co 201 
Type, Typewriter 
Ames Supply Co 12 
Typewriter Cleaning Material 
Ames Supply Co 2 
Sainbridge, Kimpton & Haupt GS 
Cardinell Corp 197 
Clarotype Co 178 
Mittag & Volger, Ine } 
Red Feather Products, Ltd 7 
Regal Typewriter Co. 20 
Reliance Pencil Corp 199 
Rivet-O Mfg. Co 20 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Ames Supply Co 12 
Peerless Imperial Co 4 
Speed Key Mfg. Co 108 
Speed Products Co l 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co 1s0 
Ames Supply Co 42 
Peerless Imperial Co 
Typewriter Parts and Tools 
Ames Supply (¢ $2 


Typewriter Tables 
(See Stands for Office Machines 


Typewriters, Mfrs. of 
Royal Typewriter Co 
Smith L ( & Corona Type 
writers oo 
Underwood Elliott Fisher Back Covet 


Typewriters, Rebuilt and Used 
Regal Typewriter Co a) 


Visible Systems Equipment 
Acme Visible Records, Inc 
Aigner, G. J., Co ] 
Art Metal Construction Co 1 
Boorum & Pease Co 


Diebold, Inc 100 
Globe-Wernicke Co., The 114, 115 
Master-Craft Corp., Div. S-W 69 
National Blank Book Co. 81 
Postindex Visible Records 14% 
Shaw-Walker Co 29 
Sheppard, The C, E., Co 199 
Stationers Loose Leaf Co 78 
Victor Safe & Equip. Co 17 
Wilson Jones Co i 
Yawman and Erbe Mfg. Co 14 


Wardrobe Racks 
New England Woodworking Co 130 
Vogel-Peterson Co 


Waste Baskets 


Art Steel Sales Corp 19¢ 
Cole Steel Equipment Co 15 

Corry-Jamestown Mfg. Co 15 

General Fireproofing Co., The 110, 111 
Globe-Wernicke Co., The 114, 115 
Peerless Steel Equip. Co 16s 
Shaw-Walker Co 2g 


Wholesale Stationery 
Associated Stationers Supply Co 1X2 


Bainbridge, Kimpton & Haupt, Inc..6s8 


September, 1944 








EWANTS AND OR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 


SALES, SALES PROMOTION, ADVERTISING. Executive, with thorough 
knowledge of dealer distribution and wide acquaintance derived from twenty 
vears of experience in the office equipment industry. Well qualified in all 
phases of sales, sales promotion and advertising. Familiar with adminis- 
trative and manufacturing practices. Pleasing personality and good appear- 
ince. Practical thinker and energetic worker. Now employed but looking 
for new opportunity with national manufacturer. Confidential. Address 
J-211, care Office Appliances, Chicago 6. 


SALESMAN: WITH 10 YEARS’ EXPERIENCE selling office supplies, equip- 
ment and county records; now employed desires change. Have excellent 
sales record; can furnish best of reference. Age 27 and married. Prefer 
road job with manufacturer of either loose leaf, carbon paper and ribbons 
or steel equipment and filing supplies. Will accept a job with retail stationer 
that can offer good. proposition. Write Box J-207, care Office Appliances, 


Chicago 6. 
EXECUTIVES AVAILABLE 


OFFICE, EQUIPMENT, STATIONERY, and Specialty Salesmanager—Now 
in essential war work but expecting to be released in very near future. Will 
be open for position as Salesmanager, Branch Manager, Store Manager, or 
Dealer Contact. Have over twenty years’ experience of successful pro- 
duetion. Proven ability on Supervision of Sales, Sales Promotion, and Gen- 
eral Business Management. Address J-208, care Office Appliances, Chicago 6 


AVAILABLE—MAN WITH EXTENDED EXPERIENCE, chiefly in direct 
selling field, in sales direction and training, also methods and system, with 
leading office appliance manufacturer. Over 20 years present connection 
Voluntarily seeking change. Might be interested in attractive district man- 
igership. “Compensation and location open for discussion. Address J-210, 
care Office Appliances, Chicago 6. 


EXECUTIVES WANTED 
MANAGER WANTED to head up office furniture department of well estab- 
lished commercial stationery house located in the West. Must have full 
knowledge of wood and steel and filing supplies. Salary and percentage 
compensation offers opportunity to earn attractive income. List qualifica- 
tions, experience, references. All answers in strict confidence. Address 
X-303, care Office Appliances, Chicago 6. 


SALESMEN WANTED 


Key or rotary type CALCULATING MACHINE MANAGER WANTED for 
sutside of United States. Permanent position in established business. To 
take charge of Comptometer sales. Salary and bonuses in excess of $6,000 
vear to start. Age thirty to forty-five. Give all details in first letter as to 
sales experience and references. All inquiries confidential. Address X-301, 
care Office Appliances, Chicago 6. 


4AA-1 MANUFACTURER of most complete, fine quality line of hectograph 
ind spirit duplicating materials, printed forms and supplies, inked ribbons, 
carbon papers, ete., has territory openings for steady, reliable type of 
salesmen who are workers. New exclusive products have created an unusual 
opportunity for able representatives. Permanent post war employment. 
Opportunity for excellent earnings. Salary and expenses paid. See display 
id in this magazine. Write @ld Town Ribbon & Carbon Co., Inc., 750 Pacific 
Street, Brooklyn 17, N. Y. 


OFFICE SUPPLIES SALESMEN AND SALESWOMEN—We have several 
ittractive sales openings in our Stores, Outside Territories and Phone Order 
Department for men and women who are interested in making a successful 
career in the “business with a future.’? There are many increasingly good 
opportunities for advancement to well-paid supervisory and managerial 
positions. Ambitious and capable men and women with some office supplies 
experience are invited to write or come in for an interview. HORDERS, 
INCORPORATED, “The House with a Good Future,’ 231 So. Jefferson St., 
Chicago 6. 


WANTED EXPERIENCED STATIONERY MAN for Store. Salary to start 
8860.00 a week. State age, experience and references. This is a permanent 
position. Address X-304, care Office Appliances, Chicago 6. 


REPRESENTATIVES AVAILABLE 


THOROUGHLY QUALIFIED REPRESENTATION in Washington and field 
ivailable for line of real merit to U. S. Government offices. Ten years’ 
experience in Service ideas, systems, record equipment and methods; fifteen 
vears in paper specialties and general office equipment. Wide experience 
over virtually entire country with equipment dealers, federal, state, county 
and municipal governments, provides understanding in Washington to win 
cooperation in effecting standardization. Personal interview may be ar- 
ranged. Address J-212, care Office Appliances, Chicago 6. 

EXPERIENCED OFFICE EQUIPMENT and Supply Salesman requests lines 
to sell Commercial Stationery and Office Equipment Dealers in Pacific 
Northwest States. Commission or jobbing basis. Address J-209, care Office 
Appliances, Chicago 6. 


General Merchants & Commis- 
Let us represent you in Saudia 


MOHD. NOUR SALAH JAMJOOM & BROS., 
sion Agents, Jeddah, Hijaz, Saudia Arabia. 
\rabia. 


MECHANICS WANTED 


'WO MECHANICS for firm 97 years in business. Good employee relations. 
Good opportunity for man who would like to be shop foreman. Permanent 
ob with one of the strongest financially managed organizations in the 
middle west. We need one typewriter man with experience on Royal and 
Underwoods. Also need adding machine or cash register man. Write Gene 
Taylor, 217 W. Jefferson St., Bloomington, Illinois. 


WANTED—TYPEWRITER, ADDING MACHINE and general mechanic. 
Send references along with photograph. Salary $50 a week. Talman Office 
Supplies, Inc., Asheville, N. C 


1944 


OFFICE APPLIANCES, September, 


TYPEWRITER AND ADDING MACHINE Mechanic. Good chance for ex- 
perienced man in California’s ideal home city. Salary and bonus . Write 
Mr. I. A. Cleveland, 735 Broadway, San Diego 1, California. 


TYPEWRITER AND OFFICE MACHINE MECHANIC. $75.00 per week and 
ee Lamont Office Equipment Co., 1544 Broadway, Detroit 
26, Mich. ; 


BUSINESS MACHINES MECHANIC, $50 per week guaranteed. Possible to 
make more. Muncie Typewriter Exchange, Muncie, Indiana. 
W ANTED—Combination 


position. Good salary. 
Chicago 6, Illinois. 


Adding Mechanic. Permanent 
Mechanical Service, 330 S. Wells St., 


Typewriter and 
Peter Paul 


SHOP FOREMAN Typewriters and adding machines. Permanent position, 
$50 to $75 for right man. Shawnee A-C Typewriter Co., Inc., Shawnee, Okla. 


RETAIL BUSINESS FOR SALE 


YOR SALE WELL ESTABLISHED Office Equipment and Stationery Busi 
ness, showing nice profit, thriving city in New York State. Address X-300, 
care Office Appliances, Chicago 6. 


WANT TO BUY RETAIL BUSINESS 


FINANCIALLY RESPONSIBLE INDIVIDUAL desires to purchase estab- 
lished retail stationery business in New York State or New England. 
Address X-302, care Office Appliances, Chicago 6. 


WANTED TO BUY—A small Office Supply Business in central or middle 
- st part of United States preferred. Address X-299, care Office Appliances, 
Chicago 6. 


TRADE SCHOOLS 
WEBER TYPEWRITER-MECHANICS SCHOOL. A 


Homestudy Course. Our students now operating 
Division 2, Hollywood 27, Calif. 


Practical 
business. 


simplified 
their own 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
etc. Repaired at standard prices. We especially feature “CONKLIN,” 
SWAN, WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE, 
etc., but can repair all other makes. We feature Gold Pen Points and Re- 
pairing. Mail all makes to ONE place for better service. ASK ABOUT NEW 
WELTY PENS, $1.50 TO $10.00 LIST. Welty Pen and Repair Co. (Est. 
1904), 38 So. State St., Chicago 3. 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. Dehn, 
Jr., 1643 101st Ave., Oakland, Calif. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating Machines, 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 
529 S. Wells St., Chicago 7 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
und Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 N. 8d St., Milwaukee 3, Wis. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher 
Comptometers, all makes calculators bought and 
93 S. 11th, Minneapolis, Minn. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office Appli- 
ances, Inc., 326 Broadway, New York City. 


Bookkeeping Machines, 
sold. Dorrell-Markel, 


8URROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, 
rebuild. Comprehensive service for dealers. Adding and Bookkeeping Servy- 
ice Co., 210 W. 8th Street, Kansas City 6, Missouri. 


KLLIOTT-FISHER machines, calculating machines, 
office equipment, bought and sold. hy 
Bidg., Milwaukee 38, Wis. 


QUANTITY of Monroe and Marchant Calculators, hand and electric, rough, 
complete. Inquiries solicited on all types of other machines. American 
Business Machines, 135 Grand St., New York 13, N. Y. 


DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales 
and purchases of dictating equipment. Write for catalog. American Dictat- 
ing Machine Co., 235 Fifth Ave., New York, N. Y. 


KARDEX, ACME, all makes used visible filing equipment. Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sale. Get our quotations, Chas. 8. Nathan, 
Inc., 548 Broadway, New York. 

GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 
priced. Used equipment also bought and exchanged. Universal Office Equip- 
ment Co., 7-9 Waverly Place, New York 3, N. Y. 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full co-operation to 
dealers. Commercial Card System, 135 Grand St., New York 13, N. Y. 


MULTIGRAPH RIBBONS 
also silk ribbons. New ribbons of all kinds in the reel. 
Lewis, 413 West State, Milwaukee. 

ACME (Insite) 8x 5—14 and 23 drawer units, also 6x4 and 5x3 size. Quantity 
of McCasky Production Panels. Commercial Card System Co., 185 Grand St., 
New York 13, N. ¥ 


adding machines—all 
J. Crowley Company, 434 Caswell 





and other wide inked ribbons re-manufactured, 
Dealer proposition. 











ve ~_ 





PATENTS 


Copies of patents shown here can be obtained i 
from the Commissioner of Patents, Washington, sd eet 
D. C., for ten cents each in cash, postoffice act gaat ay d 
money orders or certified check. Stamps and ad _ 
personal checks not accepted. 


2,353,805 





2.353.803 Typewriting Machine. Henry A. Avery 
Groton, and Charles Walker, Syracuse, N. Y., assign 
ors to L. C, Smith & Corona Typewriters, Inc., Syra- 
cuse, N. Y., a corporation of New York. Application 
October 30, 1942, Serial No. 463,962. Granted July 
18, 1944 

2,353,860 Typewriter Machine. Charles Walker, 
Syracuse, N. Y., assignor to L. C. Smith & Corona 
Typewriters, Inc., Syracuse, N. Y., a corporation of 
New York Application November 26, 1942, Serial 
No. 466,989. Granted July 18, 1944. 

2,353,902. Manifolding. Arthur A. Johnson, 
Bridgeport, Conn., assignor to Autographic Register 
Company, Hoboken, N. J., a corporation of New 
Jersey. Application April 17, 1942, Serial No. 439,306. 
Granted July 18, 1944 

2,353,938 Accounting Machine. Pascal Spurlino, #6 | 
Mayo A. Goodbar, and Marvin D. Frost, Dayton, “~ 0 AM 
Ohio, assignors to The National Cash Register Com - 
pany, Dayton, Ohio, a corporation of Maryland. Ap 
plication November 14, 1941, Serial No. 419,176 
Granted July 18, 1944 

2,354,082. Typewriter Controller. Clayton E. Wy- 
rick, Dayton, Ohio, assignor to The Egry Register 
Company, Dayton, Ohio, a corporation of Ohio. Ap 
plication August 13 194] Serial No 106,623. 
Granted July 18, 1944 

354,083 Sta _ Package. William H. Bixby, 
East Providence I assignor to Green Brothers, 
Inc a corporation r Rhode Island Application July 
26, 1943, Serial No. 496,163. Granted July 18, 1944. 
354,094 Method of Making Notebook Plastic 
Bindings. Charles W. Thomas, Elkins Park, Pa., 
assignor to Keystone Index Card Company, Phila- 
delphia, Pa., a corporation of Delaware Application 
March 17, 1942, Serial No. 435,022. Granted July <a. 
18, 1944. = Ma re. 
2,354,106. Combined Desk and Table. Mary Kath- : = , 
ryn Cooper, Dayton, Ohio. Application February 20, 2,354,760 2,354,769 2,354,785 2,354,798 
1943, Serial No. 476,547. Granted July 18, 1944 

2,354,118 Pencil Holder. Richard B. Hansen, 
Akron, Qhio. Application November 20, 1943, Serial 
No. 511,124. Granted July 18, 1944. 

2,354,196. Typewriting Machine, Typesetting Machine, -—’ = 
and Other Keyboard Instruments. Arthur T. Cahill, =r 
ne N: J Application February 3, 19388, be 

' No. 188,502 Granted July 25, 1944. d 
7 354,44 Fountain Pen. John Simpson, Chicago, 
Il Application June 11 1943, Serial No. 490,511 : o 
Granted July 25, 1944. . 
2,354,520. Typewriting Machine. William F. Hel “ 
mond, Clinton, Conn., — to Underwood Elliott 2,355,201 
Fisher Company, New York, N. Y., a corporation of 
Delaware Application December 30, 1940, Serial No. 
72,297 Granted July 25, 1944. 





2,354,004 2,364,106 
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2,354,736 
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2,555,214 





2,355,223 2,355, 268 





2°354.549. Card Controlled Mechanism. Arthur G 
Rindfleisch, Cincinnati, Ohio, assignor to Remington 
Rand In Buffalo, N. Y., a corporation of Delaware 
Application January 27 1940, Serial No. 315,916 
Granted July 25, 1944, 
2,354,558. Stylus Head Mounting for Dictating Ma- = h. fene ar Se RS 
chines. Lincoln Thompson, Cheshire, Conn assignor er. <= 
to The SoundScriber Corporation, New Haven, Conn., eae ea sal ade t 
a corporation of Connecticut Application October 29, Z ; 4 
1942, Serial No. 463,791. Granted July 25, 1944 ~N 2,355,299 
2,354,736. Chair tron. Arthur R. Boerner, Milwau- ; 

kee, Wis., assignor, by mesne assignments, to Auto = 
matic Products Company, Milwaukee, Wis., a corpora- 2,355,284 
tion of Wisconsin Application January 24, 1942, 
Serial No. 428,067. Granted August 1, 1944. 
2,354,756 Measuring Tape. Adolf W. Keuffel 
Montclair, and George L. Henzel, Lyndhurst, N. J., 
assignors to Keuffel & Esser Company Hoboken, N 
J a corporation of New Jersey Application Sep- 





{ J 2,355,402 
2,355,548 





tember 25, 1940, Serial No. 358,258 Granted Aug | ! PPias 
ust 1, 1944 aa] ;-~ ' aes aaa 

2,354,760 Fastener-Applying Implement. Charles ‘ 7 = siee 
M. Lindstrom, East Greenwich, R. I., assignor 2,555,585 2,356,657 
Boston Wire Stitcher Company, Warwick, R. 
corporation of Maine Application November 25, 1941, 
Serial No. 420,400. Granted August 1, 1944. 

354.769. Visible Record. Thomas J Kane, Park 
Ride Ill Application December 942, Serial 
No. 469,589. Granted August 1, 1944. 

2,354,785 Map. Paul von Kohl, St. Paul, Minn i 
Application June 25, 1942, Serial No. 448,349. Granted Lal 
August 1, 1944 a 

354.793. Flexible Pocket Receptacle. Douglas J a 
manaiies, Springfield, Mass., assignor to Buxton 
Incorporated Springfield, Mass., a corporation § of 
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2,366,109 


2,356,107 
Massachusetts Application August 3, 1942, Serial 2,356,066 

No. 453,343. Granted August 1, 1944. a ¥ 136,346 138,416 
2,354,820 Pocket Envelope. Frank L. McCarty, 

New Bedford, Mass. Application June 29, 1942, Serial 
No. 448,967. Granted August 1, 1944. | 









































2,355,087. Teleseriber. Wallace A. Lauder, Closter - 
and Edward F. Cahoon, Tenafly, N. J., assignors t 
a cre eae ae Te e Tes ane 2,355,304. World Globe. Walter F. Koch, Jackson 2,355,914. Mechanical Pencil. Hugo S. Hasselquist, 
“og ot Nir Bale npg eee a 2, 1941, Serial ville, Fla Application March 29, 1943, Serial Ne Oak Park, IIL, assignor to Joseph Dixon Crucible Com 
0 spony Let me he . a 180,981. Granted August 8, 1944 pany, Jersey City, N. J., a corporation oe Jersey 
P - selwyn . ackstone, Mac ‘ = jlicati S > » 942 Seri No. 58, : 
5 Wis. Application January 12, 1943, Serial No 2,355,348. Multiple Use Mailing Folder. Le Roy ee ne ae ted 1942, Serial No, 458,111 
172,108. Granted August 8, 1944 Welliver, St. Paul, and Hugh H. Sievers, Minne: apolis 2 ake Al , Ale Vv. N 
nen fa : = . Minn. Application July 18, 1941, Serial No. 402,932 2,356,066, Safety Envelope. Oscar Lalonde, New 
2,355,214. Bookbinder. Albert Freundlich, New York, Granted Aarast 8, 1944 York, N. Y., assignor to Cushman & Denison Manufac- 
N. Y., assignor to Spiral Binding Company, Inc., New ate avea - : : 7 : turing Company, Inc., New York, N. Y., a corporation 
York, N. Y., a corporation of New York. Application 2,355,462 Calculating Machine. Robert Severin Nils of New York Application June 17, 1948, Serial No 
May 25, 1942, Serial No. 444,329. Granted August 8, son, London, England. Application November 4, 1942 191.092. Granted August 15, 1944 
1086 Serial No. 464,469. Granted August 8, 1044 2,356,107, Desk Calendar. Kurt, M. Voxel. Trumbull, 
2,355,223. Loose Leaf Binder. Adolph G. Lotter, Mil 2,355,585 Beam Compass. Laban Richard Halstead Conn Application January 20, 1943, Serial No. 472 
waukee, Wis., assignor to Stationers Loose Leaf Com Chicago, Ill., assignor to Eugene Dietzgen Co., Chicago Granted August 15, 1944. 
pany Milwaukee, Wis., a corporation of Wisconsin Ill., a corporation of Delaware. Application April 3 2,356,109. Fountain Pen. Joseph Wallace. Cedarhurst 
Application November 10, 1942, Serial No. 465,109 1943, Serial No. 481,730. Granted August 8, 1944 N. Y. Application Mareh 21, 1942, Serial No. 455,735 
creased August 5. 1034 2,355,637. Keyboard for Calculating Machines. Ren Granted August 15, 1944 
2,355,268. Photographic Recording Machine. James Faigle, Zurich, Switzerland. Application July 1, 194 
bs sryce i. - Rid ge. is. Os “ee a Serial No. 400.670. Granted August 15, 1944 DESIGN PATENTS 
Susiness ac s orporation, * ) I oe F 
poration of "New York. Application April 24, 1942, 2,355,668. Strip Feeding Attachment. Kenneth .I’ 8,345. Design for a Peneil. David Kaho, Engle- 
Serial No. 440,287. Granted August 8, 1944 Morse, Dayton, Ohio, assignor to The Standard Registe1 woo N J Application October 14, 1943, Serial No. 
2,355,284. Typewriter Margin Justifier. John S. Edi Company, Daytor Ol io, a corporation of Ohio Applica 111,355. Granted July 18, 1944 
son, Burbank, Calif. Application September 12, 1941, tion July 2 941, Serial No. 403,311. Granted Au 138,346 Sutee for a Fountain Pen. David Kahn, 
Serial No. 410,554. Granted August 8, 1944 gust 15, 1944 Englewood, J Application October 14, 1943, 
2,355,299. Record Card Container. Reynold B. John 2,355, 79¢ Printing Machine. Walter T. Gollwitze Serial No ih, 356. Granted July 18, 1944. 
son, Binghamton, N. Y., assignor to International Busi Euclid, Ohio, assignor to Addressograph-Multigraph Cor 138,416 Design for a Mechanical Peneil or Sim- 
ness Machines Corporation, New York, N. Y., a corpo poration, Wilmington, Del., a corporation of Delaware ilar Article. Arnold Fernandez, United States Army 
ration of New York Application February 11, 1942 Application February 26, 1940, Serial No. 320,778 Application May 10, 1944, Serial No. 113,529. Grant- 
Serial No. 430,395 Granted August 8, 1944 Granted August 15, 1944 ed August 1, 1944 
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CORPORATION REPORTS AND 
FINANCIAL NOTES 


International Business Machines Corporation, New York, N. Y.—Net 
profit of International Business Machines Corporation and subsidiaries 
for the six months ended June 30, 1944, was $19,045,517 before provision 
for U. S. Federal and Canadian income and excess profits taxes. It 
compares with net profit of $17,367,473 for the corresponding 1943 period, 
an increase in net profit before taxes of $1,678,044, or 9.7 per cent, 

After providing for estimated l S. Federal and Canadian income 





and excess profits taxes (including $11,407,800 excess profits taxes after 
deducting post-war credits of $1,348,700) the net profit for the six months 
of 1944 was $4,997,617, representing an increase of $44,344 over the net 
profit of $4,953,273 reported for the first half of 1943. In 1944 the com- 
pany added 51,897 shares through a stock dividend, making a total of 
1,091,443 shares of stock outstanding on which the net profit for the first 
half of 1944 was equivalent to $4.58 a share. 


Remington Rand, Inc., Buffalo, N. Y¥.Estimated net earnings of Re- 
mington Rand, Inc., in the quarter ended July 31, amounted to $1,340,731, 
equal to 62 cents a share, compared with $813,595, or 35 cents a share, 
in the same quarter last year, Executive Vice-President Stanley M. 
Knapp told stockholders at their annual meeting in the company ex- 
ecutive offices in Buffalo, N. Y., recently. 


Production in 1944, Mr. Knapp said, is headed for a new all-time high, 
based on output in the June quarter which was substantially ahead of 
last year. Total sales in the June quarter, the first quarter of the 
company’s fiscal year, were approximately $34,295,000, an increase of 28 
per cent from the June quarter last year.—GET 





BUSINESS OPPORTUNITIES 


Export Representation Offered for Latin America, Africa, Near East, 
and New Zealand..-(. J. Dreifuss, Inec., 50 Broad Street, New York 4, 
N. Y., has connections with import agents in the areas listed above and 
would like to hear from manufacturers of office machines, metal furni- 
ture, pens, pencils, and office novelties. Interested manufacturers should 
address correspondence for the attention of Curt Dreifuss, president. 








Stationery and Paper Products Wanted by Arabian Firm.—M. Jamee1 
Jamjoom & Bros., P.O.B. No. 59, Jeddah, Saudi Arabia, are interested In 
importing stationery items and paper products. Correspondence should 
be marked for the attention of Moh. Omer Jamjoom. 


North Carolina Firm Seeking Office Supply Lines.—The Campbell Printing 
Company, commercial printers of Maiden, N. C., has announced the opening 
of a new office supply department. Manager F. B. Campbell is interested in 
receiving literature and catalogs from all manufacturers of office supply 
items. Communications should be addressed to Mr. Campbell at Maiden, N.© 


New Catalogs and Contacts Wanted... Crossman’s Stationers, Sturgis, 
Mich., is desirous of receiving new catalogs of manufacturers in the 
office supply field. Commercial stationery salesmen are also invited to 
call on the new store at the above address. All correspondence should 
be addressed to the attention of Herman V. Crossman. 


Canadian Asks for Office Equipment and Supply Catalogs.—John O. 
Sennett, an accountant for a large logging and sawmilling company in 
British Columbia, Canada, is building up his file of office equipment and 
supply catalogs. Manufacturers are invited to send their latest publica- 
tions to Mr. Bennett at 1168 Haro Street, Vancouver, B. C., Canada. 


School and Office Supplies Wanted. The Office Service Company, 61 West 
Avenue, Elyria, Ohio, heretofore active in the oftice machine and equipment 
business is planning to expand its service to include school and office sup- 
plies. Manufacturers and other suppliers are invited to send catalogs and 
price information as soon as possible, addressing mailings for the attention 
of H. P. Bishop. 


Office Supply and Equipment Catalogs Requested...The Williams Supply 
Company, 1020 Sixteenth Street, Bedford, Ind., heretofore handling only 
janitor and restaurant supplies, is planning to expand its activities to in- 
clude office equipment and supplies. Catalogs and price information are 
requested. Mailings should be addressed to Edwin R. Williams, manager. 


LIQUIDATE DEBTS NOW, SAYS N.A.C.M. HEAD 


“Debt liquidation should be the immediate concern of all individuals, 
proprietorships and corporations,’’ declares Henry H. Heimann, executive 
inanager-on-leave of the National Association of Credit Men, in his 
Monthly Business Review, released today. He points out that ‘Dollars 
are reasonably easy now, making it more advantageous to liquidate debt 
at this time than in the post-war period. It cannot be too frequently 
stated that now is the time for a business or for an individual to build 
for his credit future.” 

“On the whole, debt liquidation among individuals, including the agri- 
cultural class, has been quite satisfactory,’ Mr. Heimann points out, ‘‘and 
this portends well for individual credit in the post-war period. However, 
this matter of debt liquidation should be studied by business in general. 
Even those engaged in war work, where it is sometimes impossible for 
producers of war materials to avoid sizable loans or being considerably 
in debt, should at this time cast a weather eye upon their debt situation 
and study the means and methods of liquidating it once war contracts 
are terminated.” 

Another point stressed by the chief of the credit executives’ organiza- 
tion is the importance of keeping credit files in ‘‘shipshape’’ at this time. 
“It is only the shortsighted credit manager,’’ he says, ‘‘who has failed to 
keep his credit records up to date. Whether or not these records are of 
normal value now when the Government is such a large buyer, it is well 
to remember that they will be indispensable the moment peacetime busi- 
ness returns. If a credit executive does not have his ledgers clean and his 
credit files full of adequate and up-to-the-minute information on the 
credit of his customers, he is failing in his professional responsibility. 

“Every person in this nation desires the avoidance of large unemploy- 
ment in the transition period from war to peace-time production. Up-to- 
the-minute credit records will accelerate the acceptance of credits and 
can and will contribute towards immediate production in accelerating the 
flow of credit to deserving sources.”’ 
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THIRTY-FIFTH ANNUAL SPECIAL OFFICE 
FURNITURE SECTION. It’s more important than 
ever this year, with reconversion and scores of new de- 
velopments just around the corner. More than a dozen 
timely and hint-packed articles, written by experts in 
the field the country over, await your reading. These, 
plus an analysis of the work of the Wood Office Furni- 
ture Institute, installation pictures and a special adver- 
tising section covering every type of modern office furni- 
ture, make the section and this issue well worth reading 
and preserving for future reference. 

* 

A NEED FOR QUICK ACTION. Remember the 
old adage, “An Ounce of Prevention is Worth a Pound 
of Cure?” One of the leading manufacturers of filing 
supplies tersely points out how it applies to your present 
stocks. He suggests three ways to bring your inventory 
into line with post-war needs—moving out “ersatz” items 
as quickly as possible, using extra precaution in buying, 
and trading “long” items with some other dealer who 
may be “short.” The article appears on page 19. 

* 

KNOW COSTS AT ALL COSTS. It’s only natural, 
says Fred Merish, on page 11, for dealers to believe they 
have a sound grasp of the true meaning of costs. Actu- 
ally very few have this knowledge, he continues. And to 
prove his point he outlines and defines 18 varieties of 
costs, most of which apply to your business. Your knowl- 
edge of the subject will be considerable enlarged by a 
careful reading of his treatise. 

* 

HIRING DISCHARGED SOLDIERS. If your store 
is feeling the manpower pinch, you'll get a large measure 
of comfort from the suggestions advanced by Leslie 
Lincoln on the employment of discharged service men. 
But certain analyses and considerations must be made if 
these returning vets are to be fitted into your organiza- 
tion. You’ll find his helpful hints on page 17. 

* 

ENCOURAGING STORE EMPLOYEES TO MAKE 
POST-WAR SUGGESTIONS. Are you missing one of 
the most fruitful sources of post-war ideas—your own 
employees? On page 13 E. A. Dench outlines how to 
smoke out these ideas by running a “suggestion” con- 
test. The cost is small, the results often surprisingly 
beneficial. 

* 

TYPEWRITER REPAIR BUSINESS REACHES 
$5800 ANNUAL VOLUME. The location of a type- 
writer shop in a comparatively small city is no ban on 
profit, says Phil Lance in describing the business methods 
of the Bancroft Office Supply Shop in Lancaster, Pa. 
The story contains some excellent suggestions on getting 
and increasing new repair business. 

* 

NSA THIRTY-NINTH ANNUAL CONVENTION. 
Committees for the War Conference in Chicago, October 
2, 3, and 4, have been named. Details appear on page 18. 





























CHARLES P. GARVIN GEORGE C. HOLT 


National Stationers Assn. W. A. Sheaffer Pen Co. 
Chairman, Chairman, 
National Committee Chicago Committee 























JOHN HENN HERBERT J. WALSH 
Stanley Wessel & Co. Ace Fastener Corp. 
Vice-Chairman Chairman, 
Chicago Committee Entertainment Committee 























— | Soon 





RALPH V. MANEVAL WILLIAM J. DALTON 





EARL COLLINS 


A. W. Faber, Inc. W. J. Dalton Advertising Rockwell-Barnes Co. 
Chairman, Chairman, Chairman, 
Golf Committee Publicity Committee Hotel Committee 


(Portrait of David Starrett, Louis Melind Co., 
Chairman of the Ladies Entertainment Com- 
mittee, not available at the time of going to press.) 


NSA CHICAGO CONVENTION 
COMMITTEE CHAIRMEN 


(See page 18) 
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KNOW COSTS AT ALL COSTS 


ANY DEALERS talk glibly of 

costs but few have a clear 
understanding of the _ subject. 
Terms are often not properly de- 
fined or are used rather loosely on 
the assumption that the dealer 
knows what it’s all about and 
needs only general information to 
appreciate the wisdom of watch- 
ing his costs carefully. 

The term “costs” covers a big 
field and the purpose of this ar- 
ticle is not to tell you how to in- 
stall a costing system but to clar- 
ify certain phases of cost work 
touching business analysis and 
comparative studies that have 
confused many dealers. Unless a 
dealer is well grounded in these 
fundamentals he cannot do a good 
costing job regardless of the sys- 
tem used. Much that is written 
and spoken about costs is confus- 
ing because important terms are 
used indiscriminately. Keep these 
definitions in mind in connection 
with cost work. Many dealers have 
been misled by them and, for this 
reason, clarification will be help- 
ful. 

1—Cost of sales. The cost of 
purchased goods sold, plus incom- 
ing freight, express or cartage. 

2.—Mark-up on cost. The per- 
centage you add to the cost of 
sales. The other way to figure the 
margin is to add a percentage to 
the selling price. You may use 
either method, but bear in mind 
that the percentages differ. For 
example, 40 per cent added to 
sales will give the same dollar 
margin as 66.7 per cent added to 
cost. If you use one method, stick 
to it. Switching from one to the 
other will play havoc. 

3.—Actual costs. What your 
books show you spend to buy and 
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merchandise your goods. Cost of 
sales plus overhead. 

4. Budgeted Costs. Planned es- 
timates based on a scientific an- 
alysis of past performance and a 
forecast of future possibilities. 
Budgeted costs differ from a hap- 
hazard estimate but the terms are 
often used synonymously. If your 
estimates are based upon careful 
analysis of experience figures plus 
a forecast of things to come, they 
are budgeted costs. If you only 
make mental calculations, you are 
just using “guestimates.” In the 
final analysis, all phases of busi- 
ness operation are based on esti- 
mates, but the estimates should be 
determined after careful study, 
not haphazardous speculation. 

5.—Comparative costs. Period- 
to-period comparisons or period- 
within-period comparisons of cost 
figures. Thus, this year’s costs are 
compared with last year’s costs, 
this month’s costs with the same 
month last year, the cost of one 
department or line against that of 
another, and so on. But be sure 
the comparisons are sound. For 
example, do not compare costs for 
short periods with annual costs, 
or costs for busy seasons with 
costs for slump months because 
such comparisons may lead to er- 
roneous deductions. It is surpris- 
ing how some dealers make com- 
parisons of this kind. 

6.—Departmental costs. The 
dealer should break down total 
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sales into departments or lines, 
not too many, but sufficient 
groupings to enable him to com- 
pare departmental profits. Many 
dealers lose money on one line and 
make it up on another, yet cannot 
isolate losses or trace them to 
source because they do not de- 
partmentize. 

7.—Normal costs. Once we heard 
a salesman ask an office appliance 
dealer when he thought business 
would come back to normal. 
“What do you mean by ‘normal’?” 
asked the dealer. The salesman 
was stumped. Congress has been 
trying to determine a “reasonable 
profit” and can’t get the answer. 
Such generalities are hard to de- 
fine, mean different things to dif- 
ferent people, and may lead to 
trouble unless you understand 
precisely what is meant by them. 
Some cost accountants define nor- 
mal costs as the average cost for 
the past 12 months but unless the 
dealer is aware of this definition 
when discussing “normal” costs, 
he may give another meaning to 
the term and arrive at an erron- 
eous appraisal of his figures. 
“Normal” means usual or ordi- 
nary. When considering costs to- 
day in the light of pre-war years, 
they are out-of-the-ordinary — 
hence, not normal—but there is no 
assurance that you will experience 
similar costs in any period of to- 
morrow. Costs or conditions are 
never normal when viewed in the 
light of other years, yet the minds 
of many businessmen are geared 
to costs of better days when 
thinking in terms of “normal” 
costs. This is particularly danger- 
ous now because it isn’t likely that 
experience figures of pre-war 
years can never be used as yard- 
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sticks for measuring operations 
under our war economy or in the 
post-war period. If this term is 
used in considering cost figures 
from outside sources or in dis- 
cussing costs with others, make 
sure you understand its meaning 
before drawing conclusions. 

8.—Average costs. This is an- 
other misunderstood and mis- 
applied term but it has its use in 
costing. See that you understand 
exactly what is meant by average 
costs before using the information. 
Even if you look in accounting 
textbooks, you get too many defi- 
nitions and uses for average cost 
figures. In the first place, average 
costs originate at two sources— 
inside your organization and out- 
side of it. 

The outside figures are worth 
some comparative study if they 
are gathered from dealers of the 
same size and doing business 
under similar conditions in cities 
of similar population; otherwise 
be wary of the average cost figures 
presented from outside sources for 
comparison with your own figures. 

Average costs within your or- 
ganization have their uses when 
used properly. Some dealers use 
them as budgeted costs. This is 
dangerous. In an establishment 
where different types of products 
are sold, they mean little unless 
each line or department are 
costed. For example, the dealer 
selling office furniture and sta- 
tionery could not safely use aver- 
age costs for the two lines as a 
guide in making comparative 
studies and analyzing the results 
of business operations. He must 
cost each line separately. 


In more stable times, some man- 
agements averaged their costs for 
the three to five prior years and 
used these figures for comparison 
with actual costs on current oper- 
ations. Because costs have in- 
creased considerably since Pearl 
Harbor, this method is unsafe to- 
day. If costs go down in the post- 
war period, the same practice will 
be equally unsafe. In one Case, 
the average will be too low, in the 
other case, too high. 

In other words, average figures 
are used for comparative pur- 
poses, but to make the compari- 
sons dependable you must be sure 
that all elements affecting the 
averages are the same or similar 
to the figures compared. Many 
dealers go wrong on their costs 
because of this blind spot in their 
viewpoint. 

Some accounting textbooks say 
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that average costs are normal 
costs but this may mean a differ- 
ent thing to different dealers de- 
pending upon their understanding 
of the word “normal.” Your aver- 
age costs may or may not be 
normal. 


9.—Cost variance. The difference 
between budgeted costs and actual 
costs. In a manufacturing plant, 
it represents the difference be- 
tween standard costs and actual 
costs. 

10.—Truck costs. Cost of oper- 
ating a delivery truck without 
driver’s wages. Some dealers in- 
clude the driver’s wages in truck 
costs, then try to appraise its op- 
erating efficiency with wages in- 
cluded. This gives an erroneous 
picture. Do not include driver’s 
wages when analyzing the operat- 
ing efficiency of a truck. 

11.—Item costs. Recording the 
cost of each item under an ac- 
count classification instead of 
lumping the charges under one 
head. For example, some dealers 
charge all delivery expense to one 
account, instead of separating gas 
and oil, repairs, tires, depreciation, 
insurance, and so forth, on their 
rolling stock, making it more diffi- 
cult to analyze results and make 
comparative checks of items. 

12.—Over-all or total costs. The 
cost of sales plus overhead ex- 
pense. 

13.—Direct costs. Costs that can 
be charged directly to a depart- 
ment or line. 

14.—Indirect costs. Costs not 
chargeable directly to a depart- 
ment or line, but allocated on a 
percentage basis. For example, 
depreciation of fixtures may be 
charged direct to the department 
using them, rent may also be 
charged direct on the basis of floor 
space used, but delivery expense 
must be pro-rated on a percentage 
basis because it would involve too 
much detail to determine mathe- 





SELL YOUR STORE 


Why isn’t this an especially good 
time to feed the public’s curiosity 
about the inside workings of your 
store? With service departments 
hamstrung and harassed by the man- 
ifold stresses of wartime, a series 
of messages explaining their func- 
tions will not only be interesting, 
but will increase understanding and 
tolerance of their present handicaps. 
Moreover, most stores can easily 
spare the space or time from strictly 
promotional programs. (Adapted 
from “SELL.”’) 
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matically how much delivery ex- 
pense is directly chargeable to a 
department or line. 

15.—Selling cost per customer or 
sale. The number of customers 
divided into the inside selling sal- 
aries. If outside salesmen, the 
number of sales divided into the 
outside selling salaries plus ex- 
penses. This is an average cost. 
Watch the trend. Some dealers 
get the cost per sale for each 
salesman to determine compara- 
tive selling efficiency. 

16.—Labor-hour cost. Where a 
dealer has a service department, 
operations may be computed on 
the labor-hour cost basis. Time 
is an element common to all me- 
chanical operations; hence, it is a 
good base for figuring costs. The 
number of men working and the 
hours worked are determinable, so 
service department expense is pro- 
rated to arrive at the service cost 
per labor-hour. For example, two 
men work in the servicing depart- 
ment eight hours daily at $1 an 
hour, 16 hours a day, at a wage 
cost of $16. If service department 
overhead is $16 a day, the labor- 
hour cost is $2. If a job takes one 
man 10 hours, labor and overhead 
are $20. 

17.—Detailed costs. Breaking 
down total costs into administra- 
tive, selling, collection, advertis- 
ing, delivery costs, and so forth. 

18.—Theoretical costs, test-run 
costs, standard and machine-hour 
costs are terms that factory men 
must understand. Dealers need 
not worry about them. 

You can see from the foregoing 
that the term “costs” has many 
different meanings and applica- 
tions and a dealer may be able 
to use all of them; in fact, too 
many dealers take their total 
costs, compare them with pre- 
vious periods and let it go at that. 
You must breakdown total costs 
ino various classificaions and an- 
alyze them accordingly. 


Before you can do an intelligent 
job of recording, applying and an- 
alyzing costs, you must under- 
stand the foregoing terms thor- 
oughly. Unless the dealer gets a 
comprehensive picture of costing 
procedure and watches costs care- 
fully from now on, it will cost 
him many dollars and many head- 
aches because a new economy is 
in the making, an uncharted sea 
in which the dealer lacking ade- 
quate cost control (and there are 
many of them in this category) 
will be as hapless as a pilot with- 
out a compass on the unknown. 
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Encouraging Store Employees to 
MAKE POST-WAR SUGGESTIONS 


HE PRESS is deluged with the 

post-war thoughts, dreams 
and plans of the leaders of com- 
merce, industry and _ politics. 
Nearly every conceivable problem 
is being pre-solved. Are their ears 
close enough to the “common peo- 
ple” to anticipate their reactions 
—or will some of these top men 
“miss the boat” when the time 
comes for it to “sail” in 194x? 

Little is being heard from the 
employees of these kings of com- 
merce and industry. These Little 
Men (and women, too), as sym- 
bolized by a book of that name, 
are doing a lot of thinking and 
discussing among. themselves. 
Some of their practical ideas 
would benefit many a business or- 
ganization from V-Day onwards. 

The stationer, being a small em- 
ployer, and also in close touch 
with both personnel and custo- 
mers, is not so likely to lose this 
common touch as is the president 
of a large corporation. Between 
two employers, one large, the 
other small, each with a reputa- 
tion for being fair and square with 
the personnel, morale in the 
smaller organization will be higher. 
This fact came out in a recent 
survey. On the other hand, the 
stationer may be so harassed by 
the extra responsibilities and 
headaches of wartime retailing as 
to overlook the ideas reservoir he 
has in his own employees. 

At the present time the sta- 
tioner has two types of employees 
to approach for worth-while sug- 
gestions: 

1. Wartime Employees. Several 
may be entirely new to station- 
ery and office equipment and the 
related trades. Perhaps they are 
boys or older men “filling-in” until 
the regulars discard their fighting 
uniforms. Also among these tem- 
poraries may be women who have 
never before worked outside their 
own homes. These wartime emer- 
gency workers are not hidebound 
by trade customs or methods. 
They see the stationery store 
through fresh eyes. They are dis- 
covering ways of doing things bet- 
ter (perhaps more economically), 
new uses for products, new serv- 
ices to customers, and so forth. 


By E. A. DENCH 
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Is insufficient stationery trade 
experience or lack of technical 
knowledge a deterrent to discover- 
ing how things might be done dif- 
ferently? Definitely not. The 
most practical suggestions will 
have a common sense background. 
Despite their greenness, they are 
being broken in the hard way, 
what with merchandise scarcities 
and shortages, run-down equip- 
ment, and other prevailing diffi- 
culties. 

If the stationer frowns upon any 
display of initiative by these war- 
time additions to his staff because 
it may lead to blunders, he will 
nip a prolific source of ideas in the 
bud. Better to risk an occasional 
blunder than to be surrounded by 
a bunch of rubber stamps. Some- 
times in doing a thing the wrong 
way, a new and better way comes 
to light. 

2. Ex-Employees Now in Armed 
Forces. They are constantly being 
shifted from country to country, 
and from continent to continent. 
Travel and the resulting new ex- 
periences are broadening their 
mental horizons. These fellows 
have lots of time to think. Some 
are doing much more than that. 
On their leaves they are visiting 
some of the _ stationery stores 
wherever they happen to be. In 
swapping trade experience and 
knowledge with their newly-found 
overseas friends, they are seeing 
their jobs from new angles. Many 
a man now in uniform is grateful 
to his civilian employer for the 
cheery letters, gift packages, and 
the post-war re-employment offer. 
These ex-employees will wish to 
reciprocate, so a suggestion cam- 
paign should be open to them 
even if it does take much longer 
to get the returns. 

The Right Approach: Frequent- 
ly there is the mistaken impres- 
sion that to ask for suggestions is 
to receive them. In every organi- 
zation, one or two employees— 
born leaders — will get a flying 
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start over the others. The ma- 
jority will wait and see what hap- 
pens to the ideas of the pioneer- 
ing minority. 

For the above sound reason, 
promptness all the way through in 
the handling of a_ suggestions 
campaign is a MUST. It requires 
frequent collections, speedy ac- 
knowledgments, prompt decisions, 
fair rewards paid without delay 
and, when possible, early utiliza- 
tion of suggestions. 

There is another reason than 
the one previously given for ac- 
celerating the handling of a sug- 
gestions campaign. The employee 
got the suggestion off his chest 
when his interest in it was RED 
HOT. It is bad for his morale 
when that interest becomes 
LUKEWARM because of a succes- 
sion of long waits. 

Making Suggestion Form Sug- 
gestive: In a small organization, 
the form can be a 8% x 11-inch 
sheet of bond paper, with a num- 
ber of carbon copies struck off on 
onion skin paper. If, however, it 
is the intention to have employees 
submit suggestions whenever they 
are so inspired, it is best to have 
plenty of spare forms on hand. It 
will, in the long run, be a time- 
saver to have 100 or more copies 
at hand. 

The right wording on the sug- 
gestions form will promote orderly 
thinking, or in the direction with 
which the employer is chiefly con- 
cerned. For instance, in a well- 
displayed “box” at the top of the 
form, might appear this reminder: 

“TO EMPLOYEES— 

How can we, in the post- 
war period, reduce the store 
overhead without reducing 
your wages? 

Our competitors may find 
ways of doing so—CAN WE?” 

Post-war continuance of war- 
time wage scales is not far behind 
security of employment tenure in 
bolstering employee morale right 
now. The employer, to come 
RIGHT OUT IN THE OPEN with 
it and seek a remedy or remedies 
from his employees, will prove his 
intentions are sincere. 

Scheduling a Suggestions Cam- 
paign: Some plans run continu- 
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ously; others have time limits. For 
quick results, select a period just 
before the employees’ greatest 
need for extra money. Fruitful 
ones are early December (for 
Christmas gift spending and cele- 
brating) and the summer vacation 
months. 

Compensation for Suggestions: 
This varies. Given a choice, the 


average employee prefers a flat 
sum of from one to five dollars, 
paid on acceptance of the sugges- 
tion. Another stimulant to a con- 


stant flow of ideas is to pay an 
extra bonus of from five to ten 
dollars every quarter for the best 
suggestion. 

“Suggestion schemes give the 





employees an added interest in the 
work,” states the British Ministry 


of Production. “They stimulate 
constructive thought, and bring to 


the notice of management men 
and women who may well prove 
capable of undertaking more re- 
sponsible duties. They help in de- 
veloping the team spirit.” 


Typewriter Repair Business 
REACHES $5800 ANNUAL VOLUME 


HE REPAIR field is wide open 
for the interested dealer to- 
day, and he should not find any 
hardships in getting all the repair 
work that can be handled, either 
singly or with a number of em- 
ployees. No matter where you are 
located today—in a large city or 
a small community — office ma- 
chine repair work is to be had. 
“Although I am located in a 
comparatively small town,” says 
Clyde Gussinger, of the Bancroft 
Office Supply Shop, Lancaster, Pa., 
“I have my hands so full of work 
that I do not intend to accept any 
that comes into the shop until I 
can see my way through with 
what I have on hand. Repair work 
is very easy to get now, and a very 
good feature about this phase of 
the business is that the office ap- 
pliance dealer does not have to 
stand a large advertising expense 
or be faced with the necessity of 
being situated on Main Street. 
These two factors cut down over- 
head appreciably, permitting the 
dealer to realize greater repair 
work profits at less cost.” 


How to Get Repair Work 


By using a city directory the 
Gealer may list a number of firms, 
large or small, in route form, so 
that he may be abte to visit these 
concerns with a minimum waste 
of time. A personal visit should 
be made to the executives of these 
firms, who should be informed 
that an examination of every 
typewriter in the office will be 
made free of charge. A list of 
items to be repaired should be 
handed him after the examina- 
tion. Mr. Gussinger has found that 
company executives appreciate 
these “free” inspections, which 
have never failed to bring him 
the repair work. 

“When I speak to a company 


14 


By PHIL LANCE 


PAY 


us 


official,” he says, “I bring to his 
attention the fact that many em- 
ployees are careless, and don’t 
give typewriters the proper care 
that they should have. Some just 
go on typing until the typewriter 
will not operate any more. This 
ends in a work stoppage as well as 
a large expense bill that in all 
probabilities could have _ been 
averted had some minor attention 
been given the machine before- 
hand. I also bring out the point 
that constant employee changes 
work a hardship on typewriters 
and it would be advantageous to 
check over any typewriter that 
changes hands.” 


Putting the Plan into Operation 


One work sheet is made up for 
each typewriter as it is examined. 
At the bottom of the sheet is 
noted, “Work Can Be Done With- 
cut Removal,” or “Typewriter 
Must Be Withdrawn for Approxi- 
mately Days.” When these 
work sheets are presented to the 
office manager or the one in 
charge, those repairs that can be 
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made in the office are usually ne- 
gotiated to be done immediately, 
and the others are held in pros- 
pect. Eventually this work winds 
up at the shop. 


In his repair shop, Mr. Gus- 
singer makes up a card for every 
firm visited and the results. These 
are filed away. Periodically the 
cards are examined, and the firms 
visited again. “Personal visits in- 
stead of phone calls should be 
made whenever possible,” Mr. 
Gussinger continues, “for if you 
ask an executive whether he 
wants any of his office equipment 
repaired the answer will probably 
be negative, unless a broken ma- 
chine is on his desk, and this is 
a rare circumstance. An executive 
doesn’t go through his office ask- 
ing if there are any broken ma- 
chines or if any need repairs. 
Moreover, many employees 
wouldn’t bring this up to the em- 
ployer when asked, aS some very 
consciously don’t want to be 
‘blamed’ for anything. For this 
reason personal visits to an office 
will bring out much more repair 
work.” 

When Mr. Gussinger has about 
as much repair work on hand as 
he can handle, the calls are dis- 
continued. But he has found that 
after visiting the same concern a 
few times it is no longer neces- 
sary for him to take occasion to 
call back, for the office managers 
call him or deliver machines need- 
ing repairs to his store. 


“Last year I did $5800 worth of 
repair business in this small com- 
munity,” comments Clyde, “though 
we don’t have anywhere near the 
industrial defense business avail- 
able in some other towns. This 
shows that repair work can be 
had, and profitably too, if you 
want it.” 
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Co-operative Plan Helps Typewriter 
OWNER, RENTER, SERVICE MAN 


ITH the curtailment of type- 

writer production and with 
increased business calling more 
and more for typewriters, any 
plan which will meet this emer- 
gency will be welcomed by the 
trade. In San Antonio, Tex., G. C. 
Zimmerman, who operates a mod- 
ern typewriter repair shop, has 
inaugurated a plan that is going 
far in meeting this emergency. 

“The idea which we are now 
promoting through newspaper ad- 
vertising and a 15-minute radio 
program each Sunday is one which 
I have more or less used for a 
year or so,” he stated, “but only 
since the great need for more 
typewriters has been created 
through the present emergency, 
and particularly during the past 
three months, have I really tried 
to promote it. 

“Taking into consideration the 
fact that there are hundreds of 
typewriters stored away in cup- 
boards or attics cf homes and 
which, with a little attention, 
would be as servicable as ever, we 
have gone after these machines 
through newspaper and radio ad- 
vertising, and we are getting good 
response. 

“From our experience, we have 
learned that many young men 
who are in service had their own 
typewriters, but on leaving asked 
that they not be sold. Conse- 
quently, they have been stored 
away until these men return. 
Other families have had sons or 
daughters who have left home, 
and the typewriter has been put 
away in the attic until called for. 
And it is this stock of machines, 
the majority of which, when prop- 
erly serviced, will still do good 
work, that we have brought out 
and put into the service. 


“Through our advertising we 
make contact with the owners. We 
check over the machine and if it 
is still capable of turning out good 
work, we take it into our service 
department, give it a good over- 
hauling, and then put the owner 
in touch with a firm or individual 
who is in the market to rent such 
a machine. 


“This practice may be better 
understood through a few con- 
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crete instances. The parents of a 
young man who is in the service 
came to our office a few weeks ago 
stating that they had a machine 
which had belonged to their son 
before he entered the service. That 
machine had meant a lot to him 
and, when he left, he asked them 
not to sell it under any circum- 
stances. They felt that it could be 
rented, however, so they asked 
about our plan. We serviced the 
machine, the expense running a 
little over seven dollars. Then we 
rented it out on a fee of three 
dollars a month, which is a little 
more than enough to pay their 
light and gas bill. They have been 
very well pleased with the ar- 
rangement. 


rental received each month is be- 
ing put aside to give to him when 
he returns. 

“In following through on these 
inquiries, we do not make the ren- 
tal arrangements. Our part in the 
program is to put the machine in 
good condition for rental. Then 
from the list of firms and indi- 
viduals we have on record who are 
in the market to rent a machine 
we furnish the owner with a mar- 
ket and the two parties get to- 
gether and make their arrange- 
ments. A standard rental fee of 
$3.00 a month is charged for stu- 
dents or individuals, and $3.50 for 
business firms. 

“This plan has been of inesti- 
mable value to us not only in 
bringing us in a good volume of 
service work, but in building up 
good will and follow-up business. 
The name ‘Zimmerman’ has be- 
come better known in business of- 


fices, and they call on us for sup- 
plies such as ribbons, carbon pa- 
per and similar items.” 


“The parents of another young 
man who is in the service followed 
out the same plan, except that the 
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TYPEWRITER VETERAN: Arthur W. Barlow, active for nearly 20 
years directing sales work for the Royal Typewriter Company, has genuine 
right to be called a veteran of the typewriter industry. For many years prior 
to his connection with the Royal organization he was on the staff of the 
original Oliver Typewriter Company. He joined Royal in January, 1925, as 
assistant sales manager. Five years later he was promoted to sales manager 
of the western division with headquarters in Chicago. He is now a vice- 
president of the company. Recently he moved his headquarters to Denver, 
where he is more nearly in the geographic center of the large sales territory 
under his supervision. An able sales leader, he bases his operations on a 
sympathetic understanding of human nature. His method of directing sales 
work has developed a strong sense of appreciation and loyalty among sales- 
men and dealers. 


BOOKSELLER, STATIONER, SECRETARY: Fred Tracht began his 
business career as a “printers’ devil” in Upper Sandusky, an Ohio county 
seat town, in the early nineties. The lure of the city brought him to Chicago 
a few years later to take some college courses and to work in the larger 
offices. After employment at Cameron-Amberg’s, Donnelley’s, and the West- 
ern Druggist plants, he obtained a position at the University of Chicago 
Press, as assistant to the late Albert C. McFarland. Later he transferred 
to the publishing department, and in 1915 became manager of the University’s 
two book and stationery stores, where he served until his retirement from 
the University staff two years ago. He was president of the Illinois Book- 
sellers and Stationers Association in 1935 and governor of District No. 6 
of the National Stationers Association in 1937-38. In 1923 he was one of 
the organizers in New York City, and served as first president, of the Na- 
tional Association of College Stores, of which he is now executive secretary. 
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What's in Store for 
YOUR STORE IN 1944 


OON AFTER December 7, 1941, 

the standard and accepted 
routine of running a stationery 
and office equipment store started 
to change. We in this business 
who have to do with the manage- 
ment soon realized that no longer 
were we confronted with problems 
of sales volume, advertising, cred- 
its and many other activities that 
contributed to the running of our 
businesses. We also realized that 
if we wanted to stay in business it 
would depend on our ability to se- 
cure merchandise and to keep 
plugging the holes caused by the 
draft in the personnel of our or- 
ganization. 

We have been running our busi- 
nesses for the past two years with 
these two problems uppermost in 
our mind. We had no alternative. 
Although these two main prob- 
lems will still continue to exist, 
nevertheless it is now time that 
we started to look ahead and give 
more thought to the other func- 
tions of business. 

One of these days the war will 
be over. I will not hazard to guess 
just when this will come about. 
But that blue-blooded American 
spirit in us can’t help but make 
us feel confident that soon our 
allied forces will strike the long 
awaited blow that will crush at 
least one of our enemies. 

Soon after this takes place we 
will note another change in the 
operation of our businesses. The 
trend will be toward old estab- 
lished technique. We should ap- 
proach this period with our decks 
cleared for action. Our sales pro- 
gram should be well under way. 
It is now time to study each mem- 
ber of our personnel. Many of 
these men have come into our 
businesses during the emergency. 
We should know now who will 
qualify in our post-war plans 
when our old employees return. 
Many of these new employees 
have come into this business to 
stay, have proven their ability and 
have become distinct assets. Then 
there are those who are tempo- 
rary. This group is made up 
mostly of men of old age who 
know they are helping out in this 
emergency, do not expect to re- 
tain their jobs, and in many cases 
have no desire to continue. 
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By CHARLES SINISGALLI 


R. P. Andrews Company, 
Washington, D. C. 
Governor-Elect, 
NSA _ District No. 3 


(Extracts from address presented before 
the recent annual meeting of District 
No. 3, National Stationers Association.) 


Of course, I feel our post-war 
sales planning should be on an 
expanded scale over what it was 
before the war. My reasons for 
this are many. I will mention only 
a few. 


New Products Will Be Offered 

The manufacturers are prepar- 
ing to offer us new items. Many 
of these will be an improvement 
over standard merchandise and 
others will be entirely new. Many 
will be time-saving devices, im- 
proved office furniture and filing 
equipment, new methods of han- 
dling office routine, all of which 
will make for increased sales op- 
portunity for our business. 

Numerous new businesses will 
start up in this post-war period 
and this, too, will offer us in- 
creased sales opportunities. In or- 
der to take full advantage of this 
change that is before us, we will 
need larger and better trained 
sales organizations. This applies 
to both the outside and inside 
sales staffs. I can visualize the 
desk of the stationer and equip- 
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ment dealer swamped every morn- 
ing with literature of all kinds, 
broadsides, price lists and cata- 
logs announcing new merchan- 
dise and sales plans. The reading 
and studying of this material will 
become a very important function 
of management. It is through this 
literature, supplemented by calls 
from the manufacturers’ repre- 
sentatives that selection of lines 
to be carried will be made. You 
will note I have referred to this 
phase of the management’s duties 
as important. I can’t stress on 
this too strongly, for a lot de- 
pends on the proper selection of 
this new merchandise for a suc- 
cessful completion of your sales 
plans. It stands to reason that not 
all of these new things are going 
to turn out well. Two things 
should be given first consideration 
in the selection of any new line. 
They are the reputation of the 
manufacturer and the ability on 
the part of the dealer to give the 
type of representation that the 
manufacturer’s line demands. This 
particularly applies to exclusive 
lines that demand specialty sell- 
ing or where a service is rendered 
with sales. 


Before we can expect to make 
much progress in this changing 
period, we will have to set our 
house in order to meet the chang- 
ing trend to pre-war standards of 
operating our business. First, all 
departments should be fully 
manned, overlapping of duties 
must be eliminated, and bad prac- 
tices which have crept in our busi- 
ness, particularly in the handling 
of incoming and outgoing mer- 
chandise, should be eliminated. 
Stock rooms and store displays 
should be put back in good order, 
window displays must be given 
more attention and changed at 
regular intervals. Our delivery 
systems will need careful study to 
make sure we are rendering the 
best of service to our customers 
and at a fair cost of operation. 
When we have done these things 
we will be ready to concentrate on 
sales promotion. 


Salesmen’s Qualifications 


The representative that we send 
out to meet the buyers of our 
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merchandise should be qualified 
not only to take orders on the 
general run of stationery items, 
but he should be a specialist in 
filing systems, know about the ap- 
plication of the many forms in a 
loose leaf manufacturer’s catalog, 
know how to design special forms, 
both for loose leaf and visible 
equipment. He should know how 
to submit proposals and layouts 
for furniture, filing systems and 
equipment, shelving, inventory 
records for either loose leaf or 
visible filing. He should know al- 
most as much of the running rou- 
tine of the customer’s office as the 
customer himself knows. He 
should be looked upon as an ad- 
visor who can help on the many 
problems that arise from time to 
time. Plus all these qualifications, 
he should have confidence that 
the prices he is asking for his 
merchandise are fair and competi- 


HIRING DISCHARGED 


FFICE APPLIANCE dealers 

are inclined to think of all 
the men being called into service, 
forgetting the thousands of mili- 
tary men who have and are being 
discharged from the various serv- 
ices. These men offer a new 
source of labor to be investigated 
by every such dealer. 

If the dealer knows the man 
discharged—a town boy whom he 
has seen grow up, a man of ex- 
cellent character who previously 
worked for someone else in town 
—he doesn’t need to ask questions. 
But if the man is new, certain 
things should be found out. Why 
was he discharged? Not all of 
them, by any means, are dis- 
charged merely for physical or 
mental reasons, as many home- 
folks believe. Far from it! In ad- 
dition to the above reasons, many 
service men are discharged for 
reasons of dependency at home, or 
for the reason that they psycho- 
logically just don’t fit into the 
Army. A few find their way into 
civilian life again because the 
Army feels they would be of more 
value there. The reasons why a 
soldier, sailor, or marine may be 
given a discharge are many. 

As a result of this, the types of 
men discharged are extremely 
numerous, too. Consequently, if 
you have one or more positions 


tive. When the salesman meets 
all of these requirements then 
and only then is he in a position 
to take full advantage of the op- 
portunities that will be offered to 
the stationery and office equip- 
ment salesman. 


Management’s Responsibility in 
Developing Salesmen 


The responsibility for the de- 
veloping of salesmen that can 
meet these requirements rests 
with the management of our busi- 
nesses. If we have salesmen call- 
ing on customers week after week 
bringing in orders only for the 
general run of stationery items 
and that same trade is going 
elsewhere for files, office furniture, 
carbon paper and other items in 
our line that need intelligent sell- 
ing, we have only ourselves to 
blame for we are not doing a 
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which you hope to fill with men no 
longer in service, you have a 
varied field from which to choose. 
So much for that phase of the 
picture. Let us now turn to the 
actual problems involved in se- 
lecting an employee from the le- 
gion of discharged men. The first 
thing to consider is the type of job 
to be filled—and the type of man 
who can fill it. In the beginning 
analyze the job as to the amount 
of strength required of the person 
to do the work adequately. If the 
job requires heavy lifting or other 
strenuous physical work, discount 
as prospects those service men dis- 
charged for physical disability. 
Look at the job, too, from the 
psychological angle. Will our vet- 
eran-employee have to work 
where there is a great deal of 
noise? Will he be placed under 
constant strain? Will he be forced 
to work terribly long hours at 
hard labor? These are all things 
to be given careful consideration. 
Psychological disorders among 
fighting men naturally run long 
and varied courses, due to the 
strains of combat and military life 
to which they have been subject- 
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good job of training our salesmen. 

When we arrive at that period 
when stocks are again plentiful, 
we should not forget that we are 
still entitled to a fair margin of 
profit on our service that we in 
this business render with the sale 
of our merchandise. This emer- 
gency has given us an opportunity 
to become better acquainted with 
the purchasing agent. There are 
two main qualifications that he 
requires in his transactions with 
the office supply and equipment 
dealer. They are ability to render 
proper service with all trans- 
actions, and the assurance that 
he is charged a fair price and not 
paying more than the other fel- 
low. Let’s keep this in mind and 
let us think of all of our custom- 
ers as friends and treat them ac- 
cordingly in all of our contacts 
with them. 


SOLDIERS 


ed. The nerve case shouldn’t be 
forced to work where noise is con- 
stant and loud nor, on the other 
hand, in a position of constant 
pressure and strain. Work should 
be relatively light, performed un- 
der pleasant surroundings, and 
requiring normal mingling with 
other men. 

Perhaps the job needing filling 
is one requiring unquestionable 
honor and trustworthiness. Office 
appliance dealers should bear in 
mind that a certain proportion of 
men are discharged for dishonor- 
able criminal reasons. As a con- 
sequence, it is well to request to 
see any former military man’s dis- 
charge papers before hiring him. 
These papers are of three sorts: 
the best and one most generally 
given, the “Honorable Discharge,” 
given to military men who have 
served their country loyally and 
well; the “Discharge Without 
Honor” (commonly called a “Biue 
Discharge’”’), often given to indi- 
viduals dropped from the service 
for some sort of failing—such as 
alcoholism; and finally, the Dis- 
honorable Discharge,” given some- 
times in cases of disloyalty or cow- 
ardice, and for various other rea- 
sons. An office appliance dealer 


should consider long and carefully 
before hiring an individual who 


produced a discharge of this sort. 
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39TH NSA CONVENTION 


Plans Developing for Important Assembly in Chicago, October 2, 3 and 4 


NoTE. — Convention committees 
have been appointed. Portraits of 
chairmen, with one exception, are 
presented on page 10 of this issue. 
The full list of members will be 
published in October. 


HE STATIONERY business— 

particularly the commercial 
end and the equipment side—has 
more than a job of reconversion 
facing it, not only at the end of 
the war, but right now. Thousands 
of our salesmen are in the serv- 
ices. It is impossible to maintain 
anything like the normal contact 
between manufacturers’ traveling 
men and dealers. Hence, station- 
ers find themselves forced to travel 
here and there to get the things 
that the public expects them to 
have in order that the public may 
be in a position to face reconver- 
sion and the post-war period 
equipped to do a job. 

NSA is neither a political nor a 
labor organization. It is a busi- 
ness organization. It represents 
typical business men who have a 
definite job laid out for them by 
the public. If NSA were to have 
no meeting at this time, the 
amount of traveling necessary by 
people in this business would be 
trebled or quadrupled. NSA is 
bringing together in one spot a 
goodly group of those people who 
have and know the necessary 
things, so that the transportation 
load in the aggregate will not be 
as heavy and so that people can 
make one trip to one central spot 
instead of half a dozen or more. 


Sponsored Convention 


Realizing the uncertainty of the 
times, we are not trying to say 
exactly what our program will be 
or what people will participate in 
it, but here is a skeleton of the 
program of this sponsored conven- 
tion. Incidentally, a sponsored 
convention means that non-mem- 
bers will be admitted only after 
they have been sponsored by a 
member. Some might say, “Why 
allow non-members into such a 
meeting at all?” Well, there are 
some people—quite a few through- 
out the country—in related busi- 
nesses or who are in our business 

to some extent who are not fully 
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By C. P. GARVIN 


General Manager, 
National Stationers 
Association 
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stationers or stationery manufac- 
turers. These people have a defi- 
nite interest in the business, al- 
though they may not have a large 
enough interest to be members of 
the association. If they are deal- 
ing with members they can get 
dealers to sponsor them. 


Program on Monday 


On Monday, October 2, the 
Board of Control will meet at 
breakfast with President R. D. 
Latsch. The exhibit will be open 
on Monday morning. 

In the afternoon will come the 
general session, with a report on 
“The State of the Business,” by 
President Latsch, Latsch Brothers, 
Lincoln, Nebr.; “The A-B-C’s of 
American Business,” by Chas. P. 
Garvin; “Let’s Keep America 
American,” by Otto H. Eisenlohr, 
The Dorsey Company, Dallas, Tex.; 
“The Tax Situation,” by L. R. Ken- 
drick, Kendrick-Bellamy Station- 
ery Company, Denver, Colo.; and 
“An NSA Man in the OPA,” by 
Charles H. Miller, secretary, Pa- 
cific Northwest Stationers Associ- 
tion. 

The Market Place will be open 
Monday evening from 5:00 P.M. 
to 10:30 P.m. 


Tuesday’s Sessions 


Tuesday morning there will be 
three special breakfasts for the 
Ohio, Michigan and Indiana asso- 
ciations. These will be followed by 
a dealers’ meeting, presided over 
by L. S. Crowl, Blade Printing & 
Paper Company, Toledo, Ohio, 
vice-president of the Distributors 
Division of NSA. Each one of the 
three associations named will pro- 
vide two speakers and select two 
subjects to be discussed at the 
general dealers’ meeting. Ohio has 
already named K. L. Boyer, Newell 
B. Newton Company, and Earl 
Kochheiser, Charles Ritter Com- 
pany. This session will also be 
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addressed by A. G. Frost, Ester- 
brook Pen Company, Camden, N. J., 
who will report on the fountain 
pen and mechanical pencil situa- 
tion in view of reconversion; C. V. 
Sinisgalli, R. P. Andrews Paper 
Company, Washington, D. C., and 
others. 

On Tuesday morning, at the 
same time that the dealers meet, 
the manufacturers will hold a ses- 
sion presided over by J. E. Conlon, 
Rockwell-Barnes Company, Chi- 
cago, Ill., vice-president of the 
Manufacturers Division. 

Tuesday afternoon, the general 
session will be under the auspices 
of the manufacturers. This pres- 
entation will be up-to-the-minute, 
providing the type of information 
that our member stationers will be 
glad to get. 

Exhibit hours on Tuesday will 
be 5:00 p.m. to 10:30 P.m. 


Final General Assembly 


Wednesday morning will come 
the last general session. Among 
the speakers will be: Arthur J. 
Walker, Farnham Stationery & 
School Supply Company, Minne- 
apolis, Minn., past-president of 
NSA; Leonard Wilcox, Roberts 
Printing & Stationery Company, 
Hutchinson, Kan., governor of 
District No. 8; Stanley Griebel, 
Yawman and Erbe Manufacturing 
Company, Minneapolis, Minn., 
vice-president of the Field Di- 
vision; and R. C. Moore, Columbia 
Ribbon & Carbon Company, Kan- 
sas City, Mo. Election of officers 
will be held on Wednesday morn- 
ing and at noon will come the 
“President’s Luncheon” for the 
new Board of Control. 

The new Board will go into ses- 
sion at the end of the luncheon 
and make its preparation for the 
association’s participation in what 
we hope will be the beginning of 
the post-war period. 

The exhibit will be open on 
Wednesday from 12:00 noon to 
5:00 P.M. 

In the evening will come the 
annual dinner, which will be very 
simple and in line with the times. 


The program remains subject to 
change right up to the opening 
day so that it can be kept current. 
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A NEED FOR QUICK ACTION 


VER THE WAR years prac- 

tically every dealer has accu- 
mulated overstocks on certain 
items. These may have been due 
to speculative or protective buy- 
ing, or unexpected cancellations 
while merchandise was in route, 
or just human element errors. 
Any stock of “ersatz” merchan- 
dise remaining when pre-war 
qualities are again available is an 
overstock. 

The end of the war with Hitler 
is now in sight. When Germany 
quits we may expect that demand 
will drop off quite sharply for a 
time. Therefore, while demand 
continues and shortages exist is 
the best time for dealers to get 
their stocks in shape. That job 
should be started at once because 
three or four months from now 
may be too late. For it may take 
three or four months to work off 
some overstocks even under short- 
age conditions. 


“Ersatz” Items in Stock 


Approximately 75 per cent of all 
the items now in stock by com- 
mercial stationers and office sup- 
ply dealers must be considered as 
“ersatz.” It is “ersatz” in material 
and design or in packing or qual- 
ity. A box of folders or a loose- 
leaf book may look the same as it 
did in pre-war but if purchased 
within the past year it is a safe 
bet that the quality of paper is 
not what it used to be. 

Paper mills which were formerly 
able to guarantee uniform quality 
and to meet specifications are now 
completely under the control of 
the War Production Board insofar 
as their operations are concerned. 
Whereas formerly they could se- 
lect their own sources of material 
they are now told what they can 
or must make, and where they 
must get their raw materials. 
Naturally they cannot maintain 
pre-war quality standards. The 
manufacturers who convert this 
paper into other products must 
likewise relax their own standards 
and specifications. They cannot 
shop around from mill to mill and 
are faced with the alternative of 
taking the best they can get, or 
nothing at all. 

In those few cases where prod- 
ucts have not suffered in quality, 
many are in such short supply 
that no dealer has to worry about 
the stock he has on hand. As an 


By ROBERT P. JONAS 


Oxford Filing Supply Company, 
Brooklyn, N. Y. 
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illustration we can take the case 
of the higher-priced fountain 
pens. 


“Ersatz” Items Should Be Moved 


In most cases, however, we have 
a situation where approximately 
seventy-five per cent of the deal- 
er’s investment in stock is of such 
a nature that he dare not get 
caught with it when pre-war qual- 
ity items or new post-war items 
are available. Can the dealer re- 
turn this merchandise for credit 
when he finds it next to impossible 
to get his customers to accept it? 
A little thought on that possibility 
will show that such hopes must be 
futile. One need only ask the 
question, “What will the manu- 
facturer do with this merchandise 
which today is readily salable but 
which, in the near future, will 
largely have to be considered 
junk?” Certainly the manufac- 
turer will not be able to resell it 
except at a loss. 

Practically all manufacturers 
make public in their catalogs the 
phrase, “No returns accepted 
without our permission.” In some 
cases that policy may have been 
honored more in the breach than 
in the observance. But it may be 
expected that it will now be ap- 
plied with triple force. 

Yet the situation is by no means 
hopeless. Dealers can work now 
on these overstocks by pushing the 
sales of the items involved, mark- 
ing them down if considered ad- 
visable, based on the probable 
early return of pre-war quality 
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items in that particular line. For 
instance, if there are many more 
rumors about an early return of 
steel filing cabinets, dealers may 
consider rapid clearing of their 
stocks of wood filing cabinets. 

Buying for the replenishment of 
stock should be done with more 
caution now than ever before. 
This buying should be done on 
each item or line with an ear to 
the ground with respect to near 
future demand, with one eye on 
the war news and the other eye 
on the status of materials. 

Your manufacturers and your 
manufacturers’ representatives 
may also be of assistance. It is 
possible that on certain items one 
dealer may be extra “long” and 
another dealer very “short.” 
Without imposing any obligations, 
a word to the manufacturer’s rep- 
resentative or a letter to the man- 
ufacturer might result in the 
“long” and “short” dealers becom- 
ing acquainted with each other 
and their respective situations, 
leading to the advantage of both. 
Those manufacturers who have 
maintained back-order files can 
easily bring to light the names of 
dealers who are “short” on certain 
items. 


Shortage May Fade Suddenly 


Based on news from various 
sources we may expect that the 
metal situation will improve much 
before current paper shortage 
conditions are overcome. Yet we 
have heretofore seen shortages 
disappear over night. It must be 
remembered that shortages are 
usually noted and acted on by 
Government agencies based on 
statistics which are at least 30 
days old when they are compiled. 
We must consider also that the 
collapse of Germany will open up 
the Baltic, a body of water almost 
completely surrounded by pulp 
wood producing countries. And 
shipping bottoms will be available 
to bring that pulp to our shores. 
Last, but not least, the collapse of 
Germany should act to cut down 
drastically the need of the armed 
services for paper products. 

For obvious reasons it seems ad- 
visable to close this article by 
stressing the point that it is not 
written with respect to any one 
line or brand, but to all lines and 
brands of merchandise of every 
description which the commercial 
stationer handles. 
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Men—Materials—Facilities 


@@ WAR’S END, so fervently hoped for by 
everyone, seems to be coming in sight. The fact 
has plunged many a dealer into excited cogita- 
tion on the imminence of return to civilian 
manufacture by producers in the office equip- 
ment and supplies industry. 

The hope for immediate resumption of pro- 
duction of normal lines is born of wishful think- 
ing and is not justified by facts. In a limited 
way, reconversion is going on at the present 
time. Easing in restrictions on certain ma- 
terials has initiated the return of some items 
to the market in limited number and increased 
the availability of others. The speed of reconver- 
sion will be stepped up gradually, but immediate 
return to full scale civilian manufacture is not 
expectable. 

A primary problem is manpower shortage. In 
some areas the situation is changing enough to 
give rise to the hope that filling out the roll of 
skilled employees can be done rapidly. Most in- 
dustrial centers, however, are still in the critical 
category, with little prospects for change except 
perhaps to become more critical. 


As materials are released, manufacturers now 
have available a procedure through which to 
obtain authorization to make certain civilian 
items, including metal office furniture, desk 
lamps, office supplies, fountain pens and me- 
chanical pencils, pen nibs, wood cased pencils 
and pen holders, loose leaf metal parts and 
units, metal signs, typewriters, other office ma- 
chines, and scales and balances. Production is 
not permitted without specific authorization, 
however, and factors of consideration, according 
to the War Production Board, are ready avail- 
ability of manpower, materials and manufactur- 
ing facilities. War contracts must be given first 


place. No interference with manufacture of 
items for war will be brooked. Thus the pro- 
cedure for reconverting to civilian fabrication is 
set up, but the actual resumption of such manu- 
facture is dependent upon the three factors of 
men, materials and facilities. Conceivably, the 
making of some long missing items can be 
started soon, but in general, the process will be 
relatively slow. 


_—_<2.- + 


It’s the wise employer who learns how to make all 
operations co-operations.—Glen Buck 
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Price Control on War Surpluses 

&& ON AUGUST 2, the Office of Price Admin- 
istration outlined what it described as “broad 
over-all methods” of price control for sales of 
surplus government property, covering all com- 
modities except food and those originally pur- 
chased for resale or stockpiling. Effective 
September 1, the new methods are flexible 
enough to cover the vast number of expected 
sales, according to OPA. 

For new commodities, the program provides 
that established dollars-and-cents ceilings will 
apply. In the sale of used commodities under 
other circumstances, maximum prices are to be 
determined by (1) dollars-and-cents ceilings 
where they exist, (2) formulas in existing price 
regulations for the same commodities, or (3) 
formulas used by the selling agencies and ap- 
proved by OPA. 

Putting into function now a price control 
system for surplus war goods is important. 
While the houses of Congress debate the assign- 
ment of responsibility and the methods of dis- 
posing of surplus goods, “dumping” of this type 
of merchandise is going on in increasing volume. 
Establishment of pricing methods will help some 
to reduce the disruptive influence of putting 
the surpluses on the market. 


HERE AND THERE 


A MAN IS KNOWN BY THE 


COMPANY HE KEEPS 


James M. Wray, manager of the 
New York office of The Robbins 
Company, manufacturer of metal 
stampings, military and naval in- 
signia and similar products, once a 
year attends an outing of the Office 
Equipment Dinner Club, an organi- 
zation of office furniture distributors 
in New York City. He is a brother 
of George B. Wray, eastern repre 
sentative of Jasper Office Furniture 
Company and another concern or 
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two. Last month Jim received a 
telephone call from the purchasing 
agent of a large concern whose cor 
porate title is a household word 
everywhere. The purchasing agent 
asked Jim wnen he had gone intc 
the office furniture business, hi: 
conclusion being drawn from Jim's 
picture along with those of mem 
bers of the office equipment club 
which appeared in the story of the 


outing published in July OFFICE AP 


PLIANCES. Jim managed to con- 


vince his customer, the purchasing 
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agent, that he had no connection 
whatever with the furniture business. 
lt was obvious that he was judged 
by his association. Brother George 
probably was responsible for Jim's 
presence at what might otherwise 
have been considered an exclusive 
office furniture gathering. 


CHARLOTTE STATIONER'S SON 
HOME FROM FACIFIC WARS 
July 31 was a happy day in the 

home of Mr. and Mrs. R. M. Pound, 

Sr., Charlotte, N. C., for on that 
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day Lt. {j.g.) Ralston M. Pound 
dropped in for a month's relaxation 
after a year's action against the 


little yellow "Sons o' Heaven'’ in 
the Pacific. R. M. Pound is well 





LT. POUND AND HIS MOTHER 


known to the trade as a partner in 
the Charlotte stationery firm of 
Pound & Moore Company. 

Winner of two Distinguished Fly- 
ing Crosses and the Air Medal, 
young Pound took part in the 
aerial action over Tarawa, Kwaja- 
lein, Truk, Guam, and Saipan, plus 
plenty of other skirmishes. As a 
matter of fact, he's spent so many 
hours at the controls of his Hellcat, 
sandwiched between sleeping on a 
pitching carrier on the open sea 
that he's not sure he'll sleep too 
well in the orthodox stationary bed. 
But he believes he'll master the art 
again. 

Lt. Pound joined up in August, 
1941, while yet a student at North 
Carolina State. His basic training 
was received at Jacksonville, Fla., 
his fighter training at Miami. Car- 
rier landing he learned at Norfolk, 
Va., whence he was transferred to 
Rhode Island for carrier assignment. 
In due time he reached Pearl Har- 
bor, from which he entered the 
numerous actions which have made 
headlines for the past many months. 

His next assignment—well, that's 
a secret, of course. But he'll admit 
that from frat house to flak is a 
far cry, and by no means a dull one. 





FOUNDER OF HORDER'S MARKS 
58TH WEDDING ANNIVERSARY 
Mr. and Mrs. E. Y. Horder of Oak 
Park, Ill., celebrated their fifty- 
eighth wedding anniversary at the 
New Ocean House, Swampscott, 
Mass., on Wednesday, July 26. An 
attractively decorated wedding cake 
was presented to the couple at din- 
ner to the accompaniment of Men- 
delssohn's ‘Wedding March." 

The direct family of this pioneer 
Chicago stationer consists of two 
children, nine grandchildren and || 
great-grandchildren. Flowers, gifts 
and congratulations from the family 
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and friends all over the globe were 
received by the celebrants. 


A MODEST FISHERMAN 

It is generally conceded that fish- 
ermen, genuine fishermen, are any- 
thing but modest. Because of that 
premise, astonishment and confusion 
were our lot when a post card was 
received last month from E. A. 
Buten of Imperial Methods Com- 
pany. Postmarked at Eagle River, 
Wis., the picture side of the card 
revealed five ''muskies,"’ any one of 
which was large enough to swell the 
ego of a piscatorial addict. But the 
personal message (shades of Izaak 
Walton) read, ''! didn't catch these 
fish and | haven't been able to find 
out who did.’ Such modesty is 
unusual if not unique. 


OKLAHOMA CITY STATIONER 
ELECTED BANK DIRECTOR 


The successful guidance of the 
destinies of the Western Bank & 
Office Supply Company, Oklahoma 
City, Okla., is not the only achieve- 
ment of Jess M. Beck, president of 
one of the best-known firms of 
lithographers and office 
in the Southwest. For re- 
cently this popular executive was 
named to the directorate of the 
Stock Yards Bank, a_ five-million- 
dollar Oklahoma City institution. 
In addition to the new honor, Mr. 
Beck serves as president of the Fi- 
delity Finance Company and is a 
director of the American State 
Bank. 

The stationery firm which he 
heads was organized in 1909, and 
was sold to the present owners in 
1924, at which time he was named 
president. In addition to handling 
Globe-Wernicke and Art Metal 
lines, and Standard and Stow-Davis 
furniture, the firm is equipped to do 
a complete job in printing, litho- 
graphing, embossing and engraving. 
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PENCIL ERASER IN PLANE 

"GAS" LINE REPAIR ROLE 
Though pencil erasers are intend 
ed primarily to eradicate chiro 
graphic 





_‘ 


errors, they may sometimes 


GYPSY’S 1944 ICE CREAM PARTY.—At the left is Mysterious Lawrence, who enter- 





play an important part in eliminating 
other troubles. For instance, a Cata- 
lina flying boat recently was forced 
down in the Central Pacific because 
of a bad gasoline leak in the fuel 
line. Machinist's Mate J. C. Lawler 
of Hamilton, Ala., tried many im- 
provised plugs in an effort to con- 
fine the highly inflammable fuel to 
its rightful channels. Finally a pencil 
eraser was inserted in the hole and 
fitted snugly. A serious situation 
thus avoided, the plane again took 
off and returned safely to its base. 


GYPSY'S ANNUAL ICE CREAM 
PARTY, 16TH IN SERIES, STAGED 
AT WABASH JUNE 28 

Well known as he is in NSA cir- 
cles, Ed Little, sales manager of 
Wabash Filing Supplies, Inc., Wa- 
bash, Ind., is even better known to 
the kiddies of that Indiana city as 
the owner of Gypsy, canine host to 
the neighborhood at the traditional 
ice cream party held at Ed's home. 
This year's event, attended by 250 
neighborhood children, was held on 
the afternoon of June 28. 

The party, as in the past, was 
opened by a flag raising and the 
repeating of the flag pledge by all 
present. Walter Shaw and Phil Mag- 
ner of the Wabash American Le- 
gion were in charge of the flag-rais- 
ing ceremony, during which ‘Old 
Glory’ was lowered to half mast in 
memory of Pfc. Grover B. Brothers, 
killed in the recent invasion of 
France. Pfc. Brothers had attended 
several of Mr. Little's parties and 
his family were invited to attend this 
year's commemorative ceremony. 

The singing of "America" was fol- 
lowed by "A Lesson in Safety"’ given 
by Lt. Ray Fisher of the Indiana 
State Police. One of the most hi- 
larious portions of the program fol- 
lowed as ‘Mysterious Lawrence” 
performed numerous feats of magic 
and juggling for the youngsters. The 
program closed with a few remarks 
by W. C. Mills, director of Wabash 
Community Service, and was fol- 
lowed by the serving of that great 
American delicacy—delicious ice 
cream. 








tained the children with feats of magic and unusual musical effects. The center 
picture shows the boys and girls lining up for their refreshments. The last picture 
portrays Ed Little, Gypsy’s master and assistant host at the party. 
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IT STAYS FLAT! Yes, really flat. No matter 


what the weather, or how often it is used. 





IT SAVES TIME! Meridian Evr-Flat, easily 
handled, results in more efficient opera- 


tion, and the day’s production is increased. 





Meridian Evr-Flat carbon paper is another product of 
Panama-Beaver, makers of 2-color Uni-Master hecto- 
graph forms. Switch to Meridian Evr-Flat carbon paper 
now. It was made to help you. 


PANAMA-BEAVER 


CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 
Manufactured by 


MANIFOLD SUPPLIES COMPANY 


COAST TO COAST DISTRIBNTICN 
‘ss TH IRD AVENUE . BROOKLYN oT. aoe 
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WPB Announces List of Civilian Office Items Freed for 


Limited Production—Reconversion of Safe and File Industry 
Discussed — Restrictions Continued on Metal Furniture 


NEW LIST OF CIVILIAN ITEMS FREED FROM 
WPB BAN INCLUDES OFFICE EQUIPMENT LINES 

Many civilian items previously banned from manu- 
facture were released for limited production, with a 
priority preference of AA-5, under Order PR-25 and 
Directive 1 to PR-25, both issued August 15 by the 
War Production Board. 

PR-25 establishes methods to be used in authorizing 
the resumption of civilian production as local condi- 
tions permit. It provides a way by which manufac- 
turers may be authorized to make articles which are 
otherwise restricted or prohibited by orders of the War 
Production Board, but only when they have labor and 
facilities available which are no longer needed for 
essential purposes. Labor conditions in a number of 
areas are so critical as to prohibit or severely limit 
authorization of production under this regulation. 
Production under this regulation must in no way inter- 
fere with either war production, the production of 
essential civilian articles, or the rendering of services 
essential to the public welfare. 

Production is authorized under PR-25 only when 
specific permission is granted to the individual manu- 
facturer by the War Production Board. 

The following items in the office equipment and 
supply field, together with limitation order numbers, 
are listed in Directive 1 of the new order: 

L-13-a, metal office and industrial furniture and 
fixtures; L-28, incandescent, fluorescent, and other 
electric discharge lamps; L-33, portable electric lamps 
and shades; L-73, office supplies; L-227, fountain pens 
and mechanical pencils; L-227-a, pen nibs; L-227-b, 
wood cased pencils and pen holders; L-188, loose leaf 
metal parts and units; L-29, metal signs; L-54-a, type- 
writers; L-54-c, office machinery; L-190, scales, bal- 
ances, and weights. 

The AA-5 rating, lowest of priorities now in use by 
WPB, gives the manufacturer a rating equivalent to 
that used by business generally to obtain mainte- 
nance, repair and operating equipment, but assures 
preference over makers of unrated civilian items. At 
the same time, WPB officials gave some indication that 
the rating might soon be raised to AA-2x, now used 
only for the most urgent civilian items. 
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The AA-5 rating is seventh and last on the list of 
priorities, being surpassed by the “special directive,” 
as applied to landing craft and heavy artillery; AAA, 
for the securing of materials for emergency or stra- 
tegic use; AA-1 and AA-2, chiefly for military use 
(plus some export and lend-lease) and AA-3 and 
AA-4, applied to some of the non-critical essential 
civilian programs. 
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SAFE AND FILE INDUSTRY ADVISORY COMMITTEE 
DISCUSSES RECONVERSION WITH WPB 


Reconversion problems were discussed by the Safe 
and Insulated File Industry Advisory Committee at 
its recent meeting with War Production Board offi- 
cials, WPB announced on July 24. 

WPB representatives stressed that the No. 1 job of 
industry, labor and Government now is to maintain 
the pace of military production. At the same time, 
they said, it is necessary to plan for reconversion and 
expansion of civilian production at some future time, 
when labor, materials and facilities are less urgently 
needed for war production. 

In all probability, committeemen said, production of 
safes and insulated files for civilians will not be re- 
sumed at the same time throughout the industry, or 
to the same degree in all plants, since war contracts 
will expire at varying times. The committee suggested 
that some method be devised for individual treat- 
ment of the different plants. They mentioned, as one 
possibility, that WPB might consider granting appeals 
from individual plants for permission to resume 
civilian production. 

The major problem will be that of rearranging and 
reconverting machinery, committee members said. 
They estimated this might take between three and 
six months, depending upon the type of machinery 
in a plant. Reconversion of light stamping facilities 
would be relatively simple, while reconversion of heavy 
facilities would necessitate major changes, they ex- 
plained. 

Some new machinery will be needed when produc- 


(Turn to page 42, please) 


OFFICE APPLIANCES, September, 1944 








Are yours ready 


for that post-war job? 


One of these days...when war no longer needs 
all the skills of America’s clever hands... there’]] 
be exciting new jobs for them — and for their 
owners, new opportunities, new careers! It’s none 
too soon to plan! 


And when you plan, think seriously about 
teaching those skillful hands of yours to sype. 


‘ 


Ability to type is no ‘‘open sesame”’ to success, 
of course. But whether your new work takes you 
to office, shop, ranch or home. . . here or in far 
lands... you’ll find your typewriter a useful tool, 
an efficient and almost indispensable aid in the 
busy days ahead. Don’t underrate its help — but 


rather, take full advantage of it! 


We have our war jobs too. But if we can’t sell 
you Smith-Corona machines to learn on... borrow 
one, rent one, take typing courses. Let those skill- 
ful hands acquire one more skill... now... and 
profit by it later! L C Smith & Corona Type- 
writers Inc Syracuse 1 N Y 
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You'll get ahead 
if you 
LEARN TO TYPE 





tomorrow 


TODAY! 
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TECHNYGRAPH MAKING NEW STENCIL SCOPE 

For offices making regular use of stencil duplicators, 
the ncw Technyscope, a compact, portable outfit for 
stencil-cutting, recently introduced by the Techny- 
graph Company, Techny, IIl., should prove a valuable 
aid. 

The outfit consists of a scope table and T-square 
and includes a separate movable lamp. Four remov- 


c 





THE NEW ALL-METAL TECHNYSCOPE 


able legs with rubber feet are supplied with the Tech- 
nyscope, permitting the table to be used either hori- 
zontally or vertically. The T-square is provided with 
a wooden locking device which holds it tightly in the 
desired position. A plastic diffusion shield supplied 
with the movable lamp prevents the accumulation of 
heat, avoids glare and minimizes danger of breakage. 

Built of steel, the new Technyscope measures 14%4 
inches wide by 21% inches long. It is packed in a 
convenient carrying or storage carton, and comes 
complete with lamp, ball point stylus, flexible writing 
plate, rainbow styli manual and lettering guide 
manual. 

Complete information and prices may be obtained 
by communicating with the maker at the above ad- 


dress. bi 
SILENCER ADDED TO SIMPLEX TIME STAMP 

Already in production and being incorporated into 
the Simplex Automatic Time Stamp by the Simplex 
Time Recorder Company, Gardner, Mass., is a new 
silencing mechanism invented by Glenn A. Lauffer, 
Simplex Syracuse representative. 

This time stamp was designed primarily for use in 
broadcasting studios, where absolute quiet is essential. 
All material broadcast must be stamped with the time, 
date and year, an operation formerly performed by 
hand or by an electric time stamp located in another 
office at some distance from the microphone. This in- 
volved a loss of time and resulted in some discrepancy 
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in the actual time of broadcast and the time stamped 
on the script. With the new Simplex silent time stamp 
which, according to the maker’s claim, can be used 
within easy reach of the microphone, the script can 
be stamped automatically as soon as the performance 
is completed. Absolute proof of performance and less 
confusion from loss of scripts are resultant advantages. 

Further information may be obtained’ by communi- 
cating with the Simplex Time Recorder Company, 


Gardner, Mass. 

NEW CUFF SHIELDS FEATURED BY N. Y. FIRM 

The Plastex Company, 727 Sixth Avenue, New York 
10, N. Y., recently announced a completely new prod- 
uct, Protex cuff shields, of transparent, non-inflam- 
mable plastex. Manufactured in white lace design, 
the new cuffs fit easily and comfortably and keep 
garment cuffs and lower sleeves well protected from 
dust and smudges. 

Complete details may be obtained from the maker 


at the above address. 
tuts nee 


NEW BLAISDELL DRAWING PENCIL MARKETED 

Recently announced to the trade by the Blaisdell 
Pencil Company, Philadelphia, Pa., was a new line of 
uniform ‘Pre-Tested” drawing pencils known as the 
“Ben Franklin” and available in 17 degrees from 6B 
to 9H. The 50-year-old company has for a number of 
years featured the popular Nick and Pull String paper 
pencils. 

Further information is available to dealers writing 
the company at Philadelphia 44, Pa. 

memes 6: 

NEW POCKET SECRETARY NOW ON MARKET 

The Northern States Envelope Company, St. Paul, 
Minn., manufacturers of the Justrite envelopes, has just 
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JUSTRITE LEATHERGRAPH POCKET SECRETARY 


announced a new addition to the line — the Leather- 
graph Pocket Secretary. 

Now available for immediate delivery, the new item 
is specially designed as an advertising piece and good 
will gift. The Pocket Secretary has an attached memo 
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“Take a look at this, you... 
you...you boss!” 


sloppy. Wegible carbon 


a copies, oT... 
 ) BOSS: Well, you have to admit... : oe 
~~ GtRt: VU admit that if I had any sense, I'd quit. Instead, I bor- 
rowed a sheet of Roytype Park Avenuc Carbon Paper from the 
girl next daar, just fo prove that I can turn out a8 good work as 
anybody when I have the right tools. Take a look: = 





i 





See how sharp, clean, and leg abel tiis carbon copy 
is. Tt'ts made with deen—inced Roytype Pari Avenue 
s.. It le 
Carbon Paper. 


acl 





GIRL: And don’t think Fean’t spell. T made that mistake Just so 
Leould show you how neatly and que kiv I can make erasures on 
a copy made with this wand rful, ean-handling carbon paper. 


See for yourself 





f y8 2 + ” etal : ai {3 s co: 
See how sharp, clean, and shis carbon copy } 


BOSS: Perhaps f hare been a little hasty in ray criticisin. From 
now on, I'Ilsupply vou with all the Roytype Park Avenue Carboa 
Paper yon need, Bul what about originals? I like these to look 





crisp and snappy, too, 

GiRt: A Raytype Ribbon in ms : 
’ Roytype Ribbons are made by a spec ial process which permits 
the ink to flow thrpugh the fabrie into the nsed parts, which keeps 
the ribbon full of Be and helps any stenographer turn out sharp- 


looking letters. 


machine will take care of that! 








2 
BOSS: Young lady, vou’ve made a sale. 
It's Roytype* for us from now on And ‘ ROYTYPE 
thanks for wising me np! Carbon Papers and Ribbons 


made by the 


—P See your Royal Representative or ROYAL 


Rovtype Dealer today. Buy on the 
Coupon Plan and save money. TYPEWRITER COMPANY 
Fr 


videmark Registered U, 3, Pat. Of, 





Cope. 1944, Royal Typewriter Company, Ine. 
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Take a look at 
this, you...you 
..-You dealer! 


AKE A good look while you’re at it... 
because here is an example of the big- 
gest, most consistent national adver- 
tising campaign ever put behind type- 
writer ribbons and carbon paper! 
As you see, it’s a ROYTYPE ad, part of 
the heaviest promotion in the field. 


There isn’t even a close second to 
Roytype advertising! And that has 
been true for a long, long time! 


So .. . for volume sales and steady 
profits... 

Stock ROYTYPE...display ROYTYPE... 
push ROYTYPE RIBBONS AND CARBON 
PAPER...made by the makers of ROYAL, 
“The World’s Number One Typewriter.” 

ROYTYPE is a complete line . . . de- 
signed to fit all typing needs, and with a 
price range to fit a// your customers. 
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pad and side-opening pocket for miscellaneous papers; 
. confidential papers may be carried in a concealed 
pocket under the pad. Built of tough, durable Justrite 
Leatherfibre, the new item has hand-tooled designs on 
the front panel and around the advertising panel on 
the letter pocket. 

Prices on the new Pocket Secretary in lots of 1,000, 
complete with memo pad and printed with the adver- 
tiser’s message, may be obtained from the maker. 


pe A TOI 
HEDGES ANNOUNCES TURN TICKETS 

The Hedges Manufacturing Company, 2931 Went- 

worth Avenue, Chicago 16, Ill., has devised sets of 

tickets for use in retail establishments to indicate the 

correct turn of customers waiting for service. Em- 


HEDGES TURN TICKET 


ployee shortage in retail stores has made the idea of 
using numbered tickets to indicate proper turn an 
appropriate innovation. The market for ticket sets is 
now excellent. 

The Hedges tickets are made of heavy folder stock 
cut to 5 by 2% inches and packaged in groups of 110. 
Each ticket carries a number from 1 to 100, the extra 
10 being blanks for replacement of lost or damaged 
tickets. All tickets are punched, those with eyelets 
listing at $2.50 per package and those without eyelets 
at $1.50. 


SO ee 





THE NEW KLEER-VU ENVELOPE 


(Description of this item, a product of American Plastic Products 
Los Angeles 7, Calif., appeared on page 30 of the July issue 
SWAN OFFERS NEW LEATHER ZIPPER POUCH 

Timed to coincide with the fall school opening sales 
is the recent announcement of a genuine leather pen- 
cil pouch by the Swan Pencil Company, 221-25 Fourth 
Avenue, New York City. The pouch, measuring 8 x 32 
inches in size, features a zipper closing and is avail- 
able in assorted colors. Included are a penholder and 
penpoint, eraser, ruler and four pencils. 

Complete details and quantity discounts may be 
obtained from the maker at the above address. 


0 
BOWMAN RECOVERS HEALTH 
Harry Bowman, owner of the Bowman Stationery 
Company, Muskogee, Okla., is convalescing after a seri- 
dus illness. He had an appendectomy on March 21, 
followed by complications, but is now able to be at his 
store a few hours each day. 
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CHICAGO STATIONERS START BOWLING 
THIS MONTH 


Backed by the record of a successful season last 
winter, the Chicago Stationers Bowling League will 
start its second season September 12. The league is 
composed of six five-man teams, which will meet to 
bowl in the Chicago Arena each Tuesday evening at 
5:30 p.m. for a 30-week season. Last year bowling was 
done at noon with six three-man teams. The early 
evening schedule permits other engagements later or 
evenings at home. 

Officers of the league are Ham Warnock, The Globe- 
Wernicke Co., president; Eric Behmer, Marshall-Jack- 
son Company, vice-president; “Pop” Krieger, Commer- 
cial Stationery Company, treasurer, and Ted Bowman, 
Graver-Dearborn Corporation, secretary. 

Following are the names of teams and captains: 
Spitfires, Eldon Just, Just & Son; Flying Forts, Ted 
Bowman, Graver-Dearborn Corporation; Liberators, 
Lud Singer, Standard Visible File Company; Airaco- 
bras, Jim Harris, Graver-Dearborn Corporation; Hurri- 
canes, Clark Roland, Marshall-Jackson Company; 
Marauders, Eric Behmer, Marshall-Jackson Company. 

2 — 


COLUMBIA R. & C. AUSTRALIAN AGENT IN U. S. 


In the United States for a month’s visit is one of 
Columbia Ribbon & Carbon Manufacturing Company’s 
most active overseas representatives, G. H. Horton, 
managing director of Columbia Ribbon & Carbon 
Company and of Columbia Pencil & Crayon Company, 
Pty., Ltd., Sydney, Australia. Mr. Horton has been 
associated with Columbia since 1931, when the com- 
pany’s modern plant was established in Sydney. 

He is making his headquarters at the Columbia of- 
fices in Glen Cove. The purpose of his visit to the 
States is twofold—first, to see his son Bill, who has 
been in the United States Navy for 2% years; and, 
second, to renew friendships and study the many de- 
velopments that have taken place in the ribbon, car- 
bon and pencil field. He looks forward to a splendid 
business future for Australia, particularly after the 
transition period is over. 

i ee 
McNEILL NEW SHEBOYGAN CHAIR EXECUTIVE 


Harry T. McNeill, production manager of the She- 
boygan Chair Company, Sheboygan, Wis., was elected 
to the post of vice-president at a recent meeting of 
the board of directors of the company. 

Mr. McNeill, with over 40 years’ experience in chair 
manufacturing, first became associated with the com- 
pany in his youth. Later he organized his own chair 
company which he operated for many years. Subse- 
quently he again became affiliated with Sheboygan as 
purchasing agent, and later as production manager. 

The Sheboygan Chair Company, 76 years in the field, 
manufactures a complete line of household, office and 


contract chairs. 
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HUTH ADDED TO VICTOR SAFE’S N. Y. STAFF 


Andrew Huth of New York City has joined the New 
York sales office staff of The Victor Safe & Equipment 
Company, Inc. He will work with the dealers in the 
metropolitan area under the supervision of Alex Burk- 
hardt, Victor’s New York district sales manager. 

Mr. Huth has a record of several years in the indus- 
try in the New York area. 

His aid in the Victor sales office, which has lost 
several salesmen to the services and war plants, will 
be welcomed by New York dealers. 

ee ee 


JIM ARMINGTON RECOVERING FROM OPERATION 


On July 14 Jim Armington, Eberhard Faber Pencil 
Company, was taken to the Faulkner Hospital, Jamaica 
Plain, Mass., for an emergency operation. He reports 
that it was a very serious affair but was in time, as he 
expressed it, ‘to keep me a member of the business I 
love so much.” Although very weak he is making slow 
but steady return to good health. 
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AFTER VICTORY OPPORTUNITY The most valuable 


business asset in this industry—the Shaw-Walker franchise— 
will be available in a few cities “after victory”. Perhaps you 


qualify for it. Inquire! Shaw-Walker, Muskegon, Michigan. 
This may lead you to the greatest profit move you ever made. 


* Back the Attack . . . BUY AN EXTRA WAR BOND REGULARLY * 
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John Uden, Kansas City, Mo., representative of Asso- 
ciated Stationers Supply Company, visited briefly with 
a member of the staff of this journal July 24. After 
a long, successful record in retail stationery in Kansas 
City and several years as representative for a loose 
leaf manufacturer he finds traveling for a wholesaler 
much to his liking. He had come to Chicago to spend 
a few days at Associated’s headquarters. 


George B. Wray, New York representative of Jasper 
Office Furniture Company, and his brother James M. 
Wray, New York manager of the Robbins Company, 
visited with a member of the staff of this journal July 
26. George was on his way to company headquarters at 
Jasper, Ind. Jim’s business is metal stamping, badges 
and the like. Both brothers seem well satisfied with 
business affairs. 


William G. Huston, vice-president Alexander Broth- 
ers, Limited, Honolulu, phoned the office of this jour- 
nal July 26 shortly before boarding a west-bound 
plane on his return to the islands. Leaving Honolulu 
only a few weeks before, he has flown more than 20,000 
miles, visited the Pacific Coast states and many of the 
principal cities east as far as New York and New 
England, also Toronto and elsewhere in Canada. He 
announced that his company had been appointed ter- 
ritorial distributor for the complete Victor adding 
machine line and the Fountnbrush of Cushman & 
Denison Manufacturing Company. “Talk about sta- 
tioners and typewriter dealers having kinks on the 
mainland,” he said, “let them operate in the Terri- 
tory of Hawaii.” Then he mentioned martial law, 
blackout (since eliminated), permits, the hope upon 
arrival of each convoy of badly needed merchandise on 
order. The firm, he indicated, has not closed its doors 
since December 7, 1941, day and night supplying 
quantities of machines of all descriptions to the armed 
services and under most difficult circumstances. His 
visit to the mainland was a buying mission which he 
said was quite satisfactory. 


Gene E. Taylor, Pantagraph Printing & Stationery 
Company, Bloomington, IIl., vice-president of the 
National Office Machine Dealers Association, inscribed 
his name in the Guest Book on July 27. He took time 
out of a two-day business visit to Chicago to give us 
a stimulating visit. He referred to the recent meet- 
ing of the Illinois Office Machine Dealers Association 
in Springfield on July 15 where reports on the NOMDA 
convention were given by Mr. Taylor, A. H. Kellstedt, 
and John Q. Adams. A sound thinker, Mr. Taylor is a 
“contributing member” of the National Office Machine 
Dealers Association. He devotes much of his spare 
time to association work. 


Robert T. Ball of Ball & Thrasher, Ann Arbor, Mich., 
signed the Guest Book August 1, walking across the 
street for a visit after spending some time with Al 
Skibbe of Associated Stationers Supply Company. He 
was in Chicago on a buying mission and to attend a 
meeting of Lions International, the buying taking the 
major portion of his time. Mr. Ball was well satisfied 
with business conditions, the rapid expansion of his 
own enterprise bearing out that statement. Trained 
as a typewriter man, he has applied intensive selling 
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with good results. For two years he served as president 
of the Michigan Stationers Club. 


J. A. Ruys of Ruys’ Handelsvereeniging, The Hague, 
Holland, and Ruys’ Handelsvereeniging voor Indie, 
Batavia, Java, signed the Guest Book August 8. On his 
way between Holland and the East Indies at the out- 
break of war, he has remained in the United States 
since then except for a visit to Batavia before the 
war spread to Asiatic waters. After being connected 
with the export department of Addressograph-Multi- 
graph Corporation for about two years, he now is giv- 
ing his attention to calls upon manufacturers in order 
to be ready for resumption for trading as soon as 
opportunity is presented. He was using several days in 
Chicago for that purpose. His mail address is 350 Madi- 
son Avenue, New York 17. 

Many dealers will recall Mr. Ruys’ appearance at the 
NSA convention in Chicago in 1940. He sat at the 
speakers’ table and spoke briefly at the annual ban- 
quet, also at the dinner given by The General Fire- 
proofing Company to its dealers the preceding evening. 


C. E. Reynell of Oxford Filing Supply Company 
signed the Guest Book August 9. He had come to Chi- 
cago on a business mission and expected to return to 
New York as soon as it was completed. Charlie is of 
the type that handles every task conscientiously and 
takes special delight in being of service to others. 


Harry C. Tuttle, Hush-A-Phone Corporation, New 
York, N. Y., visited us briefly on August 10. Though 
war restrictions on materials have prevented manufac- 
ture of the Hush-A-Phone, Mr. Tuttle has been active 
in other fields for the past few years. His friendly call 
and reminiscences of the ‘fold days’ added pleasure to 
the afternoon. 


Bob Latsch of Latsch Brothers, Lincoln, Nebr., presi- 
dent NSA, and George Holt of W. A. Sheaffer Pen 
Company, chairman of the 1944 NSA convention com- 
mittee, visited with a member of the staff of this jour- 
nal August 11. Both visitors were doing some advance 
work on the war conference to open October 2 at the 
Palmer House. An announcement of Mr. Holt’s com- 
mittee selections appears elsewhere in this issue. The 
officers and committee chairmen are preparing for a 
record-breaking gathering. 

> pititn 


KNIGHT TO REPRESENT A. B. DICK IN ERIE 

Walter E. Knight, for the past 15 years associated 
with the A. B. Dick Company, manufacturers of Mimeo- 
graph products, has established his own store at 114 
West 7th Street, Erie, Pa., and has been named au- 
thorized Mimeograph distributor in that area. 

Mr. Knight emigrated to the United States from 
England in 1928 after a long and varied experience 
in the typewriter field. He joined the New York City 
branch of the Dick organization the following year, 
remaining in that post for seven years. Subsequently 
he moved to New Hampshire, Philadelphia and 
Youngstown, Ohio. His extensive experience in office 
machines should assure unqualified success in the 
operation of his own business. 
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MONTREAL FIRM ATTAINS HALF-CENTURY MARK 

The Typewriter and Appliance Company, Limited, of 
750 St. Peter Street, Montreal, Canada, is celebrating 
its fiftieth year in business. 

The first offices of the company were established 
opposite the Place d’Armes Post Office on St. James 
Street, but moved to its present location when the old 
building was torn down to make way for the present 
Transportation Building. 

E. D. Twite, president and general manager, entered 
the business in 1906 and gained control in 1924. He 
is still in active charge of the firm after 38 years. Miss 
L. Gurden, who joined the firm 17 years ago, is as- 
sistant manager and director—R.C. 
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ad tising directly to your customers! 
Ww 
sh These ads sell and sell hard. Kecent- 
ra ly, we sent you reproductions of some 
s of these full-pagers in our new edi- 
‘ tion of Typhonite Eldorado News. (If 
bs you have not received your copy, 
n please write for it now.) Every ad in 
‘i it is packed with good, solid pointers 
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Month by month, powerful full-page 

and half-page advertisements tell 
d architects and draftsmen, teachers 
“ and artists why Eldorado is the finest 
™ drawing pencil they can get their 
“ skilled hands on. 
: a ELDORADO IS A GREAT DRAWING 
r, ° a PENCIL. We're telling that to your 
y P| P/Q “ customers in a Big Way! You tell em, 
e ¥ ‘iy too. Feature Typhonite Eldorado. 
1e ——— ' . . > 

Ny ; Display it. Talk about it. Result? 
the ig J. Smooth sale-ing! 
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PENCIL SALES DEPARTMENT 73-59, JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY 3, N. J. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago. 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
| St. Bride Street, London, E. C. 4 


London, July 1, 1944. 

A very excellent and informative book on machine 
accounting has recently been published here, the 
author being O. Sutton, M.I.S.M.A., A.C.I.S. Mr. Sutton 
was formerly on the staff of one of the largest firms 
marketing accounting machines and is a machine 
accounting specialist. 

The book covers the subject in three parts: 

1. General review; 

2. The simple, general basic principles of machine 
application for small, medium and large businesses; 

3. Machine application—amplification of Part 2 for 
large concerns. 

It is the most comprehensive survey of the subject 
yet published in this country, has 69 illustrations and 
is a practical guide addressed to executives, account- 
ants, operators and students. 

The following extracts are from the foreword: 

“Amazing mechanical advances have been made in 
factory production, and important organizations have 
been formed to study and improve the technique of 
selling, advertising and distribution of commodities. 
Yet how surprising it is to find that a large number 
of businesses which, for accounting and many other 
sections of commercial activity, still rely, wholly or 
partially, on pen and mental methods, and continue 
to do so despite the large and increasing number of 
more progressive concerns which, having found pen 
and mental methods far too slow, cumbersome and 
ineffective (inasmuch as they fail to keep accounts up 
to date and facilitate the production of day to day 
statistical and financial information necessary to the 
proper control of business, both as regards policy 
and finance) have now adopted the improved methods 
and all round advantages of machine accounting. 

“It is during the last 17 years that the greatest 
progress has been made in this country in the employ- 
ment of accounting and statistical machinery. There 
is now no section of accounting work, whether it 
relates to sales, purchases, costing, stock records, pay- 
rolls, dividends; or to the business of banking, the 
stock exchange, insurance, and building societies; or 
to transport undertakings of all kinds; or to public 
utility bodies (such as gas, water and electricity under- 
takings); or to central and local government depart- 
ments; or to heavy industries and all classes of manu- 
facturing; or to wholesale and retail trading, where 
machines are not used. Further, the assistance and 
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benefits derived from machine accounting are no less 
surprising than the capabilities and simplicity in 
operation of the machines themselves. 

“Those who refuse to consider the adoption of ma- 
chine methods because of ‘staff considerations,’ on 
the ground that their introduction would displace per- 
sonnel are, if only they realized it, actually doing a 
disservice not only to the business they carry on, but 
to the very personnel for which they entertain so 
much regard. They are, in fact, merely chaining their 
staff to unnecessarily laborious effort and long hours, 
and to antiquated office methods by denying them the 
opportunities which others in more progressive busi- 
nesses enjoy. Thus, their employees’ business value 
is reduced, and their employment elsewhere, should 
the circumstances arise, is jeopardized. 


Machines Boost Employee Alertness 


“The opinion is often expressed, usually by those who 
have little or no knowledge of the subject, that ma- 
chine figuring tends to weaken brainpower. It is diffi- 
cult to discover any logic in this contention. Must 
we assume that the vast majority of workers who are 
not doing ‘figuring work’ are already feeble-minded? 
Actually, machines keep one alert, both mentally and 
physically, for they eliminate much of the drudgery 
of figuring and free the mind for the more constructive 
and interesting work in the hundred and one applica- 
tions in which machines have no scope. Machine aid 
is as much in the interests of the employee as of the 
employer and will become more in the employees’ 
interest as time passes. 

“The speed of modern life demands more relaxation 
for the well-being of office staff than in the slower 
tempo of the past. The co-operative spirit of the 
office personnel is not so taxed during winter should 
they be required at times to work additional hours, 
but it is only human to rebel when hours that might 
be spent agreeably and healthfully away from work 
must still be sacrificed during the fine-weather 
months, perhaps to wade through days or weeks of 
past work, correcting figure errors which sometimes 
persist with exasperating regularity when calculations 
are mentally made and recorded by pen, or to pre- 
paring duplicate records which a machine could ac- 
complish in at least half the time. 


“Far from reducing, machines stimulate, brain 
(Turn to page 67, please) 
OFFICE APPLIANCES, September, 1944 








ces 
rat 


go. 


less 
in 


na- 


er- 
yp a 
but 

so 
leir 
rs, 
the 
1si- 


eS’ 


ion 
ver 
the 
uld 
Irs, 
sht 
ork 
ner 

of 
nes 
ons 
re- 
AC- 


ain 


44 





Bates MunKee Pad re- 
versible filler gives double 
life. Handsome, sturdy, 
economical. 








Bates Stapler makes its 
own staples, 5,000 in one 
loading. Can’t jam or clog. 









Bates List Finder finds phone 
numbers, addresses and other 
data instantly. Just move the 
arrow and press the tab. 





















Bates Numbering 
Machine, the stand- 
ard of quality for 
more than fifty years. 
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SECOND GLTC TOURNEY ATTRACTS 65 GOLFERS 

The second golf tournament of the 1944 season was 
held by the Great Lakes Travelers Club at the Rolling 
Green Country Club on Friday, August 4. Despite high 
temperatures and a threat of rain, 65 played golf and 
81 were present at the dinner in the evening. As 





GLTC GOLF TOURNAMENT 
1. The Committee—Benny Allen, American Lead Pencil Co., chairman; 
Earl Collins, Rockwell-Barnes Co., GLTC secretary; Harry Balch, 
—— Park sewryg Co.; Ray Eichenlaub, Service Steel Products 


orp.; Herb Walsh, Ace Fastener Corp. 
2. Some of the boys checking over the score sheets to see what their net 
scores would have been if the right holes had been handicapped. 
3 and 4. Part of the crowd who paused long enough after dinner to be 
pictured. 
chairman of the tournament committee, Benny Allen 
of the American Lead Pencil Company handled ar- 
rangements of the event and presided in the evening 
when prizes were awarded. Financial and accompany- 
ing details were taken care of with usual efficiency by 
Ray Eichenlaub, Service Steel Products Corporation, 
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and Earl Collins, Rockwell-Barnes Company, GLTC 
secretary. 

Following the banquet in the evening Chairman 
Benny Allen took charge and expressed the regret of 
Bill Cox, GLTC president, who could not attend. The 
following special guests were introduced: Maynard 
Westring, Mid City Stationers, Rockford, Ill., president 
of the Illinois Book Sellers & Stationers Association; 
Norman Pearce, Eberhard Faber Pencil Company, New 
York, N. Y., and Art Frey, The Globe-Wernicke Com- 
pany, Cincinnati, Ohio. Another gentleman who re- 
ceived special mention was Jim Bradley, Higgins Ink 
Company, who had very recently recovered from an 
emergency appendectomy. 

When the time came for the awarding of prizes Jim 
Martin of the Globe Furniture & Stationery Company 
and J. K. Preston of the Graver-Dearborn Corporation 
were tied for low net with a figure of 71. The low 
gross award went to Joe Sunderlund of Universal Paper 
Products Company, whose score card revealed a 79. 
Clark Roland of the Marshall-Jackson Company had 
the low gross for dealers with an 83. Harry Balch, 
Quality Park Envelope Company, and Benny Allen, 
American Lead Pencil Company, were tied for second 
low gross with scores of 81. Door prizes were won by 
Maynard Westring; George Tapner, Industrial Tape 
Corporation, and Dick Vail, Vail Manufacturing Com- 
pany. 

Following the awarding of several other low net 
prizes was a special event—the raffling off of a set of 
irons. The winner was Bill Smith, Ace Fastener Cor- 
poration. After permitting himself to be pictured with 
the clubs in his hands, Bill sold them to Ollie Stevens, 
Stevens, Maloney & Company. The rest of the evening 
was devoted to cards, conversation, and general good 
fellowship. 

—_——_——-o——_———— 

NETCLUB PLANS SEPTEMBER GOLF MEETING 

September 13 has been selected as the date for the 
quarterly meeting and final golf tournament of the 
New England Travelers’ Club at the Blue Hills Coun- 
try Club, Canton, Mass. The contestants will tee off 
at 1 P.M., with dinner being scheduled for 6:30 P.M. 
Twenty-three prizes will be awarded, including a spe- 
cial prize drawing limited to the first 20 reservations 
received. All members are requested to bring at least 
one dealer. 

Tickets covering everything are $5.00; for non-golf- 
ers, $3.00. Reservations should be mailed to Guy W. 


Hart, 80 Federal Street, Boston 10, Mass. 
9 re 


N. Y. STATIONERS HOLD 7TH, 8TH GOLF MEETS 

Reports of the seventh and eighth golf tournaments 
of the Stationers’ Golf Association of New York have 
been released, with the following results: 

The seventh tournament, attended by 22 members 
and four guests, was played at Richmond County 
Country Club on July 25. Class A gross and net honors 
were captured by F. G. Huber with scores of 79 and 66, 
respectively. Class B gross honors went to J. Bosworth 
who toured the course in 102, net being taken by G. 
Nicklaus’ 74. 

The eighth tournament was run off at Plandome 
Golf Club, Plandome, L. I., on August 10, with 40 mem- 
bers and eight guests in attendance. W. J. Bennett 
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“Postwar” is Here Today for 





LTC 


If “postwar” means desirable merchandise 
to you, then postwar is here right now as Pp - D 
far as Pendaflex is concerned. 


For these modern file folders that hang 
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topped the Class A golfers with a gross of 83. A net 
of 69 won for H. Yager in the same group. In Class 
B, G. W. Fairchild snared both gross and net honors 
with tallies of 103 and 76, respectively. 

Heading Class A for points on the season’s cups is 
R. B. Sainberg with 11.66 2/3, closely followed by L. H. 
Tavernier with 10.16 2/3. In Class B, G. Nicklaus tops 
the group with 18 points, Henry Levy holding the run- 
ner-up spot with 15. 

2-2 
ART METAL HOLDS 3-DAY JULY SALES MEETING 

The general offices of the Art Metal Construction 
Company, Jamestown, N. Y., was the scene of a highly- 
successful sales meeting from July 12 to 14, inclusive. 
Joining in the conference were executives of the 
Postindex Company Division and Wabash Filing Sup- 
plies, Inc., an associated company. 

C. L. Elofson, vice-president in 


charge of sales, 


was in general charge of the program. Those conduct- | 











WABASH FILING SUPPLIES DISPLAY 


ing individual sessions included E.'A. Keeling, vice- 
president in charge of wholesale; Roy E. Wells, vice- 
president and manager, Postindex Company Division; 
L. R. Addington, vice-president and general manager, 





Wabash Filing Supplies, Inc.; R. W. Clark, vice- 
president and manager, contract division; J. Arthur 
Johnson, manager agency sales, and C. W. Simpson, 
director of advertising and sales promotion. 

The meetings were opened by President A. J. E. 
Larson, who outlined the post-war conditions that 


POSTINDEX VISIBLE FES 
THE IMPROVED VS'BLE INDEK SYS"Er 


FOR CO ORDINATED CONTROL 


¥ . 





POSTINDEX VISIBLE FILES EXHIBIT 
were anticipated for the industry and the steps to be 
taken to meet them. 

Postindex systems and Wabash lines were on display 
and sales methods were exemplified for all lines. 

The visiting field managers and home office staff 
met for dinner each evening, E. A. Keeling acting as 
toastmaster at the final dinner on Friday evening, 
July 14, at the Hotel Jamestown. He introduced A. C. 
Davis, chairman of the board of the company, and 
called upon various members of the management staff 
and of the field force for remarks. Edward L. Little, 
Wabash sales manager, entertained with feats of 
magic and the considerable musical talent within 
the organization was employed to good effect. 

3 o<tien’ 
PENN-MAR-VA OUTING SET FOR SEPTEMBER 14 

The southern division of the Penn-Mar-Va Travelers 
Club will hold their annual outing at the Manor Coun- 


Art Metal 





Jamestown. New York 


U.S 


A 





AT THE ART METAL-POSTINDEX-WABASH SALES MEETING, JAMESTOWN, N. Y., JULY 12-14 


Front row, left to right: C. W. Simpson, advertising and _ sales 
promotion manager; R. C. Gage, Art Metal district manager; Harold 
A. Skinner, Postindex Hartford branch manager; A. L, Larrimore and 
S. D. Bradner, Art Metal district managers; John B. Jarrett, Postindex 
Chicago branch manager; William P. Hoy, Art Metal New York 
branch assistant manager; P, D. Farrell, Art Metal Washington 
branch manager; J. W. Calley, Art Metal Boston branch manager; 
R. W. Clark, vice-president in charge of contract sales. Middle row: 
C. L. Elofson, vice-president in charge of sales; Charles E. J. Hick. 
Art Metal district manager; R. F. Howell, Art Metal Hartford branch 
manager; Page G. Young, Art Metal Washington branch sales 
manager; Roy E. Wells, Postindex vice-president; Charles G. McGee, 
Postindex Boston branch manager; J. R. Jones, research engineer; 
Edward L. Little, Wabash Filing Supplies, Inc., sales manager; 
Henry S. Hansbury, Postindex New York branch manager; Cornell 
E. Wilson and Joseph Francis, Postindex district managers; W. E. 
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Chamberlain, Art Metal Baltimore bran-~h manager; Roy Hanks, Art 
Metal district manager; Boyd L. Henderson, Art Metal Los Angeles 
branch manager; Deane Bascom and George E. Vinton, Art Metal 
special representatives; Carl M. Bowen, Art Metal Detroit branch 
manager; Al G. Brason, Postindex Washington branch manager; 
Harvey Martling, Art Metal Philadelphia branch manager; Charles 
L. Wiedeman, Postindex Baltimore branch manager; J. Arthur John- 
son, Postindex agency sales manager; Frank J. Link, Art Metal 
district manager; Hugh J. Maloy, Art Metal Pittsburgh branch man- 
ager; R. L. Thackeray, Art Metal Cleveland branch manager; Jack 
Barry, Art Metal district manager; R. D. Cooper, Art Metal Chicago 
branch manager; R. G. Milne, Art Metal district manager. Back row: 
L. R. Addington, Wabash Filing Supplies, Inc., vice-president; F. H. 
Clark, Art Metal New York branch; J. Allen Ingram, Postindex 
Philadelphia branch manager; A. J. E. Larson, president; E. A. 
Keeling, vice-president in charge of wholesale. 


OFFICE 1944 


APPLIANCES, September, 








vice- 
‘thur 
oson, 


F.7s; 
that 





o be 
play 


staff 
g as 
ling, 
eae 
and 
staff 
ttle, 
} OF 
thin 


. 14 
slers 
un- 





The 


Register 4 


Rolls 
that really 
register 


“Yes, 'm running a grocery store ... and getting by 
by with green help the same as the other merchants 
along my block. ... Old Larry, who’s had his hard- 
ware business for almost forty years; Pete, who runs 
the garage and gas station on the corner; Johnson. 


the dry cleaner; Harris, the florist. 


“One of the things that helps us most is the “green- 
proof” way registers work for our business and 
everybody naturally uses Columbia Register Rolls. 
We all buy ’em from Jordan, our stationer. He 


uses em, too. 


“You're a stationer—a retailer like | am. I guess 
you sell Columbia Non-Stick Pencil Carbon Paper. 
Jordan showed me how this carbon paper is wound 
right into ready-made Columbia Non-Stick Register 
Rolls, to give clean, smudge-proof register slips no 
matter how hot or sticky the weather is. No matter 
how much you handle the slips, they’re easy to 
check, total and inventory. No reason why you 
shouldn't sell Columbia Register Rolls. Practically 
every business in your town will go for *em—ause 


a lot.” 


You can read the sequel to this story in your own 


profit records from the sale of Columbia Register 


COLUMBIA 


REGISTER 
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Rolls, made for all types of registers: Egry, Standard, 
Autographic, Sturgis, Whiz, United Autographie, 
Miami, etc. Don’t overlook the fact that many of 
your regular customers are buying register rolls all 
the time—and that Coiumbia gives you the best to 
sell that the market offers. Write for samples and 


prices. 
COLUMBIA RIBBON & CARBON 
MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L. I. N. Y. 


New York Sales & Export: 58-64 W. 40th Street 
Kansas City. Mo.: Dwight Building 


37 








try Club, near Washington, D. C., on September 14, 
beginning at 12 o’clock noon. Highlights of the day’s 
meeting will include golf, games of various kinds, 
swimming (weather permitting), and a banquet in the 
evening. Both competitive and drawing prizes have 
been provided. 

Tickets covering the entire afternoon and evening 
activities are $6.00. All checks should be made payable 
to H. J. Mehserle, Silver Springs, Md. 

Se ei 
NEW YORK GROUP HOLDS FIFTH GOLF MEET 


The second event of the fifth annual gold tourna- 
ment of the Office Equipment Dinner Club was held 
on Tuesday, August 15, at the Plandome Golf Club, 
Plandome, L. I., New York. 

Nothing less than “ardent” can be said of the four- 
somes that teed off with the thermometer registering 
in the 90’s for the sixth day of the recent heat wave. 
All returned safely and with good appetites for a de- 
licious dinner which was served at 7 p.m. Other di- 
versions were available, including a clock tournament 
held on the putting green and the usual card games. 

After dinner a very brief meeting was held with Ber- 
nard Nemlich, Regan Office Furniture Corporation, 
presiding in place of president Moe Turman, who was 
unable to attend. A vote of thanks was given to Adam 
J. Andrasick, Macey-Fowler, Inc., and R. B. Booth, 
The Leopold Company, for arranging a fine day’s out- 
ing. The prizes, awarded by Mr. Booth, consisted en- 
tirely of War Savings Stamps. 

The winners of the golf tournament were: 

Low Gross: Adam J. Andrasick, Macey-Fowler, Inc. 
Runner-up Low Gross—Bob Fowler, Macey-Fowler, 
Inc. High Gross—Jack Schwanda, Desks, Inc. Runner- 
up High Gross—Fred G. Strobel, Clark & Gibby, Inc. 

Announcement was then made that the nominating 
committee on officers for 1945 would report at the 
September meeting. 

A vote of thanks was given to the War Bond com- 
mittee who, under the able leadership of Ben Itkin, 
Itkin Brothers, reached a total of $91,500 in bonds sold 
for the Fifth War Loan Drive. 

ee 
COLUMBIA R. & C. EXECUTIVE ENTERS NAVY 


A farewell dinner and dance was held on August 9 
in the Log Cabin, Bayville, L. I., for Henry B. Holmes, 
eastern sales manager of the Columbia Ribbon & Car- 
bon Manufacturing Company, Inc., Glen Cove, L. I. 
Approximately 100 friends and fellow employees gath- 
ered at the event to wish good luck to Mr. Holmes, 
who recently obtained a leave of absence from Colum- 
bia in order to accept a commission in the Navy. 

A parting gift from his associates was presented on 
their behalf by Miss Helen Bartow, Mr. Holmes’ secre- 


NEW STORE OF BALL & THRASHER.— 
The Ann Arbor store of Ball & Thrasher 
was moved several months ago to 211 
South Fourth Avenue where it occupies 
main floor space of 22 feet by 110 feet. 
shown here, and the complete second 
floor as well. The business was estab- 
lished five years ago in a small room, 
the latest move being the third one. 
Each move provided additional space, 
the last more than doubling the store 
area. The business is a combination of 
stationery, office furniture and office 
machines, the company being agent for 
Underwood Elliott Fisher Company, Vic- 
tor Safe & Equipment Company, Stow- 
Davis Furniture Company, Metal Office 
Furniture Company, Boorum & Pease 
Company, Smead Manufacturing Com- 
pany. and others. A second store was 
acquired in Ypsilanti a year ago. 
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tary. The farewell token consisted of a beautiful 
Navy-type wrist watch. In expressing his gratitude, 
Mr. Holmes voiced the hope that it would not be long 
before he could return to his position with Columbia. 

It is believed that Mr. Holmes’ Navy duties may be 
such as to take advantage of his wide business expe- 
rience and specialization in planning and setting up 
various forms and systems. 


ee 


CHICAGO MACHINE DEALERS RESUME MEETINGS 


Summer vacation for the Chicago Office Machine 
Dealers Association was shortened a month by resump- 
tion of meetings in August instead of September. The 
place of meeting was also changed. The gathering was 
held in the Como Inn, August 14, with an attendance 
of about 20. 

Jack Macon, J. L. Macon Office Machines Company, 
local and national president, served as chairman and 
expressed the regrets of Gene Taylor, Pantagraph 
Printing & Stationery Company, Bloomington, II1., vice- 
president of the National Office Machine Dealers Asso- 
ciation, who could not be present as planned because 
of illness. 

The educational program of NOMDA was presented 
by President Macon and discussed at some length by 
members present. Before adjournment a decision was 
reached to continue holding monthly meetings in the 


Como Inn. 
cng cr 


NETCLUB TO BE HOSTS AT “COCKTAIL HOUR” 


The New England Travelers Club will entertain the 
Connecticut Valley Stationers Association at a “Cock- 
tail Hour” to be held Wednesday, September 27, at the 
Indian Hill Country Club, Newington, Conn. 

Golfers participating in the day’s festivities will tee 
off at 1 p.m. and should notify Tom Stonhouse, West 
Haven, Conn., of their intention to play. Cocktails will 
be the order of the day from 5:30 p.m. to 7 P.m., with 
a filet mignon dinner scheduled for 7 p.m. A. C. 
Shearman is chairman for the meeting; serving with 
him as members of the club committee will be Tom 
Stonhouse, Hi Hooper, Jim Hobart, Harry Ferry, Bill 


Driscoll, Ted Hargen, Walt Nichols and Julian B. 
White. 

ee 
STATIONERS’ CLUB OF OHIO STAGES OUTING 


The 1944 outing of the Stationers’ Club of Ohio was 
held at Granville Inn, Granville, Ohio, on July 22 and 
23. A total of 35 members and guests attended the 
affair. The gatherings are held annually, last year’s 
outing being held at Sandusky, Ohio. 
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AND WORTH WAITING 


If you attend the National Stationers’ Association wartime meeting at the Palmer House in Chicago, Oct. 2-4, be sure to visit the Sheaffer booths 4-5 
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WATCH FOR SHEAFFER’S 
NEW LINE! 


There's a new day conting—a great day for you when Sheaffer's new line makes 

its public bow! So watch your pen inventory! Buy on a “month-to-month” plan. Don't 
get caught with ‘duration White Elephants” that will handicap you from featuring 
Sheaffer as you'll want to when you see the line. As Sheaffer's merchandise has always 
been—war or peace—this new line will conform to every high peacetime 

standard of Sheaffer workmanship, materials and ENGINEERING. 


No company in the industry has had more experience in precision war work 
than has Sheaffer. This “know how”’ will be reflected in the new line. 


Between now and the time of introduction, every Sheaffer dealer’s quota of 
current production is available for him. In ordinary times, improvements are generally 
introduced piecemeal to prevent obsolescence in dealers’ stocks. The new line, however, 
contains ALL the improvements developed by Sheaffer research in recent years, 
because under present conditions no substantial retail stocks are affected. Thus, 
the new line is truly years and years ahead, W. A. Sheaffer Pen Co., Fort Madison, lowa. 


SHEAFFER'S 
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NEWS AND S27 MISCELLANY 






REPORTS OF 
ACTIVITIES OF THE MONTH 


MURRAY NEW VICTOR SAFE VICE-PRESIDENT 

The Victor Safe & Equipment Company, North Tona- 
wanda, N. Y., has announced that Allan Murray, for 
the past two years general sales manager, has been 
appointed vice-president of the company. 

Mr. Murray has been associated with Victor and 
affiliated companies since 1920. In 1928 he organized 








ALLAN MURRAY 


their first advertising department and served as ad- 
vertising manager, and later in the dual capacity of 
advertising and assistant sales manager until his ap- 
pointment as general sales manager in 1942. 


During his many years with Victor he has taken an . 


important part in its development from an organiza- 
tion manufacturing and selling safes only to a leading 
supplier of a widely diversified line of popular items 
including safes, insulated files, chests, visible record 
equipment, filing cabinets, Mak-ur-own indexing prod- 
ucts, filing supplies and duplicator supplies. He ex- 
pects to continue the Victor’s long-established policy 
of selling only through stationery and office equipment 
dealers and looks forward to continued development 
and expansion of Victor products, especially after war- 
time restrictions are relaxed. 
— — 


ADDRESSOGRAPH-MULTIGRAPH PROMOTES PAIR 
TO CHICAGO AND KANSAS CITY AGENCY POSTS 


Effective July 16, Berg L. Meyers was promoted to 
the post of Chicago Addressograph sales agent and 
O. M. Caleson to a similar position in Kansas City, 
according to a recent announcement by E. H. Denny, 
sales manager of the Addressograph-Multigraph Cor- 
poration. 

Mr. Meyers’ advancement came as a result of his 
leadership ability, good judgment and outstanding 
sales performance. Educated at the University of Cin- 
cinnati, he first joined the A-M organization 15 years 
ago as an assistant salesman. In 1935 he was made 
sales agent at Louisville, achieving three Hundred 
Clubs in a row; subsequently he was shifted to Kansas 
City, where he has scored four Hundred Clubs in the 
last four years. He is eminently suited to carry for- 
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IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 
IN EVERY DIVISION OF THE 


INDUSTRY 


ward the policies that have established the outstand- 
ing reputation of the Chicago agency. 

Mr. Caleson, the new Kansas City A-M agent, started 
in the sales and advertising department of the com- 
pany in Chicago in 1922, following his graduation 
from Grinnell College in Iowa. Since 1931 he has 
served as salesman in the Chicago agency, and since 
1940 has not only carried the responsibility of senior 
salesman but also of sales supervision. His personal 
production has earned him six Hundred Clubs. 

‘iicninanciilgidlltiay 
COLORADO SENATOR PROPOSES FIVE-YEAR 
PADLOCK ON BULK OF SURPLUS WAR GOODS 


A recent “Flash” sheet from NSA headquarters car- 
ried a reprint of an Associated Press story outlining a 
proposal by Senator Johnson, Democrat, of Colorado, 
in which he advocated the “padlocking” of most sur- 
plus war goods for a five-year period in order that in- 
dustry could take full advantage of the promising 
post-war markets. The proposal is in line with the 
five-year moratorium plan suggested by NSA General 
Manager Charles P. Garvin in November, 1943. 

Senator Johnson’s plan, presented informally before 
the Senate Military Affairs Committee, would apply to 
all durable goods, only the perishable lines being made 
available for immediate disposal. 

—- 


PEARSON VICE-PRESIDENT OF SLOANE AFFILIATE 


W. E. S. Griswold, Jr., president of W. & J. Sloane, 
New York City, late in July announced the appoint- 
ment of H. M. Pearson as vice-president of Master 
Craftsmen, Inc., a Sloane affiliate. 

Mr. Pearson will be located at the main office of the 
company at 575 Fifth Avenue, New York City. Active 

















H. M. PEARSON 


plans are now being formulated for national distribu- 
tion to the trade of civilian furniture and other items 
manufactured by this plant at Oneida, N. Y. 
Furniture and equipment for merchant and naval 
vessels, as well as complete wing assemblies for Army 
gliders, have been the chief products of the Sloane 
factory during the war period. 
September, 1944 
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EXACTING 


Perhaps we're a little old-fashioned when 
it comes to insisting on exacting workmansbip, 
but we still believe there’s a lot of good 
“grass-roots” logic in the old adage, “When 
a job is worth doing, it’s worth doing well.” 
That’s why the “M&V Guild of Craftsmen” 
have continued to build unsurpassed quality 
and extra value into our inked typewriter 


ribbons and carbon paper since 1881. That, 
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WORKMANSHIP 


too, is why every user of M&V _ products 
knows from experience that he obtains from 
them better letters and clearer copies at less 
cost. An established fact you too will discover 
and appreciate once you have tried M&V 
ribbons and carbon paper! Even in these 
trying times M&V precision products are 
uncompromisingly made to satisfy the most 


exacting office requirements. 





N.S. A. CONVENTION e PALMER HOUSE e¢ CHICAGO 
BOOTH G2 and G3 


MITTAG AND 


ESTABLISHED 


FINE CARBON PAPERS & INKED 
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RIBBONS 


VOLGER, INC. 
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TRUE "MARK 
MASTERITE 


G.R.-S. SYNTHETIC RUBBER 


PLATEN? 


OLD, HARD, WORN AND PIT- 













TED PLATENS CAUSE RAGGED, IMPERFECT 
AND CARELESS APPEARING COPY, UNDUE 
WEAR OF TYPE FACES AND OTHER PARTS 


OF THE TYPEWRITER. 


NEW 


TRUE-MARK MASTERITE PLATENS MANUFAC. 
TURED FROM THE NEW G.R.-S. SYNTHETIC 
RUBBER PROVIDE CLEAR, CLEAN-CUT IM- 
PRESSIONS IN WHICH EVERY OPERATOR 


TAKES PRIDE. 


“PLATENIZE—A word coined 
to describe the selling and instal- 


lation of the new and better 


MASTERITE PLATEN 
Valenize Now 


Ames Supply Company 





564 W. Randolph St. * Chicago 6 
37 Murray St., 583 Market St., 
New York 7 AGENCIES San Francisco 5 

I 
1905 Commerce St., PRINCIPAL CITIES 11 Pryor St., 
Dallas 1 Atlanta 3 














42 








Office Appliances 
INFORMATION SERVICE 





UNDER THE EMERGENCY 








(Continued from page 24) 


tion for civilians is resumed, members said. In some 
cases, machinery has been used to turn out war goods 
24 hours a day and will need replacement. 

Another important factor stressed by the committee 
is the importance of assuring that all the materials 
needed for safe and file production be available when 
reconversion begins. If any cf the necessary raw 
materials or bearings, finishes or shipping containers 
are lacking, production will be hampered to the detri- 
ment of employment, the committee said. Committee 
members urged that WPB assign the industry a pri- 
ority rating sufficiently high to enable the industry 
to obtain the needed materials in the reconversion 
period. 

WPB representatives reported that steel mills are 
overloaded with orders for the third quarter as well 
as for part of the fourth quarter of this year. WPB 
officials said every effort will be made to help manu- 
facturers place orders for steel to the extent of their 
allotments. Appeals for permission to use steel in 
addition to allotments already made cannot be granted 
if this would further burden the mills, WPB informed 
the industry. Only appeals for permission to use steel 
from idle and excess inventory can be given favorable 


/ consideration at this time, members were told. 


o 
WPB SEES NO IMMEDIATE IMPROVEMENT IN 
STEEL SITUATION FOR VISIBLE 
RECORD OUTPUT 

Restrictions on the use of steel for visible record 
equipment cannot be relaxed in the near future, the 
War Production Board has advised the Visible Record 
Industry Advisory Committee, WPB announced on 
July 22. 

The supply of steel for civilian production is ex- 
tremely limited because of increased military require- 
ments, WPB officials explained. They suggested that 
some steel might be available from idle and excess 
inventory. 

The possibility of substituting aluminum for steel 
was also suggested by WPB representatives. Under 
the aluminum order (M-l-i), as amended July 15, 
manufacturers are permitted to substitute aluminum 


| for amy other metal the use of which is now permitted. 


IAC members recommended that Limitation Order 
L-13-a be amended to permit office and industrial 
users to purchase less than $25 worth of metal visible 
reference equipment without filing Form WPB 1319. 
The present requirement is that all office and indus- 
trial users must file this form to obtain authorization 
to purchase visible reference panels or any other metal 
office furniture and fixtures... To eliminate a large 
amount of paper work, IAC members urged waiving 
of this requirement for small purchases. 


© 
COPPER INTER-LINER RESTRICTIONS MODIFIED 
Rules relating to the use of copper inter-liners in 
the manufacture of gold plate and gold-filled stock 
containing more than one-half of one per cent of sil- 
ver by weight, exclusive of the silver content of the 
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Economical BINDING 
Safe FILING 


DONE 
HERE! 





Untimited- 
<C.apac WAY 











L, doesn’t take any detective work to see all 
the advantages of ACCO 2 piece COVERS. 
Their use by thousands of firms is proof of 
their economy and efficiency for both everyday 


loose-leaf binding and permanent filing. 


ACCO 2 Piece COVERS 
make neat, safe, orderly binding of papers prac- 
tical at far below the cost of ring or post binders. 
They make compact, permanent storage filing 
safer, more accessible. They make your cash 
register sing! 

ACCO 2 piece COVERS are high quality press- 
board equipped with ACCO Fasteners. Sizes to 
meet most every need of every customer. Large 
capacity. Small cost. Constant repeat business. 


Steady profits! 


V. BACCO COVERS are just one of the 
many ACCO Quality Products you need for 
better business, now and post-war. Concentrate 
on ACCO for sales! 








AcCO 


PRODUCTS, 


39th Ave. and 24th Street 
Long Island City, N. Y. 


INC. 
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karat gold, for use in making items such as fountain 
pens, mechanical pencils and watch cases, have been 
modified to place manufacturers of these items on the 
same basis as manufacturers of jewelry, the War Pro- 
duction Board announced on August 8. 

Copper inter-liners are thin sheets of copper or cop- 
per base alloy used between karat gold and silver or 
other metal in manufacturing gold-filled stock or 
rolled gold plate, which are used extensively for manu- 
facturing items such as those mentioned. 


Use of these inter-liners for making plate or stock 
for jewelry has been permissible under WPB rules. 
Direction No. 2 to Conservation Order M-199 permits 
manufacturers of these other items to use copper 
inter-liners up to ten per cent of the total weight of 
the finished rolled gold plate or gold filled stock, as is 
the case with respect to jewelry manufacturers. 


A letter explaining how copper raw materials for the 
manufacture of such inter-liners may be obtained is 
being sent to platers, WPB said. 


o 


LARGE-SCALE PRODUCTION OF METAL OFFICE 
FURNITURE OUT FOR DURATION, SAYS WPB 


No large-scale production of metal office furniture 
can be permitted until the necessary facilities, mate- 
rials and manpower are no longer required for war 
production, the General Metal Office Furniture and 
the Shelving and Locker Industry Advisory Commit- 
tees were informed by War Production Board officials 
at their recent meetings, WPB reported July 27. 

Emphasis must continue to be placed on military 
production, the officials pointed out. However, under 
some conditions and in certain areas where materials, 
power and facilities are available and where no inter- 
ference with war production will result, the resump- 
of civilian production will be permitted, WPB execu- 
tives said. Consequently, it will not be possible for 
all manufacturers in each industry to resume produc- 
tion at the same time, they added. 

A recommendation to change the classification of 
general metal office furniture and shelving and lock- 
ers from Class A products to Class B products under 
the Controlled Materials Plan was made by the com- 
mittees. This change would permit manufacturers to 
receive allotments of materials and to produce in ad- 
vance of receipt of preferred orders. 

Reporting on the steel situation, Government offi- 
cials said that the large munitions program has caused 
a shortage of steel plates and that the situation is 
not expected to improve in the near future. Cold 
strip steel and hot strip coils are reported not quite 
as tight as steel plate. 

Applications for permission to use frozen or idle 
steel inventories in plants or to acquire material de- 
clared idle and excess will be considered by WPB, 
officials announced. 


o 


DEALER TAG BOARDS PLACED UNDER CONTROL 
OF PAPER STANDARDIZATION ORDER BY WPB 


Dealer tag boards made of rope, jute and special 
fibres have been placed under the control of Schedule 
XVI of the paper and paperboard standardization 
order L-120, the Paper Division of the War Production 
Board reported on August 2. This action was taken to 
make more heavy fibre available for the production of 
tag boards. 

Other changes effected by an amendment permit the 
manufacture of heavier weights of time-card stock in 
order that the cards may more readily function when 
used in time-clock mechanism. The manufacture of 
intermediate weights and sizes in special making or- 
ders will permit users to secure lighter serviceable 
weights and save fibre. 

A heavier weight of file folder stock for use as guide 
cards is now permitted. 
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FOR DEALER STOCKS 


Immediate Delivery 





7 VISION FOLDER No. 2085P VISION INDEX A 
No. 526 


Contains 26 5x3” record pockets— 
with protected visible margins. Hori- 
zontally ruled cards are filed in both 
the front and back of each pocket, 
those in front being visibly indexed 
A to Z and also 1 to 31. Since there 
are twenty-six pockets, numbers on 
every fifth card are doubled up. 
Supplied with five No. 20-T-S Red 
Signals (those with the inverted 
“U”’), which purchaser will use to 
suit his own purposes. 


These vistb/e card index 
folders are compact, handy 
record units for use in desk 
i or letter file drawers. They 
are strong and durable— 
S made of heavy genuine 
press-board. Contains 20 
8x5” protected record pock- 
r ets, 1,” visibility. Size, 1134” 
F wide by 10” high over-all, 
2 including celluloid insert- 
able tab for 4” wide indexing 
label. A sheet of labels sup- 


The unit is attractively bound in 
green imitation leather (while stocks 
of this material are available). We 
are not suggesting any particular 






































































' : i : purposes for this unit because obvi- 
with each folder. There are literally hundreds of important : . , 
" plied kas Sor Usk: Wakceniiee, “colth setabance, ously it has many time-saving, valu- 
convenient to carry, easy to index and file able uses. Sold complete, ready for use. 
VISION Pocket Folder. 
f LIST (Zone 1) $22.00 per doz. LIST (All zones) $24.00 per doz. 
' 
- y v a | _ “ Y a 
s VISION POCKET BOOKS 
A VISION Card Book may be used for maintaining a complete y " ‘a _ anid 
record in itself or an individual sectional unit—of an extensive system Vv q &, | ON q N DE X 
comprising many thousands of record cards. Where the VISION fe 
e Books are used for large record installations, the user will find it N O-. O32 
5 convenient to house the books in Racks, or in Card Book Cabinets 
S which may be used side by side or stacked in tiers... 
i LIST (ZONE 1) Contains 31 6x4” record pockets. The 
. (Complete with record pockets) pockets are filled, front and back, 
ee with horizontally ruled cards; those 
ar ° 
e Size Capacity | Book No. Price re egies nee peyesee wth on also 
6x4 128 620-VP | $12.05 Sea een eee 
8x5 120 820.VP 13.10 do not wish to'‘use this particular 
7 8x6 112 8620-VP 13.10 index they can turn the cards over 
ao and index to suit their own require- 
All 20%” | th. 
“a” in leng ments. (The record cards have a 4" 
typewriter apron.) With each unit, 
6 No. 20-T Red Signals are included 
i for such use as the purchaser may 
3 determine. 
; The binding is brown imitation 
leather (while stocks of this material 
e : iene 
: are available). The unit is ideal for 
n records with a small number of cards: 
n it has many time-saving uses. Often- 
O times the small records are extremely 
f GENUINE LEATHER (steerhide) BACK —H —- 
AND CORNERS « WON'T SCRATCH = 
OR MAR DESKS » COMPACT « : —s LIST (All zones) $33.00 per doz. 
e PORTABLE ¢ LIGHTWEIGHT « : . 
n DURABLE ¢ INEXPENSIVE 
n 
f 


ACME VISIBLE RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE + CHICAGO 3, ILLINOIS 
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MR. WALLACE of LOS ANGELES 


Goes to Cown with the 
OLD TOWN FRANCHISE 


READ—in his own words—what the OLD 
TOWN Franchise yielded one stationer, Mr. Eben- 
ezer Wallace of Los Angeles. His success with the 
OLD TOWN line is being repeated all over the 
country. An exclusive OLD TOWN Franchise will 
do it for you too! It’s the most productive oppor- 
tunity in the office supply field. OLD TOWN 
products are designed for all models of competing 
office and duplicating machines, without favoritism. 


OLD TOWN is a complete but simplified line of 
quality ribbons and carbons, including particularly 
the rapidly growing and profitable spirit duplicating 
carbons, master-units, copy paper, duplicating fluid, 
etc., items which the average stationer has missed 


completely. The OLD TOWN Franchise guarantees you 
extra profits today, but more important, assures you 
increased business in the competitive postwar market. 


Investigate the OLD TOWN Franchise now. 
Your trading area may still be open. 


‘¢ 


down 


RIBBON & CARBON CO. tic. 


Foremost Makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 


Sales and Service Everywhere 
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FIGURES PROVE IT! 


@6The facts are that our OLD TOWN sales in 
1943 reached the almost unbelievable total for 
these items alone of approximately $150,000—a 
sizable business in itself. During the single month 
of March, 1944, we purchased from OLD TOWN 
and paid for at their regular wholesale prices 
$29,845.29 worth of their products. . . . In my 
opinion, after experience with competitive lines, 
there is nothing comparable to OLD TOWN qual- 
ity, service and performance —and that’s what 


counts. 99 


HERE’S HOW THE OLD TOWN 
FRANCHISE DOES IT! 


with PRODUCTS: A more complete line. A sim- 
plified line. An accepted branded line. All 
fast-moving items. Builder of repeat sales. 


with PROMOTION: Hard-hitting dealer helps. 
Local selling aids. Consistent magazine ad- 
vertising. 


with PROFITS: Priced right to give you liberal 
margin of profit. Widening market and 
growing demand mean quick turnover, 


with PROTECTION: An exclusive territory. All 
orders go through your books. You are fully 
protected . . . ready to grow with us. 
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NEWS NOTES FROM NSA REGION NO. 8 





Gene Mitchell, Correspondent 





The many friends of Eddie Spaeth, long a familiar 
figure in this industry, will be glad. to hear that he, 
after a couple of weeks at Mayo’s, Rochester, Minn., is 
recovering nicely from a serious operation performed 
early in August. Best wishes to him for a speedy re- 
turn to the old 7 to 6 routine. 

oo x * 

Congratulations to HUTCH-LINE, Inc., of Hutchin- 
son, Kan., who were formerly known as Hutchinson 
Office Supply & Printing Company. (Details of this 
change in firm name appeared in the August issue.) 

* * * 

Ralph Bauman and Earl Scott, of Bauman Office 
Equipment Company, Wichita, Kan., are wearing big 
smiles and reporting business better than usual. 

ae * ok 

Cecil Jones, vice-president of Western Lithographic 
Company, Wichita, was a victim of the floods which 
reached Wichita in July. He had to leave his home 
on the outskirts of the city, where the water rose to 
the ceiling of his basement and lapped at the edge of 
the first floor. Considerable damage was done to the 
residence, livestock and furnishings. 

aK * cd 

Herman Cast, Cast Office Supplies, Inc., of Wichita, 
is again on the job daily and recovering rapidly from 
his long illness. More power to you, Herman. 

co * * 

E. J. Charles Hick, Art Metal ambassador in this re- 
gion, recently visited his factory in Jamestown, N. Y., 
returning to his home in Kansas City after visiting 
several of his dealers en route. 

* * x 

Cliff Talty, the new manager of Gallup’s, Inc., Kan- 
sas City, and former Minneapolis stationer, is a very 
happy adopted son in his new home. He and Mrs. 
Talty report their most cordial reception by the Kansas 
City group and have begun to call that city “Home.” 

* * oa 


Herb Johnson, Wilson Jones Co., was seen eas- 
ing in and out of the back doors of his home town 
dealers in Wichita recently. Guess he had to get the 
shipping clerks to help him haul out his orders. 

eS * * 


R. C. Moore of Columbia Ribbon and Carbon Com- 
pany, and secretary-treasurer of the Midwest Travelers 
Club, was reported around Minneapolis late in July. 
How was the fishing, R. C.? 

* * * 

Bill Bohart of E. Faber fame reported a nice visit in 
Little Rock in July with that “dean” of traveling sta- 
tioners, Walter Guy, of Arkansas Printing & Litho- 
graph Company. Walter has spent a lot of time this 
year visiting many cities on business for his firm and 
in his Masonic work. First thing we know he will be 
applying for membership in one of the travelers clubs. 

* * co 

The R. B. Valleau family of St. Paul, Minn., returned 
to their home early in August after a nice vacation at 
their cottage in northern Minnesota. Mr. Valleau 
“Bob,” as most all Know, is that genial Leopold desk 
and Milwaukee chair representative in these parts. 
Sorry we missed you folks while in your town. 

* * * 

Carl Schutz, Eagle Pencil Company, vacationed in 
Minnesota in July, according to his customers from 
whom he received nice orders when en route. 

* * * 

The many friends of Jerry E. Latsch, Latsch Broth- 
ers, Lincoln, Nebr., will regret to learn of his recent ill- 
ness. He was confined in a local hospital during July, 
suffering a severe attack of pneumonia. He is reported 
back home and recovering nicely. 

* * * 


John Ford, Jr., of Peterson Lithograph & Printing 
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GOOD NEWS 


To Authorized 
MARK WELL 
DEALERS: 





You can NOW buy and SELL 


MARKWELL 


IMPROVED 
PATENTED 


STAPLES 


WITHOUT 


Preference Ratings 


IMMEDIATE DELIVERY 


on “RF”, «RX” and “RW” Types 





MARKWELL MFG. CO. INC. 


200 Hudson St. New York 13, N. Y. 
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Their Job Has 
Been MAGNIFIED Too 


IN PEACE TIME, paper clips, pins 
and staples did well the job for which 
they were designed. Perhaps we 
have been prone to accept their func- 


tion too casually. 


MODERN WAR, accompanied by 
vast amounts of paper work, imposes 
still greater responsibilities on paper 
fastening devices—in the armed serv- 
ices, government bureaus and war 
industries. With current govern- 
ment restrictions reducing permitted 
consumption of steel, our diminished 
output must be devoted solely to 
these vital war needs. Under these 
circumstances, consideration can 
only be given to orders supported by 


the highest priority ratings. 


VATIL 
MANUFACTURING 


COMPANY 


900 East 95th Street 
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Chicago 19, Illinois 





Company, Omaha, paid a recent visit to his son, now 
in camp in Tennessee. On his return trip John stopped 
off at the Hoosier Desk Company plant in Jasper, Ind., 
on business for his firm. 

* *x * 

Mrs. William Schmiederer, wife of our beloved friend 
at Buxton & Skinner Company, St. Louis, met with mis- 
fortune in July when she fell and fractured her arm 
and was confined in a St. Louis hospital for two weeks. 
Billie says the “bride” is recovering uncomfortably, but 
steadily. 

* * a 

The Stationers Association of Greater St. Louis held 
a buffet dinner party for members only the evening of 
August 14 at the Wabash Club in St. Louis County, 
where horseshoes, cards and a good “bull session” were 
the main attractions. Present were: Messrs. Herb 
Buschart, Buschart Brothers Printing Company; 
George Beiter, Comfort Printing & Stationery Com- 
pany; Al J. Bartens, Shallcross Printing & Stationery 
Company; Harley J. Wantz and Hugh Alexander of 
Skinner & Kennedy Stationery Company; Walter 
Ruedy of S. G. Adams Company; Chester A. Kennedy 
of Wm. J. Kennedy Stationery Company; “Binks” 
Weingaertner, Egyptian Stationery Company, Belle- 
ville, Ill.; Frank Decker, Decker-Foshage Company; 
Izzy Voda, Wallace Pencil Company, and your corre- 
spondent. 

* * * 

The manpower shortage has been solved for Wm. J. 
Kennedy Stationery Company, St. Louis. Master 
William Biel arrived via the stork route at the home 
of Mr. and Mrs. Irvin Biel late in July and will soon 
be prepared to assist his father in the management of 
the Kennedy store, where Irvin and Chester Kennedy 
are so ably carrying on. 

a * * 

BETTER MAKE YOUR RESERVATIONS IMMEDI- 
ATELY FOR OCTOBER 2, 3 and 4 AT THE PALMER 
HOUSE FOR THAT BIG NSA CONVENTION. TIME 
IS GROWING VERY SHORT AND HOTEL SPACE IS 
MIGHTY SCARCE. ... AND NONE OF US WANT TO 
MISS OUT. 


* * * 


Following are interesting extracts from a letter sent 
by Sgt. Peter C. Masterson (formerly Acco salesman) 
dated August 4, “Somewhere in France”: 

“Dear Gene: 

“How’s tricks? Everything is going well with your 
Uncle Peter. 

“By the way, you don’t have any yen for war souve- 
nirs, do you? I have a collection of Nazi SS helmets. 
Am senaing one to my ‘nephoo’ and one to Ray Castle- 
berry’s youngster (he’s with Palace Office Supply Co. 
ot Tulsa, Okia.—Jim Constantine’s outfit). 

“They (German prisoners) have a new racket, when 
they are captured. They (mostly) claim to be Poles, 
Russians or Czechs. Of course, there are a lot of them 
in the German Army. Their usual story is that their 
area was devastated and they were more or less forced 
into service. 

“Took a picture with a cute, small donkey some lads 
found in a local devastated (and I do mean devas- 
tated) area. Could have had four pigs, about 60 
pounds each, which were roaming about. When I get 
to send you the picture of the donkey and me, I’m the 
one holding the helmet! 

“One of the lads—a former butcher—butchered a 
cow which had stepped on an S-mine. We cooked 
some steaks and were highly elated with the fresh (?) 
meat. I don’t know what was wrong—the blood hadn’t 
been drained out of the cow, or something. I woke up 
the next day with the damdest taste in my mouth. I 
claimed (to the lad who brought the meat) that it 
must have been a German corporal and he replied 
with the classic, ‘What do you care? It was no one 
you knew.’ Lost your last letter, recently. Sure do 
appreciate your newsy notes. Give my best regards to 
all the boys.” 
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FACTS ano FANCIES 


By McGillicudy 


Reports from the Quartermaster General point 
to remarkable progress in packaging research 
since the start of the war. Compared to 1941- 
1942, improved packaging has (1) reduced 
Army food losses by 90%; (2) saved 15% in 
shipping space; and (3) overcome the hazards 
of insects, mold, and weather. 


Selecting the right envelope for the job is another 
packaging problem that is important from the 
standpoints of economy and efficiency. As a 
dealer, you know envelopes — sizes, quality, pur- 
pose, and adaptability. Are you letting your 
customers know you know? 


Once in a while some envelope problem comes 
along that’s a puzzler. When a customer has 
you backed up against a gummed flap with a 
$64.00 envelope question — just tell him you'll 
check up on it and get the correct information. 
Then drop a line to Quality Park and let us 
worry about finding the answer for you. (Aw, 
shucks, ‘taint nothin’ — just part of Quality 
Park’s Quality Service.) 


Well, if you insist on doing us a favor, too—just 
remember and constantly recommend such names 
as Champion Clasp, Leatheroid, Blue Line Air 
Mail, Air Way Express, Two Compartment, Bankers 
Flap. (For the uninitiated who may be just thumb- 
ing through here, those are the names of a few of 
the many special purpose Quality Park Envelopes.) 


It has been said that the secret of success is 
one’s ability to make the best of things. Maybe 
that’s why Quality Park can point with pride 
to a 25-year record for steady progress. We've 
been making the best of things — meaning 
envelopes, of course! 


Sold through dealers only! 


x Buy War Gouds 
QU TAL WY PJAK 


ENVELOPE COMPANY 


General Office and Factory 
Quality Park 
St. Paul 4, Minnesota 


564 W. Monroe Street 
Chicago 6, Illinois 
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AUGUST “FORTUNE” FEATURES STORY OF 
RECONVERSION AT L. C. SMITH-CORONA PLANT 

Under the direction of President Hurlbut W. Smith, 
the big plant of L. C. Smith & Corona Typewriters, 
Inc., at Syracuse, which only a few months ago was 
engaged in producing Springfield rifles for the Army, 
has been speedily reconverted and is again turning out 
typewriters. The interesting story of how this produc- 
tion achievement was accomplished was one of the 
feature articles in the August issue of “Fortune.” Eight 
pages, together with numerous full color and black- 
and-white photographs, outlined the problems and 

















HURLBUT W. SMITH 


processes which the Smith-Corona organization met 
and followed in reaching the solution of what is soon 
destined to become America’s No. 1. production 
problem. 

The article, titled ‘A Dream of Reconversion,” traced 
the growth of the Smith-Corona organization through 
more than a half-century of progress. The company, 
the story continued, produced typewriters throughout 
World War I, and in the early twenties was operated 
by a New York City syndicate. Following the depres- 
sion of 1929, sales dropped to a mere fraction of their 
former volume, and the net worth of the company 
declined to approximately $1,000,000 in 1932. The fol- 
lowing year Hurlbut W. Smith took over, the ailing 
organization was put back on its feet, and sales were 
skyrocketed from $4,700,000 to nearly $15,000,000 in 
1941. 

Even before Pearl Harbor, the company obtained a 
contract for $220,000 worth of percussion primers for 
bombs and in 1942 began the manufacture of Spring- 
field rifles, first as a subcontractor and later as a prime 
contractor. Because most of the processes in rifle pro- 
duction, as in typewriter manufacture, consisted of 
machining and assembling small metal parts, conver- 
sion proved an easy matter. Even at the peak of con- 
version, layoffs were held to one-third of the normal 
force; later the men were largely reabsorbed or were 
snapped up by other Syracuse plants. 

Rifle production at the Syracuse plant, according to 
the “Fortune” article, was ordered stopped in Novem- 
ber, 1943, permission being granted to complete rifles 
and spare parts in process. At the present time, Smith- 
Corona typewriter output has reached 230 units a day, 
a single shift being operated at 65 per cent capacity. 

When production restrictions are lifted completely, 
the nation’s typewriter output is expected to exceed 
the all-time high of 1,300,000 units, established in 1941. 
For a year or more neither Smith-Corona nor any 
competitor plans any model changes. All are in agree- 
ment, furthermore, that export business will be heavy 
and that the nation will once again attain the pre- 
dominance in the field that it enjoyed during the 
twenties. 

ae 

KANSAS CITY FIRM ADDS OFFICE FURNITURE 

Duff and Repp Furniture Company, Kansas City, 
Mo., entered the office furniture trade in early August, 
it was announced by Frank S. Forman, president of 


OFFICE APPLIANCES, September, 1944 








*The § 
staple 


“*Order 
must : 





37-18 


er er 


FAMILY 
is again 
aft your service’* 





POCKET “TOT” 


"The Stapler with the wide-open 
staple channel. 


, |*Orders with priorities, of course, 
must still be given precedence. 


—[ 
EZZZZD 1S THE ORDER OF THE DAY 
———EE 


SPEED PRODUCTS COMPANY 


37-18 NORTHERN BOULEVARD * LONG ISLAND CITY 1° UN. Y, a 


7 
| 
: 
- § 
i 
| 
‘ 
: 








NEw 


NG CARBO 
PAPER DEVELOPMENT! 


OLD DUTCH 
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Here, we are proud to announce, is the finest achieve- 
ment in non-curling carbon papers. There is no wish- 
ful-tthinking in this assertion. No over-optimism. No 
overstatement. Consider! Not only is Old Dutch 
“Non-Curl” carbon paper impervious to extreme 
humidity and sudden temperature changes, but—and 
note this especially . . . the “Non-Curl” feature has 
been developed without sacrificing sharpness of im- 


pression! 


Our chemists have truly worked a miracle. Out of 
their research and experiments. they have materialized 
a synthetic film that is at once incredibly thin and 
amazingly tough. Old Dutch carbon sheets. treated 
with this remarkable discovery. can withstand typing 
impact until all the carbon coating has been consumed. 
And that adds up to 50% longer wear! 


Again. this is no more boastful claim. It is a reality 


established by severe, intensive wear-down tests. 


Old Dutch Products are handled by better dealers 


everywhere. 
Attention: DEALERS! 


Make the most of this new, remarkable Old Dutch 
product. Exclusive franchise still available in some 


territories. Write—today! 


WATERS & WATERS BRANCH 


511 Locust St. St. Louis. Mo. 
Burlington New Jersey 


708 Mission Street San Francisco. Calif. 
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the store. The department is located on the sixth 
floor. Edwin Strickland, formerly with Orchard and 
Wilhelm, Omaha, Nebr., and more recently with Robt. 
Keith Furniture Company, will be the department 
manager. Both radio and newspaper announcements 
featured the opening of the new section.—C.G. 


———— -o—_— 
BRIDGETON (N. J.) FIRM OPENS NEW STORE 

The Ashley-McCormick Company has just opened 
a new store, located at corner of Washington and 
Laurel Streets, in Bridgeton, N. J., one block from the 
main retail district. The store was opened for display 
of office furniture and office machines, and includes 
a new repair department. Entirely new shop equip- 
ment has been installed, from steel benches and 
drawers to house parts to a new method of cleaning 
and overhauling office machines. This method was 
patterned after one of the largest shops in the country. 

The agencies handled from this store include Art 
Metal, Diebold, Fridén, Underwood typewriters and 
Underwood Sunstrand machines, Dictaphone, A. B. 
Dick Mimeograph, and Ohmer cash registers. 

The Ashley-McCormick Company has three floors 
occupied by the company offices, shipping, receiving 
and stock room, the ground floor housing the retail 
store which has lately been enlarged to accommodate 
the many new departments that have been added dur- 
ing the past two years. 





MINNESOTA PICTURES VIA ST. LOUIS.—Although Gene 
Mitchell has headquarters in St. Louis he covers a wide ter- 
ritory as a manufacturers’ representative. Recently he picked 
up the two snapshots shown above. The one at the left is of 
Mr. and Mrs. Orvin Mohn. Mr. Mohn, who is assistant to 
Harold Hoffman, head of the Smead Manufacturing Co., Hast- 
ings, Minn., is known to many Smead customers only by mail 
or telephone. Doubtless they will be interested in seeing this 
picture. The other picture reveals M. W. Knoblauch, vice- 
president of the Farnham Stationery & School Supply Co.., 
Minneapolis, Minn., together with his three children, Kitty 
Marie, Sailor Harry, and Joe. Harry has been stationed near 
Seattle but recently was assigned to a PT boat, which took 
him down the West Coast towards San Diego on a routine 
training trip. 


ee 


36 YEARS OF CONTINUOUS W.AA.J. SERVICE 

Thirty-six years of uninterrupted service at the 
same location is a record that few office machine 
dealers can match. But with W. AA. Johnston, owner 
of the W. AA. Johnston Company, 721 Market Street, 
Knoxville, Tenn., it’s an accomplished fact. The 62- 
year-old veteran has been selling and servicing add- 
ing machines, typewriters and checkwriters at the 
same stand since he first set up in business back in 
1908. Still in excellent health, there seems little doubt 
that he’ll hang up at least a half-century record. 

The Johnston organization, one of the oldest in that 
part of the nation, is an exclusive agency for L. C. 
Smith & Corona typewriters and adding machines, 
R. C. Allen adding and calculating machines and 
F. & E. checkwriters. 
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SPELLS PAGE 
and there it is 





WITH GUIDES 


1. NATURAL is the word for it. With Natural 
System any office worker with a few moments 
of instruction can correctly file or find a card 
in its proper place. 


2. The reasoning is simple. Additional guides 
are added to the orginal index when needed. 


3. It is the simplest and most economical in- 
dex yet devised when time and performance 
are factors. 


Display, Demonstrate and Sell 
NATURAL SYSTEM 


FILING SUPPLIES, Inc. 


144, Bast Water St., WABASH, INDIANA 
WABASH HELPS YOU SELL! 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





The Pacific Manifolding Company, makers of sales 
books, has recently appointed The Port Orchard Inde- 
pendent of Port Orchard, Wash., as its duly authorized 
representative in Kitsap County. 

* * oK 

Edward J. Vine, otherwise “Eddie Vine,” the pen man 
of Seattle, who operates a pen and greeting card shop 
on Union Street, was one of the principal speakers 
recently at Seattle’s Victory Square, Seattle’s plaza of 
patriotism and bond-selling activities. As president of 
the Poggie Club, angling organization, he helped to sell 
a 40-pound salmon for $4,000 worth of War Bonds. 

* * * 

Formerly a staff member of J. K. Gill Company, 
stationers of Portland, Ore., John Standish recently 
received a promotion with the United Air Lines, with 
whom he has been in Oakland, Calif. He has been 
rewarded for faithful service by being named district 
traffic manager for the lines in Portland, Ore., where 
he will be remembered by many stationery friends. 

* 1K oa 


Maxine Neitz, formerly on the staff of the University 
Bookstore, a leading stationery and student supply 


| store on University Way, Seattle, has recently joined 
| the Waves as an ensign, being assigned with the Navy 
| Supply Corps school at Radcliff College in Massachu- 


| setts for further business and supply training. 
* * * 


Again this year king-salmon fishing for servicemen 
and servicewomen stationed at Seattle and environs 
was made enjoyable through efforts of Eddie Vine, 


| pen man, as president of the Poggie Club this year. 





He launched the third straight year of fishing parties 
and has been seeing that anglers take large parties of 
servicemen and servicewomen where the biggest fish 
are biting each Sunday. Through his activity a large 
number of soldiers and sailors have been well enter- 
tained. $400 in prizes will be distributed under his 
direction by the West Seattle Sportsmen’s Club this 


| September. 


2 
BOXES FOR SHIPPING GIFTS OVERSEAS 

According to the NSA Desk Sheet issued by the Na- 
tional Stationers Association on August 5 a number of 
requests have been received for information on the 
source of “V-boxes for shipping gifts to servicemen 
overseas.” The NSA statement reveals that V-boxes 
are especially made corrugated containers used only 
by the Army, Navy, Maritime Commission and Lend- 
Lease for certain special purposes. They are not made 
for use in shipping gifts overseas to servicemen. For 
this purpose any double corrugated box, the combined 
length and girth of which does not exceed 36 inches, 
or a cardboard box wrapped in corrugated board, the 
wrapped package not to exceed 36 inches in length 
and girth combined, is accepted. The current shortage 
of container board makes it difficult to get any kind 
of paper boxes. The local box manufacturers are 
recommended as best sources. 





——$——— 


EVANSVILLE STORE EXHIBITS HISTORIC LETTERS 

An exhibit that appeared in the show windows of 
Smith and Butterfield, office supply dealers at 305 
Main Street, Evansville, Ind., from July 28 to August 
3 stressed the need for letters from home to the men 
in the armed services. 

Among historic letters was shown the following 
from Benjamin Franklin (1775): 

—_—— our honor as a people is become a mat- 
ter of utmost consequence to be taken care of. If we 
tamely give up our rights in this contest, a century 
to come will not restore us in the opinion of the 
world; we shall be stamped with the character of 
dastards, poltroons and fools; and be despised and 
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AN OUTSTANDING PERFORMER 


% | IN MOTION PICTURES IS JANET MARTIN 
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- ~ #8 of the South Seas,’ a 
REPUBLIC Picture 
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(Also made for Gelatin Process) 


More and more Dealers are discovering 
that IMPERIAL Spirit Carbon is a combi- 
nation Quality Triumph and Profit Sensa- 
tion... but believe us, it was earned the 
hard way—after years of research and 
improvement. 


We are not kidding ourselves that we 
did it alone. Credit belongs to the 
hundreds of loyal PEERLESS IMPERIAL 
Dealers who introduced it to thousands 
of America’s outstanding consumers, to 
commercial, professional and Govern- 
ment offices throughout the country. 


Also to scores of NEW Dealers who were eager to sell a 
Hecto sheet outstanding in brilliance of color, clarity, 
cleanliness and long distance performance. To many, 
association with PEERLESS IMPERIAL was a new and heart- 
warming experience. And when alli the shooting is over 
these fine Dealers will remember that PEERLESS IMPERIAL 
never took advantage of a Seller's Market—never sought 
mean gain—never deviated from a policy of decent busi- 
ness relationship. 


We have always believed—and always will—that 
Brotherhood in Business pays off! 


Don’t you think that we ought to get to know each other better? Why not start 
by writing for samples and prices of IMPERIAL Spirit Carbon—in any grade or finish? 


GENERAL OFFICE AND FACTORY: 
401-407 MULBERRY ST., NEWARK 2, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 
THE KEY MEN OF AMERICA Manufacturers with the dealers viewpoint 

DETROIT 18, 37 Linden St., River Rouge, Mich @ CHICAGO 2,179 W Washington St 
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**...and What 
Do I Get? 


Squawks that split your 
eardrums! Inthe morning 
I open a million letters 
by hand and the boys are 
mad if they don’t get 
their mail in nothing 
flat. They must think I’ve 
got a hundred hands.” 

















“In the Afternoon... 








@2LSF 


His is a big job that calls 
for experience, compe- 
tent supervision and 
modern mail-handling 
systems and machines. 
Plan a modern, postwar 
CC-equipped mailroom 
now —our specialists will 
gladly help you. It’s the 
accepted way to insure 
speedy, accurate, pro- 
tected handling of your 
mail. 


Metered Mail Systems. . 





I do the same thing all 
over again besides taking 
care of the outgoing mail. 
And is that a honey of a 
job in this outfit! It all 
comes through in the last 
half hour and there isn’t 
an automatic machine in 
the joint! Sealing, weigh- 
ing, stamping — every- 
thing done by hand. I’m 
disgusted.” 





- Parcel and Parcel Post Scales... 


Letter Openers... Envelope Sealers... Multipost Stamp Affixers 
---Mailroom Equipment. (Many units available.) 


NTROLS | 


CORPORATION 
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Buy Extra War Bonds 
ROCHESTER 2, N.Y. 


BRANCHES AND AGENCIES 
IN PRINCIPAL CITIES 





trampled upon, not by this haughty, insolent nation 
only, but by all mankind. Present inconveniences are 
therefore to be borne with fortitude, and better times 
expected.” 

The display cards said: “The words of Franklin are 
prophetic words and apply with equal significance to 
our conduct at the present time. Historic letters rec- 
ord for us the convictions and emotions of great per- 
sons of the past. Yet letters have never been more 
important than they are today. Often they are the 
single span across empty distance, the one comfort- 
ing link with those we love. So write often, write 
carefully—WRITE.” 

In the display were facsimile reproductions of let- 
ters by Lincoln, Franklin, Heloise, Theodore Roosevelt, 
Lafayette and Abigail Adams, the talented wife of 
John Adams, second president of the United States. 
These were referred to as the “noble letters of his- 
tory.” Sidney Butterfield, manager of the store, has 
been highly complimented on the displays—W.B.C. 


I 
IBSA SETS UP DEALER MERCHANDISE EXCHANGE 

The Illinois Booksellers and Stationers Association 
early in August announced to members a new plan of 
dealer merchandise exchange designed to help dealers 
rid their shelves and stockrooms of “dead” or slow- 
moving merchandise. 

Bearing in mind the fact that slow-movers with one 
dealer might well be live items with another, the asso- 
ciation’s executive committee asked members hav- 
ing such merchandise on hand to describe and price 
the items and submit their listing to the organization’s 
secretary-treasurer for incorporation into the IBSA 
bulletin scheduled for publication late in August. 

To qualify, all listed merchandise must be in saleable 
condition, properly packaged, and priced at factory net 
cost or f.o.b. seller’s city. No seller’s name is listed, 
all sales being cleared through the secretary’s office. 
Under the new system the seller will, however, bill the 
buyer direct. It is planned to issue the stock bulletins 
on a different colored paper each month for con- 
venient identification and preservation by members. 


sant Siig 
JIM BRADLEY RECOVERING FROM OPERATION 

Jim Bradley, midwestern representative of the Hig- 
gins Ink Co., Inc., was rushed to the Lutheran Dea- 
coness Hospital, Chicago, on Sunday, July 23, for an 
emergency operation involving the removal of a rup- 
tured appendix. Use of penicillin reduced the infection 
and resulted in a speedy recovery. In fact, Jim got 
along so well that he was among those present at the 
Great Lakes Travelers Club golf tournament on Fri- 
day, August 4, just 12 days after the operation. He 
didn’t play golf, of course, but except for a slight 
slow-up in his walk he seemed just as healthy as ever. 











VICTOR ADDING MACHINE STEPS INTO A WAR 
PRODUCTION CRISIS.—Loaned by the Victor Adding 
Machine Company of Chicago to their neighbors, 
Douglas Aircraft Company, Inc., the morning after the 
recent fire destroyed the Douglas administration build- 
ing, was this truck load of adding machines. This 
thoughtful act helped the aircraft builders to establish 
temporary offices in the big plant's cafeteria. 
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The Grederich Post Company 
P.O. BOX 803 CHICAGO 90 KEYSTONE 7000 
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NO SURFACE HILLS 
AND VALLEYS 


NO ERASURE GHOSTS” 


STABLE TRANSPARENCY 
AND COLOR 


: 


DRAFTING 


@ Blue Print Papers 
& Cloths 


@ Positive Print 
Papers 
Dry Developed 
Moist Developed 


@ Negative Paper 


Tracing Papers & 
Cloths 


Drawing Papers 


Sensitized Trac- 
ing Cloths 


@ T-squares 











Step up production with 
the complete POST line. 


HOLDS inx FIRMLY 


TAKES INKUNE 
HOUT FEATHERING 





UNIFORM TexTupe 


29 SMOOTH SUR Face 





@ Drafting 
Machines 


@ Scales—fiat & 
triangular 


@ Drawing Boards 
@ Drafting Tables 
@ Pencils—Erasers 


@ Profile & Cross 
Section Papers 
& Cloths 


@ Federal Aid 
Sheets 


@ Field Books 








@ Straight Edges 

@ Level Rods 
@ Triangles 

@ Range Poles 
@ Curves 

@ Tapes— 
@ Drawing Inks Measuring 
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Efficiency Style Economy 
Vhe Right Point 
for the Way 


BoothE-4 
National 
Stationers 
Convention 


 Esteubuk 


DIP-LESS Writing Sets 


Vv 
Check these peduantages! 


It is always ready to write, and will 
write a full page without dipping. 





There is an Esterbrook Dipless point 
for every writing style and every writ- 
ing task...easy replacement...low cost. 


Can be filled from any ink bottle... 
hoids an average six months’ supply. 


It can’t leak...it can’t overflow. 
Evaporation is at the lowest possible 
point... and the well is easy to clean. 


Dependable Esterbrook quality has 
been put into the construction of the 
set... it is substantial, efficient and a 
handsome addition to any desk. 


= <.X 5S 


VIRGINIA NEWS NOTES 





J. F. Howison, Correspondent 





It is particularly gratifying to record and comment 
on a comparatively new stationery firm and its store— 
Cole, Harding & James, Inc., Richmond, Va., estab- 
lished in 1930. They are located on Main Street in the 
heart of the business district, just opposite the U. S. 
Post Office. A long, high-pitched storeroom helps to 
lend to the artistic way their stock is displayed in 
“streamline.” There are three unusual members cf 
the firm, all very different in their nature—all young 
men, fitted by years of alert apprenticeship and ex- 
perience in their distinctive lines of kindred business 
and with older firms. 

* * * 

With the demand for new wood and metal office 
furniture greater than can possibly be filled during 
present war times, wholesale “reconditioning” has 
proven thus far to be decidedly a “worth while” busi- 
ness in many sections. From my observations in many 
larger cities, it has been a well worth while business 
in this country for a half-century. In the past eight 
years such a business in a wholesale way has devei- 
oped amazingly here in Richmond, Va., in the hands 
of an old stationery clerk, Morton Marks, who not 
only admits that he has made a big business out of it, 
but today occupies and uses here as many as three 
separate stores and warehouses. He takes care of 
over a thousand modern desks, chairs and files and 
can handle any order “while you wait.” 

* * & 

In spite of the fact that the typewriter business is 
still supposed to be “frozen,” the various companies 
use all of their allotments to the limit. Two of the 


| big branches in Virginia have recently taken on some 


excellent salesmen who are doing well. 
* * * 

Morris Langhorne, the ‘Beau Brumme!” of the Rich- 
mond Remington Rand branch office, who seems to 
have been with that particular office all his life, is 
now enjoying the full title of manager of the sup- 
plies department of Remington Rand in Virginia. He 
seems to be well set in this branch of the business, 
and reports a constantly increasing business in high 
grade ribbons, carbons, and so forth. He has just 
taken on as a real “plugger” salesman—R. E. Wilson— 
and the two men are making real headway in push- 


| ing the sale of high-grade, high-priced brands of such 


items. 
ik * * 

E. L. Anderson came with the typewriter division of 
Remington Rand at Richmond this year. He quickly 
established himself in the typewriter business in 
Richmond by pure dint of hard work and a pleasing 
personality. It is therefore no surprise that recently 
Mr. Anderson was promoted to take charge of the 
typewriter operations at the company’s branch office 


| at Roanoke, Va. Mr. Anderson’s rapid promotion 


amply demonstrates that real opportunities exist for 
men of ability in the typewriter field. He and his 
charming wife have already moved to Roanoke. 


* * * 


John C. Lentz, formerly of Chicago, who has been 


| the active representative of the Comptometer here in 


Fill ct Once... Write for Mouths 


bstertrvuk 


The World’s Leading Pen Makers Since 1858 


THE ESTERBROOK PEN COMPANY 
86 Cooper Street, Camden, N. J. 
The Brown Brothers, Ltd., Toronto, Canada 
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Virginia for 2% years, after 20 years’ association with 
that device, was recently transferred to take charge 
of the Comptometer branch at Albany, N. Y. After 
selling his home here, he left with his wife and two 
children for Albany in mid-August. He will be suc- 
ceeded on September 1 by G. M. Applegate of Phila- 
delphia, Pa. 

Since the recent death here of Mr. Scannel, who 
had become very active in the tabulating division of 
Remington Rand, there has been a big increase of 
visitors to Richmond along these lines of commercial 
research and simplification of office procedure. Mr. 
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New Pigment-to-Paper 
Writability... 


a Stationer’s strong point in presenting the 
new Weatherproof Van Dyke Colored Pencils 
to his trade. 


Color intensity for easy legibility without soft- 
ness and too-rapid wear. Strong, sharp-points 
without harsh-writing hardness. Smoothness 
without the sacrifice of strength. Absolute mois- 
ture-proofness, by any test. 


The Weatherproof Van Dyke line makes its 
bow at a most opportune time. You and your 
trade have been waiting for just what Eberhard 
Faber has put into this moisture-proof pencil 
—all-around satisfaction and availability. 


It’s a line to push for immediate sales results. 


EBER 





Leadewship~r IN FINE WRITING 
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Available in 

single colors, 

and in assortments 
of 12 and 

24 colors 


ABER 


MATERIALS SINCE 1849 
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BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is specially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 


friends, permanent friends for you. 


—_— The “Complete Line” 





CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, 
Cameo, American, Reliance, Storms Pen and Pencil Car- 
bons, in all weights and finishes). CARBON ROLLS: 


Tailor’s Marking, Photo Offset, Billing Rolls for Elliott 
Fisher Machines, Billing Rolls for Burroughs Posting 
Machines, Register Rolls, Tally Rolls, Teletype Carbonized 
Rolls, Rolls for Elliott-Addressing Machines, Special Rolls. 
INKED RIBBONS: Stormtex, Cameo, American Reliance, 
Ribbons for Addressograph Multigraph, Speedaumat, etc. 











4N INSTANT SUCCESS 


Storm Spirit Hectograph Carbon 


H. M. STORMS CO. 


561 GRAND AVENUE * BROOKLYN 16, N. Y. 
2A LAS AA TTT SE a 
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P. B. Hathaway of Washington, who was formerly 
associated with the I.B.M., was here recently for con- 
ferences with John Wall, Virginia Remington Rand 
sales engineer. John recently joined the staff here 
and made himself well known as a man worthy of the 
tabulating machine division. 

* * * 

Richard L. Anderson, a man of 25 years’ experience 
in the field, has been assigned here recently as city 
salesman for Underwood Elliott Fisher. He reports an 
excellent business. 

a * ” 

J. M. Greenlief, a former New York executive, was 

also a recent Richmond caller. 
* * *K 

The Marchant Calculating Machine Company, 
through its Virginia representative at Richmond, Mr. 
Avery, continues to report a largely increased business 
owing to an increased business by the United States 
Government here and at Norfolk, Va. 

cal i 
ADAMS NAMED DIEHL MERCHANDISE MANAGER 

William R. Diehl, Sr., president of The Diehl Office 
Equipment Company, Columbus, Ohio, recently an- 
nounced the appointment of Jack E. Adams as mer- 
chandise manager of the firm. 

Mr. Adams was formerly with Stockwell & Binney 
Company, San Bernardino, Calif. He has had many 





JACK E. ADAMS 


years of training and experience in the commercial 
stationery field in various parts of the country. In 
his new position he has already demonstrated his 
ability to get and hold new business and to cope 
with the serious merchandise shortage problem that 
confronts every stationer today. 

2 


ATLANTA FIRM ISSUES “WELCOME” FOLDER 


An attractive and useful complimentary map and 
guide for visitors to the Georgia capital was recently 
published and distributed by the Ivan Allen-Marshall 
Company of Atlanta, Ga., one of the largest manu- 
facturing stationers and office outfitters in the South. 

The folder, when opened, measures 161 x 21% inches. 
On one side appears a large color map of the city, with 
an enlarged inset of the downtown business district and 
pictures of the Ivan Allen-Marshall store and ware- 
houses. The map is keyed to show 123 principal points 
of interest in and about the city, and a list of tele- 
phone numbers of utility companies and civic depart- 
ments is included. 

The reverse side presents interesting statistical and 
descriptive data on Georgia and its capital city, to- 
gether with comparative statistics on other southern 
cities. A resumé of the city, county and state tax rates 
is included, along with passenger and freight trans- 
portation information. 

The folder, a welcome aid to Atlanta visitors, is a 
clever promotional device for both Atlanta and the 
Ivan Allen-Marshall organization. 
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MODEL J-30 STAPLING PLIER $3.85 


Model J-30 is light in weight, yet rugged. Requires but little 
space and can be put into desk drawer or pocket when not 
in use. Indispensable for vertical filing or for attaching ma- 
terial to a permanent card. Uses DJ340 NEVA-CLOG Staples 





MODEL B-100 STAPLING PLIER $5.25 


For heavy duty and for fastening of tough materials, this 
machine uses a broad flat staple. Fastens such materials as 
fibre, softwood baskets, veneer wood, leather and belting. 
Used for sealing heavy paper or cloth bags, packages of 
corrugated board, and similar difficult operations. Powerful 
leverage, durable, fool-proof. Staples used: NEVA-CLOG B-%% 





MODEL S-100 STAPLING PLIER $4.75 
A rugged, powerful Stapling Machine with 4 to | leverage. 
Particularly designed for production work and hard usage 
but can be used for any stapling operation within its capac- 
ity. Clog-proof so that it will give constant production. 
Use NEVA-CLOG A-1000 or L-1000 Staples. 
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REMEMBER 
20 Years Ago!— 


When dictators were someone or something that 
was always good for a laugh? 


When nobody took them seriously? 


When opportunity was going around banging on 
everybody’s door? 


When optimism was rampant in the land? 


When many of the leading firms of today were 
infants? 


That’s when Neva-Clog was born. We were re- 
minded of it the other day when a fellow wrote in 
asking if we could repair his Neva-Clog machine. 


He had used it for twenty years and finally a part 
had broken. 


We don’t claim that Neva-Clog Stapling Pliers 
will last twenty years, but it is surprising how many 
have and how long they last in hard industrial use. 


It is a good idea to REMEMBER to buy and sell 
those products that are known to be worthy of your 
confidence. 


The better way to 


“FASTEN THINGS TOGETHER” 


is with 


Neva-Clog Stapling Pliers 
The Machine of a Thousand Uses 


* 


NEVA-CLOG PRODUCTS, Inc. 


BRIDGEPORT, COND 
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GET BRILLIANT COPIES — FASTER 


are —vite REX-O-graph 
| FLUID DUPLICATOR 
SUPPLIES 





> 


» 





e REX-O-graph Fluid Duplicator Sup- 
plies are designed for SUPERIOR RE- 


SULTS—on REX-O-graph Duplicators 


as well as other makes. 


e BE SURE of perfect duplication! Or- 
der REX-O-graph Carbon Paper, Spirit 
Master Paper, Duplicator Fluid, Correc- 
tion Pencils and Plates, Backing Sheets, 
Cleansing Cream. It's wise, economical 
—for longer runs, more brilliant copies, 


and time-saving duplication. 


e Ask your REX-O-graph dealer for de- 
tails and prices on Fluid Duplicators and 
Supplies—and on the new REX-O-graph 


Processed labor-saving Master Sets. 


REX-O-graph, Inc. 


3729 North Palmer Street . Milwaukee 12, Wisconsin 


Fluid Duplicators and Supplies 
for SUPERIOR RESULTS 
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ATLANTIC CITY STATIONER MODERNIZES STORE 

Wallace Stationers, Inc., who on May 22 took over 
the store of Ernest Beyer, Inc., 1722 Atlantic Avenue, 
Atlantic City, N. J., have just completed modernization 
of their shop. Using the present fixtures, the floor plan 
was redesigned so that island type displays would al- 
low use of every inch of room. A specially built greet- 
ing card rack was placed in former glass wall cases 





MODERN, WELL-LIGHTED INTERIOR OF WALLACE 
STATIONERS, INC., ATLANTIC CITY, N. J. 





and fluorescent lights were installed in both the cases 
and store. The length of the store was cut from 100 
feet to 80 feet and a large stock room created in the 
rear, allowing room for expansion. 

The wrapping table and register were moved to the 
rear center of the store and the engraving order de- 
partment to the extreme rear, where customers can be 
seated to choose leisurely from sample books. Box 
and gift stationery is displayed here in a large glass- 
door showcase. The office is located at the left rear 
on the sales floor. The commercial stationery depart- 
ment has been arranged along the left hand aisle, with 
plenty of open stock arrangements and displays. 

The store has been redecorated in a light green 
shade, and the windows and outside sign painted in 
complimentary colors. By actual test the lighting 
effect has been jumped to more than six times its 
former rating. 

Wallace Stationers, Inc., is headed by Wallace L. 
Haines, who has been actively engaged in the commer- 
cial stationery business for the past 21 years in Atlan- 
tic City—for ten years with Brooks & Idler and for the 
past 11 years with Irving Schuldenfrei, Inc. He is con- 
tinuing the management of the latter store during the 
absence of Mr. Schuldenfrei, who is now in the South 
Pacific serving in the Navy. 


oinihelee Ma icctstitiind 
TEXAS FIRM ADOPTS NEW NAME 

C. J. Demmer, owner and operator of the Treher 

Firmin Company, Marshall, Tex., since April 30, 1943, 

has announced that the firm name was changed on 


| July 1, 1944, to The Demmer Company. The company 
| maintains a force of 25 employees and is under the 


direction of A. K. Moore, manager. Complete lines of 
office furniture and supplies are stocked, and a well- 
equipped and manned printing department assures 
customers of rapid, efficient service on all printing 


| requirements. 


STILLMAN TO WORK WITH WPB 

H. D. Stillman, a past president of the Boston chap- 
ter, National Office Management Association, and cur- 
rently a national director of N.O.M.A., has accepted a 
WPB appointment as deputy director of the Converted 
Paper Products Branch, Paper Division, Forest Prod- 
ucts Bureau. Mr. Stillman has received a six-month 
leave of absence from the Nashua Gummed and 
Coated Paper Company, Nashua, N. H., in order to as- 
sume his new duties. 


1944 
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without warning, Jap bombs fell at Pearl Harbor on a 


day that no American will ever forget, it was something more 





than just a challenge to American Honor—it was a challenge 


to American Industry. ® 


was called upon to meet the demands of the 

Government and the stationer. Well, a man has to have a country, so nat- 
urally the Government came first. 

met that challenge and won the ensuing duel. 

We answered the Government’s demand for record-keeping supplies 

through yor:—the Stationers of America, and at the same time succeeded 
in fulfilling your Civilian demands. 

production achievement was realized mainly because of the 

CENTURY of Experience behind the Boorum & Pease name—a century in 

which Boorum & Pease has been serving the record-keeping needs of 

American business— serving EXCLUSIVELY THROUGH YOU—THE 
STATIONERS OF AMERICA. 

is nothing glorious in our achievement. The glory belongs to 

those valiant men who meet the challenge of the battlefield—the men who 

will eventually win Victory with their blood and courage. For us, there 

is the consolation of knowing that we are doing the job we have been 


called upon to do—and doing it in the best possible way. 


B&. ase 


PRT LO 


\ 
4 Way to KEEP '* 


WE’LL BE SEEING YOU 
AT THE N.S,A. CONVENTION IN BOOTHS W1 and W2 
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“I Figured We Needed More System” 


Yes, system is good in any business. But being knee- 
deep in record forms just isn’t the answer. What is 
needed here is not more system . . . but better system. 

And there’s where Uarco fits in. Why? Because Uarco 
records are more than just forms—rather they are func- 
tional! business tools, scientifically designed to routinize 
complicated business procedure. They are continuous 
forms that end record keeping confusion... save time 
and trouble in every division of the business. There’s no 
more copying and re-copying, with Uarco on the job... 
one person at one sitting writes enough copies for all 
departments. 


AUTOGRAPHIC REGISTERS 


ish 
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BETTER BUSINESS RECORDS 


— ee _ LO ee 
CL Bie le ORR E. LIE! DIN RTOS REE ELA AID EOE ii 


There are Uarco forms for all types of record keep- 
ing problems. They are designed for hand-written or 
machine-written use. These records may be carbon 
interleaved or non-interleaved, may be used in a Uarco 
Autographic Register, typewriter, billing machine or 
tabulating machine. 

No matter what record keeping problem you may 
have, bring it to Uarco. There is a form, or Varco will 
devise one, to fit your need. It will cost you nothing to 
call the Uarco representative today. 

UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland, Oakland ¢ Offices in All Principal Cities 


BUSINESS MACHINE RECORDS 





TYPEWRITTEN RECORDS 
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HALLMARK 
RIBBONS 
Are GOOD Ribbons 


The Army and Navy know how good— 
they buy the bulk of our output, for use 
all over the world. But we have enough 
left to fill your order. 


Business firms in fast-growing numbers 
know it too—and are taking advantage of 
the low Hallmark price to SAVE with profit. 

You too will learn how good they are 
if you give them a trial. We want you to 
know. That’s why we want to send you a 
free ribbon. 

There’s no obligation. Just be sure to 
give your business firm’s name. 


commons ono Vial This: SAGO 8 RN RATE 


Cameron Manufacturing Co. 
1615 Bryan St., Dallas 1, Texas 


Gentlemen: 


Send sample ribbon for 


typewriter 


with prices to 
Firm Name 
Address 


By (Title) 
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Born in the torch of liberty, kindled into con- 
suming flame by the bombs of treacherous lit- 
tle men and stoked by the driving energy of 
the nation’s war plants... the spark of free- 
dom became a roaring fire of courage in the 
soul of every American. Quickly and firmly, it 
welded the resources of Democracy into in- 
vincible might . . . searing the souls of cowards 
who would destroy the weak. Now, in its 
glorious glow, free men see the vision of vic- 
tory, the bright promise of peace and the re- 
newed hope of “Life, Liberty and the Pursuit 
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of Happiness.”’ When this vision has become 
reality, Allen’s entire resources will be turned 
from war to the pleasanter task of supplying 


the tools of business accuracy. 


R.C.Allen 
Business Machine 


( 
ALLEN CALCULATORS Inc 
3 FRONT AVE. N W., GRAND RAPIDS, MICH 
e 
Mokers of World Renowned Business Machines 
10-Key Calculators + Portable and Standard Adding Machines + Book- 
keeping Machines - Cash Registers + Statement Machines + All-Purpose ] 
Office Machines, Electric or Hand Operated 
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IN OTHER LANDS 
(Continued from page 32) 

aetivity. Usually the critics of machine accounting 
do not do the computing which depends so much on 
the fitness and freshness of the individual. Are there 
many who can truthfully say they enjoy adding 
column after column of figures on a hot day, or 
towards the end of a tiring day spent on other work, 
or in any circumstances whatever? How frequently 
does the human adder run up and down a column of 
figures getting a different result each time because 
he or she is too mentally tired for such work? How 
often does mental addition have to be restarted 
because of interruptions? Everyone should be able to 
add correctly, but does anyone really facilitate the 
progress of a business merely by adding figures? It 
is doubtful, today, whether one clerk in a hundred 
seeking engagement is asked if he is a good adder, or 
tested for this. His or her qualifications are consid- 
ered in more important respects. Would a clerk be 
engaged if he could boast only an amazing speed and 
accuracy in adding? That ability might have helped 
him in the past, but not in these days, for anyone 
with a small adding machine could beat the most 
expert at such work.” 

The publication is obtainable from Messrs. Mac- 
donald & Evans, 8 John Street, Bedford Row, W.C.1. 
* * 7 

London, July 31, 1944. 

Here’s the reaction of one London typewriter dealer 
to the “Doodle Bugs” (robot bombs): 

“After getting through nearly five years of war 
and the 1940-41 blitz plus a minor one in the early 
months of this year, we caught it right in the neck. 
The whole of the 21 years’ effort went in a split sec- 


ond in the early hours of June 18. Fortunately no one | 
was hurt—a bomb during business hours would have | 


probably caused the death of at least 50 people. 
“Sydney Price, of L. C. Smith & Corona, offered us 
a workshop right away. A fine fellow is Sydney— it 
is a pity there are not more like him. It was really 
wonderful to be able to get our shop going again 
inside a week, with the work coming in as formerly. 


The parts department got going on the day after the | 


bomb. We had a small stock and a place to work in 
at Southgate, North London, and my co-director’s 
father let us have the use of space in Fleet Street 


one day in an office put at our disposal by Stanley | 


Cohen of Typewriters Ltd. He offered me his office 


within about five hours after the bomb struck, which 


must be a record. 


“Many difficulties beset anyone unlucky enough to | 


stop one of Hitler’s V—l’s, especially at this stage of 
the war. First there’s the matter of locating suitable 
premises when there is so little of the city intact. You 
see something that might be suitable and find that it 
has suffered from enemy action and will cost £500 to 
put right. You can only get a license to spend £100 
and all the repair men are doing first aid repairs 
anyhow, so you cannot get the work done even if you 
walk round with a £100 note in your hand. When you 
find premises, you find you have to pay double in a 
less convenient thoroughfare for half the accommoda- 
tion you had before. You want a telephone put in— 
you are told that you will be tacked on to the end of 
a long list. You want timber for benches and shelves 
—you must get a licence, then you probably get lousy 
timber and find all the carpenters are engaged on 
first aid repairs. You want your office cleaned up and 
you have to take the wife and kiddies down to do it. 
You have perhaps forgotten that the place will get 
cold in winter and, of course, you don’t have central 
heating. The gas and electric light people say they 
might be able to do something later on if you have 
priorities. 

“By now you think it is time you bought office fur- 
niture. If you want steel cabinets, you have to furnish 
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PACIFIC CARBON and 
RIBBON MFG. Company 





THE OLDER 
THE EQUIPMENT 
THE MORE 
YOU NEED 


“GRAND 
PRIZE 


TYPEWRITER 
RIBBONS AND 
CARBON PAPER 


“GRAND PRIZE” products stand up 
under punishment! That's why 
they'll stand you in good stead. Take 
advantage of the extra quality and 










extra long service of “GRAND 
PRIZE” Ribbons and Carbon paper. 
Uncle Sam is doing just that, for over 
50% of our production goes to work 
for the government, armed forces 


and war industries. 






Buy War Bonds 
AND KEEP THEM! 


J. Francis O’Connor, Pres. 
Head Office and Factory: 
1451 Harrison Street San Francisco 3, Calif. 
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high-class priorities. Chair and desk prices are sky 
high. 

“When you have done all this, you think you will 
see about your claim and your generous government 
will sure to be very nice about it. Your stock-in-trade 
is not so hard to deal with if you don’t try to pull 
any fast ones. But with your fixtures and fittings 
insured under a different policy, it is different. You 
are, of course, insured for replacement value and your 
insurance company keeps rubbing this in to increase 
your insurance. But the powers that be argue that 
you have had so-and-so 20 years and have been 
allowed five per cent per annum depreciation, so that 
piece of furniture is worth nothing. What you have 
to buy is capital expenditure, so you have your new 
fixtures as assets, which increases your profits. You 
have paid the government purchase tax on most of 
your furniture so they do very nicely, thank you. But 
the important thing is not to lose your health or your 
sense of humor, or you have lost everything worth 
having.” 

——_o <= -0—___—_ 

HORDER’S PUBLISHES FREE STYLE BOOKLET 

Designed as a handy aid for the busy secretary is 
the 16-page free booklet titled, “Punctuation, Forms 
of Address and Capitalization,’ second printing of 
which is just off the presses. The booklet is published 
and copyrighted by Horder’s, Incorporated, Chicago, 
Ill., and is distributed through the company’s stores. 

Six pages of the booklet are devoted to rules and 
examples on punctuation and capitalization, two 
pages to the proper forms of address in civilian cor- 
respondence, and nearly two pages to correct forms of 
addressing and salutation for letters directed to offi- 
cers and men in the Army, Navy and Marine Corps. 
A resumé of postal regulations concerning the mailing 
of packages to service men and women overseas is 
included. The remainder of the guide is devoted to 
the listing of items most frequently needed by the 
secretary and stenographer. 
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No. C-110V 


16" .%. 30" 
18” x 30” 
= 20°'x-30° 


A large capacity. 

te -enforced | 
basket for gen- 
eral jagostetas : 
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BILLY DIEHL’S VISITORS.—During the Fifth District meeting 
of NSA, Billy Diehl, president of Diehl Office Equipment Com- 
pany, Columbus, Ohio, had a number of visitors at his store, 
only two blocks from convention headquarters. Here John 
Gilbert, OFFICE APPLIANCES, Charlie Garvin and Rose 
Cushman, NSA, examine a bottle of ink, or something, in 
Billy's office. The objects protruding from Charlie's beret are 
not feathers, but the feet of a pin-up girl on the wall. 
quaint 
BOOST ACCESSORIES SALE ON ENTRANCE TABLE 
At the Brady-Margulis store, Fourth Street, near 
Robert, St. Paul, Minn., a large table near the street 
entrance is used for office accessories. Here are dis- 
played mucilages and pastes in many sizes of con- 
tainers, sufficiently separated so that each kind stands 
out prominently. 
Distributed by Hand cleansers are also included as an accessory 
BAINBRIDGE, KIMPTON & HAUPT, Inc. to office work. There are stamp pads, too. 
218 Greenwich St. New York 8, N. Y. The accessory table is placed at a most convenient 





THE BASKET KNOWN TO A CONTINENT’ 
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KOPI-SPOT 
Pay Roll 
Checks and 


RULED FORMS 
Commercial, 
Coluninar, 

Ledger Sheets, Etc 


CATALOG BINDERS 


BINDERS 


STORAGE BINDERS RING BINDERS 


The time is coming when loose- 
leaf dealers will have to do an 
aggressive selling job, in order 
to maintain sales volume. And 
when the time comes, it’s going 
to be highly important for you 
to have the right lines of mer- 
chandise. Especially you'll want 
those profitable new loose-leaf 
specialties that will help 
you tO get new customers . . . 
and increase your sales to present 
customers. 

Now is the ume for you to 
discuss the procuring of those 
post-war lines that will mean so 
much to your future. You can do 
this now. Later it may be more 
difficult. 


MAa IE 








In your territory, the post-war 
dealer franchise may be open for 
the MASTER-CRAFT  2-in-in 
Loose-Leaf Line. If you can secure 
this, you'll have a double loose- 
leaf market. You can fill the de- 
mand for “staple” goods, and in 
addition you'll have a full second 
line of exclusive specialties with 
immense sales possibilities. 

We expect the MASTER- 
CRAFT post-war line to be the 
most improved line on the mar- 
ket. That's why we KNOW you'll 
be wise to file your application 
now for the exclusive MASTER- 
CRAFT Dealer Franchise. 
MASTER-CRAFT CORPORATION 


Division of The Shaw-Walker Co. 
KALAMAZOO, MICHIGAN 
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Loose Leaf Systems 
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SERVICE is a word so much maligned that its defi- 
nition is far from precise. But we of GUSSCO 
have developed its definition in a practical way, 
to a degree which has made money for our dealers 
for a good many years. In fact, dealer service is 


our reason for being. 


The inception of GUSSCO was SERVICE—dealer 
service. The numbers which make up the GUSSCO 
complete line of filing supplies are chosen because 
they enable us to increase our dealer service. Our 
organization is dedicated solely to performing 
better and better dealer service. No order is too 


small. No special request is too arduous. 


True, the exigencies of war have cramped our 
style somewhat. However, "C'est la guerre" is 
never used as an excuse for lackadaisical service, 
but as a challenge to overcome. 


Try GUSSCO the next time you are in need of 
filing supplies. 


YSTEM & SUPPLY COMPANY 


NEW YORK 13, N. Y. 


& 


335 CANAL STREET 
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Stebco Creates! 


Five beautifully stvled items in a new Pyroxylin Coated fabric pre-tested for wear... 


embodies all of the normal STEBCO features of quality and eye-appeal. In Shark 


Grain black and smooth London Tan. Nationally advertised in eight leading magazines. 
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STEIN BROS. MFG. CO. 


231 S. Green Street, Chicago 7, Illinois 
STANDARD O F QUALITY SINCE 1918 
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Liebe Pisindking ... young, enthusiastic, eager with hope for a 

brave new world as back to school they go. We are proud to play our 

part in their futures... proud to put into their hands writing instruments, 
worthy of their trust, that bear the name of Wearever. 


DAVID KAHN, Inc., North Bergen, N. J. + Established 1896 


America’s Largest Fountain Pen Manufacturer 















4] Copr. 1944, David Kahn, Inc. 
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THER STENCILS 


AND DUPLICATING SUPPLIES 


Receive the enthusiastic approval 
of dealers and users because they 


are uniform and dependable. 


Siar lalts 
= 
UPLI i § 

DUPLICATOR end for 

NT a 

Dealer Discount 

OU Jule Wie): 

SUPPLIES 
e 


Sheet and 


lilustrated Catalog 
ORRECTION 
FLUID 
Blended with scientific care. 
Guaranteed not to clog or dry 
on ink pad. Made in black, 
red, blue, green, brown, pur- 
ple and yellow. 


« 
TYPE CLEANER 
& 


HECTO FLUID 
e 





CARBON 
PAPER 


TYPEWRITER 


“RED FEATHER PRODUCTS LTD. 


Redwood City - California 
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FAMOUS LAST WORDS; 


‘‘It’s somewhere 
in the file!’’ 








Filing and Finding 
the FINDIT way 
is doubly essential today! 





There’s no fussing and fuming over misfiled 
correspondence if the BARKLEY FINDIT 
SYSTEM is used. Both efficient and econom- 
ical, its flexibility and completeness makes it 
adaptable to all requirements. So simple in 
operation that any correspondence is instantly 
and obviously available. 

Made up of permanent Control Guides, Mis- 
cellaneous Folders that bear the number of the 
control guide so they can’t be implaced, In- 
dividual Folders for important accounts, and 
permanent Individuals name guides for the 
most active permanent large correspondents. 





Established 1921 | 


C. L. BARBLEY & CU. 


Manufacturers of Filing Supplies 


517 S JEFFERSON STREET CHICAGO 7, ILL 
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location where the display may be seen from the street 
and so close to the entrance that hurrying customers 
can dash in and make their needed purchases with 
little loss of time. 

Wall cases hold the main accessory display. The 
tables and counter cases at the front hold specialized 
groups. Inks are separated into a very large and com- 
prehensive single display. A new unit at the front 
of this wall section holds in a distinctive case a 
special kind of ink of nationally-advertised brand. 
Of low height, it permits the customer to make easy 


| selection. BART. 


ae 
RELIANCE PENCIL NAMES TWO TO SALES STAFF 
L. L. Whitney and Joseph Pelletreau have been ap- 
pointed members of the sales staff of the Reliance 
Pencil Company, Mount Vernon, N. Y., according to 
a recent announcement issued by the company. 
Mr. Whitney, or “Whit” as he is known to the trade, 
in addition to covering the entire Southwest, will also 
call on stationers in the southern parts of Missouri 





JOSEPH PELLETREAU 


L. L. WHITNEY 


(from St. Louis south), Kansas, Illinois, and the en- 
tire state of Mississippi. He has a long background of 
experience in retail selling and merchandising, and is 
thoroughly familiar with retail conditions throughout 
the country. He, therefore, goes into his new territory 
not merely as a salesman but to render assistance in 
every possible way. 

Mr. Pelletreau will travel the New England territory 
on behalf of Reliance. He comes to the company with 
a very extensive background in the pencil industry. 
In the past few years, he has worked in the closest 
co-operation with New England stationers. He is thor- 
oughly familiar not only with the needs of the com- 
mercial stationer, but with the requirements of the 
consumer as well. 

a 
PETE McLAUGHLIN ALLIED MIDDLE WEST SALES 
REPRESENTATIVE 

W. F. Hoefer, president of the Allied Carbon and 
Ribbon Manufacturing Corporation, has announced 
the appointment of Peter F. McLaughlin as sales repre- 
sentative. This is in line with the company’s policy 
of sales expansion for greater post-war development. 
Mr. McLaughlin will develop and organize Allied’s 
middle western territories including Oklahoma, Kansas 
and Missouri. His headquarters will be in St. Joseph. 

Well known for his ribbon and carbon activities, Mr. 
McLaughlin for a quarter-century has been connected 
with a prominent manufacturer. He was first presi- 
dent of the Midwest Travelers Club, which he helped 
organize along with William Schmiederer of Buxton & 
Skinner Printing & Stationery Company, St. Louis, and 
the late Jack Grey. He served two terms. On occasion 
of the Eighth District meeting being held in St. Joseph 
he served as chairman of the convention committee. 

In addition to his reputation as a top flight sales- 
man, Mr. McLaughlin is known by dealers in his area 
as an expert on retail merchandising. He has a knowl- 
edge of ribbons and carbons and an understanding of 
dealers’ problems, which have been helpful to all with 
whom he has done business. 
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millions of your potential customers all about the exclusive Autopoint 
LES Grip-Tite Tip and ease of reloading. Pounding home the plus fea- 





and tures that will help send your volume winging . . . your profits singing 


an when Autopoint Pencils are plentiful again. Now’s the time to start 
olicy building your postwar business on Autopoint’s sales proven features. 
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nsas be patient. Armed forces come first. When Victory is ours, there will be 


— enough Autopoints to supply every demand. 
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‘> ¢ e » FRIDEN FULL AUTOMATIC CALCULATORS, 
when applications to obtain deliveries have 
been approved by the War Production Board. 
FRIDEN Simplicity of operation combined 
with Productive High Speed Figure Work make 
these fully automatic calculators the solution of 
the problem created by the critical shortage of 
competent clerical help. Phone or write your 
local FRIDEN Representative for information. 





———— 
Fridén Mechanical and Instructional Service is avail- F Bt } C E te 


able in approximately 250 Company controlled Sales 


Agencies throughout the United States and Canada. CALCULATING MACHINE CO., INC. 





EXECUTIVE OFFICES AND PLANT + SAN LEANDRO, CALIFORNIA, U.S.A. 
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The war has placed the leaders, in many indus- 
tries, at a disadvantage in their trade relations. 
Government agencies and those engaged in war 
work demand the finest, most dependable and 
efficient equipment available. This is invariably 
the product made by the industry leader. Ace’s 
leadership in the stapling industry has brought 
it the lion’s share of the war demand for this 
type of equipment. 


Since the company was founded Ace has built 
but one kind of stapling equipment. . the World’s 
Finest. Admittedly, this recognition of quality 
accounts for the abnormal demands made on 
Ace. While this tribute is most flattering it has 
worked a decided hardship on Ace dealers. 
Here’s why Ace Staplers are so scarce: 


(1) Curtailed production due to restricted raw 
materials. 

(2) Greater number of high priority orders. 

(3) Heavy Government demands. 

(4) Rules and regulations governing distribu- 
tion of Ace equipment. 


Obviously, the needs of the armed forces and 
those companies furnishing qualifying priority 
ratings must be met before regular dealer orders 
can be filled. Because dealers are the life-blood of 
any peace time manufacturing enterprise Ace is 
deeply concerned over its inability to be of greater 
service to its many dealers during the war emer- 
gency. Temporarily, in the stapling industry, 
“WE PAY THE PENALTY OF LEADERSHIP”. 


SOLD THROUGH DEALERS EXCLUSIVELY 








3415 NORTH ASHLAND AVENUE 
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Make this year’s War Council more 
profitable by taking full advantage 
of the thoroughly planned dealer 
helps offered at every meeting... . 


When not attending the sessions we 


invite you to visit us at our 


BOOTH...1—7 


or our headquarters 


ROOM...1550 
PALMER HOUSE 


October 2-3-4 


*?- 


FRANK M. VON RITTER 
General Manager of Sales 


JOHN J. KERNS 
. . .Philadelphia 


DAN A. MacDOUGALL 


.. . Kansas City 

ROY T. BANSEMER 
... Milwaukee 

CARL H. SCHMITS 
. . . Milwaukee 


WILL BE IN ATTENDANCE 
TO ACQUAINT YOU WITH 
OUR POST WAR PLANNING 


STATIONERS 
LOOSE LEAF CO. 


MILWAUKEE |, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 
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Some Things Will Always Belong 


The Liberty Bell emblematic of a glor- 
ious heritage—Old Glory flying in the 
breeze—the Statute of Liberty symboliz- 
ing freedom —these are _ institutions 
deep rooted in American tradition. 
They dramatically portray the Spirit of 
America. 

Business too has its institutions—re- 
minders that there are enduring sym- 
bols in our economic system as well. Al- 
though there is a tendency for standards 
of manufacturing, inspection and serv- 


ice to deteriorate in war time, we at Im- 


perial Methods have maintained the 
high quality of our products with un- 
swerving devotion. The reward has been 
great... it has brought us many new 
dealer friends. 

We have confidence in the future of 
America and the destiny of the commer- 
cial stationery business—an _ industry 
that has served its country well during 
this war period and will continue to play 
a major role in the postwar era. When 
peace comes .. . IMPERIAL METHODS 
and American industry will march for- 
ward together stronger than ever. 


Imperial 


Meitheds 


Ye ee 
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The Gustriite Leathergraph 





+ OUTSTANDING DESIGN -- Wledera/ 
yr GENUINE QUALITY -- Eye ~Aeseat/ 
yr UTILITY VALUE -- Pxcced to Sell/ 


Now available for immediate delivery is the Justrite 
Leathergraph Pocket Secretary. Recognized as a splendid 
all-around Advertising Piece, the Pocket Secretary is 
especially appropriate as a Good-Will Gift for the Christ- 
mas Season. Sparkling in design, it has a genuine 
quality and richness. 


As illustrated above, the Pocket Secretary has 
an attached Memo Pad and _ side-opening 
pocket for carrying miscellaneous papers. Con- 
cealed pocket under memo pad may be used 
for more confidential papers. 


The Leathergraph Pocket Secretary is a product of the 
Graphic Arts, newly developed and now combined with 
tough, durable Justrite Leatherfibre. It offers unusual 
quality at reasonable prices. Letter Pocket panel has 
ample space for Advertiser’s Message, and the hand- 
tooled designs on the front panel and around advertising 
panel are embossed and raised to resemble fine leather. 


Supplied, complete with Memo Pad and 
printed with Advertiser's Message, they 
are immediately available at 25c¢ each, 
list, in lots of one thousand. Write today 
for samples and additional pricing infor- 
mation for other quantities. To SHOW 
these samples is to SELL them. 





The Austrits Line 


Northern States 


ENVELOPE COMPANY 


Chicago Saint Paul 
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* GOLD STARS « 


in the Industry’s Service Flag 











Overseas for the last six months, and in the Army 
for exactly a year, Pvt. Thaddeus J. Bittner, 30, was 
killed in action in France, June 10. He was employed 
by the Eagle Office Equipment Company, Buffalo, N. Y., 
prior to his induction on June 10, 1943. His wife and 
a son survive.—G.E.T. 





Industry Members Now Serving With the 
Armed Forces of the United States 











Staff Sgt. Jerome A. Eaton, who prior to induction 
into the Army Air Forces was treasurer of the Old 
Town Ribbon & Carbon Company, Brooklyn, N. Y., was 
awarded the Air Medal in July for “exceptionally 
meritorious achievement while participating in heavy 
bombardment missions over enemy-occupied Conti- 





S/SGT. JEROME A. EATON 


nental Europe” and for his “courage, coolness and skill 
displayed upon these occasions.” The presentation was 
made at an Eighth Air Force Bomber Command sta- 
tion somewhere in England. 

Sergeant Eaton, who is 24 years old, is a tail gunner 
on a Liberator. He received his wings at Tyndall Field, 


Tex. 
EERE 
H. J. Garrett, branch manager for the Miller-Bryant- 
Pierce Company in various cities from 1931 to 1942, 
was promoted to the rank of first lieutenant on July 
28. He joined the Army in 1942, rose to the rank of 
sergeant in 1943, and in the same year received his 
commission as second lieutenant. He is now assistant 
personnel officer of the Ferrying Division, Air Trans- 
port Command, Cincinnati, Ohio. 


E EE 
Henry Bertram Holmes, formerly eastern sales man- 
ager of Columbia Ribbon and Carbon Company, Inc., 
was granted a leave of absence on August 11 to permit 
his acceptance of a commission in the United States 
Navy. He has been with the Columbia organization for 
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NATIONAL 


STEEL HINGE RING BOOKS 
ere again available. Write 
us for detailed information. 


Pe 
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The busy reservation clerks speed 
paper work with National Covers at 
A. A., la Guardia Field, New York. 


| help American Airlines, inc. 


to “Keep ‘em Flying”. . . . 


On the ground, as in the air, American Airlines, Inc. are 
generous users of NATIONAL LOOSE LEAF COVERS to keep 
records in order for quick index reference, constant change 
and ease in handling. Over the Route of the Flagships they 
know the value of LOOSE LEAF . . . and the quality and stam- 
ina of NATIONAL COVERS. 


Just another way of saying... “sell ‘em National”. It means 
permanent customer good will and satisfaction . . . and the 


repeat business that goes with it! 


BLANK BOOK COMPANY, HOLYOKE, MASS. 




















RECORD KEEPING EQUIPMENT 
INTERESTS OFFICE MANAGERS 


because 


makes it possible for each 
operator to have thousands 
of records at her fingertips 
without moving her position 





Just one of the many features that makes Rol- 
Dex click with business. The demand for Rol- 
Dex is real and growing . . . new uses are con- 
stantly appearing. Rol-Dex has demonstrated 
that it is especially adaptable for cycle billing 
in department stores. Write us for complete 
information. 





An outstanding Rol-Dex installation—Each carriage handles in excess 
of 400 Ibs. 


ROL-DEX COMPANY 


433 SHELBY STREET 
DETROIT 26, MICH. 
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more than eight years, first as a junior salesman and 
later as a salesman covering his own territory. He was 
appointed to the post of eastern sales manager in 1941. 
A graduate of Princeton University in 1936, he was 
well known at that institution as a scholar and athlete. 
He takes with him into the service the best wishes of 
the entire Columbia organization. 


EE & 


FSS 

Pvt. Ray A. Williams, former representative of Acco 
Products, Inc., Long Island City, N. Y., in Pennsylvania, 
Maryland, Virginia and the District of Columbia, and 
editor of the “Penn-Mar-Va Traveler,” has been a 
private in the United States Army since March 1. Fol- 





PVT. RAY WILLIAMS 


| lowing his induction he was sent to Fort Belvoir, Va., 

| being assigned to a division of combat engineers. After 

| a basic training period of 17 weeks, he was transferred 

' to Camp Reynolds, Greenville, Pa. Ray can be reached 
by mail at the following address: 

| Pvt. R. A. Williams, 33811838, 

Co. K, 12th Group, Fourth Regiment, 

Camp Reynolds, Greenville, Pa. 

—<—-—¢ __ 


WHITE STAR ADDED TO UEF’S “E” FLAG 


The Bridgeport works of Underwood Elliott Fisher 
today boasts its second Army-Navy award for meri- 
torious service on the production front. The citation, 
made recently, is in the form of a white star attached 
to the plant’s original “E” pennant. 

In a statement to the men and women of the Bridge- 
| port works, Under Secretary of War Robert P. Patter- 
| son wrote, “You have continued to maintain the high 
| standard which you set for yourselves and which won 
you distinction more than six months ago. You may 
well be proud of your achievement.” 

Brig. Gen. G. H. Drewry, Chief of the Springfield 
Ordnance District, also cited the efforts of manage- 
ment and employees of Underwood Elliott Fisher and 
pointed out that the award speaks “volumes for the 
teamwork and loyalty of the men and women of the 
Bridgeport plant of the Underwood Elliott Fisher 
| Company.” 

Donald S. Sammis, vice-president and works man- 
ager, accepted the award in the name of the em- 
ployees and the Underwood Elliott Fisher Company. 
He stated, “Each man and woman working in the 
Bridgeport works is very proud of the citation from the 
armed forces. We shall continue our efforts until the 4 
peace is won.” 











——____—_¢. 9. 


ROY SKIBBE PROMOTED BY HORDER’S 


Roy Skibbe, son of Al Skibbe, vice-president of Asso- 
ciated Stationers Supply Company, has been appointed 
assistant manager of the Horder’s store in the Mer- 
chandise Mart, Chicago. About two years ago Roy left 
Northwestern University to enlist in the Air Forces. He 
served 19 months in a training school in California 
before being mustered out last October because of an 
optical condition. Affiliated with the systems furniture 
department of Horder’s he proved his mettle and has 
been rewarded by his recent appointment. 

1944 
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True yesterday... ° 


SPEED-O-PRINT PRODUCTS 
RE BETTER “a @ @ e True toda, 





There is no calendar—no yesterdays, todays or tomorrow 
@ _in Speed-O-Print’s conception of Quality. To us, manufacturint 
e Quality products is a ‘round-the-clock’ and a ‘round-the-year’ routine 


@ That's why, when a dealer rings up a sale for a Speed-O-Print prod 
@ uct he knows his customer will be as happy with the product as h 
@ was with its price. 


DED UOPNIND R PORATION 


167 EAST GRAND AVENUE 
CHICAGO 77, ILLINOIS 
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SAN ANTONIO NEWS NOTES 
B. C. Reber, Correspondent 


The local branch of L. C. Smith & Corona Type- 
writers, Inc., has moved its headquarters from 208 
Broadway across the street to newer and more com- 
modious quarters at 213 Broadway. This branch, 
which was established in 1936, is in charge of E. P. 
Haye. 

as a * 

Loraine Saxon, who has been manager of the sta- 
tionery department at Maverick-Clarke, has resigned 
to accept a position with the National Blank Book 
Company, effective September 1. Mr. Saxon has been 
associated with the sale of stationery and office sup- 
plies for approximately 25 years, coming to San An- 
tonio from Waco. 


* * * 


I. N. Coleman, service manager at Burroughs Add- 


ing Machine Company’s branch for the past six years, 
has been named Central America service manager, 
and will have his headquarters at Mexico City. 


* * * 


R. J. Haman, who has been connected with the local | 
branch of Burrougns, has returned from the factory | 


where he took a short course in service, and has been 

transferred to the Houston branch where he will serve 

as a service representative. 
* * * 

First Lt. James H. Smith, son of J. Andrew Smith of 
the J. Andrew Smith Company, who has served with 
the 15th Air Force in Italy as flight leader on a B-24 
bomber, is home for reassignment and is spending a 
short time with his parents. 

Lt. Smith has been awarded the Air Medal with five 
oak leaf clusters. On his return, he flew a “war 
weary” bomber from Naples to Brooks Field, adjacent 
to this city, after completing 52 combat missions 
against 32 enemy targets in Italy, France, Germany 
and the Balkans. 

* * ab 

The Paul Anderson Company has greatly improved 
their greeting card department through the installation 
of a new display cabinet, topped off with fluorescent 
lighting. The top section of the cabinet is shaped 
like a pyramid, giving ample display space for all 
types of greeting cards, while the lower section is 
made up of large drawers which hold reserve stocks. 
Of hard wood and well lighted, the cabinet is setting 
off the cards to the best advantage and has been in- 
strumental in materially increasing the sale of cards 
in this store. 

J. B. Peatling, popular member of the GOATS, who 
has been a representative for F. S. Webster Company 
in this area for many years, has purchased a home in 
Sylvan Hills, Alamo Heights district. This is one of 
San Antonio’s most fashionable residential districts, 
and Mr. Peatling is to be congratulated on his pur- 
chase. 

* * * 

Paul Ehlert, a resident of this city for 30 years, has 
joined the sales staff of Maverick-Clarke as a city 
sales representative. Mr. Ehlert has had approxi- 
mately ten years selling experience and is a welcome 
addition to this firm’s staff. 

eae 
CORPUS CHRISTI FIRM COMPLETES REMODELING 

The store of the Maverick-Clarke Company at Cor- 
pus Christi, Tex., has just completed a remodeling 
program. In carrying out this work a partition has 
been removed, providing more light, better displays 
and a better display of the merchandise. A program 
of general improvements, including painting and dec- 
orating, and better lighting has been carried out. 

Plans are also under way for taking on additional 
Space at the first of the year. 


O. H. (“Jack’’) Richards is store manager.—B.C.R. 
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ATLAS STENCIL FILES 







Now Available in NO Soon to be Released in 
W00D rcourco STEEL 
REQUIRED 
IMPORTANT NOTICE @ All models 
We are the sole li- equipped 
censee of U. S. Patent with steel 
No. 2,248,027. hangers. 


SAVE PAPER—SPACE 
—MANPOWER 


@ Stencils HANG vertically 
(two on each hanger) FREE 
from damage by folding, 
creasing or wrinkling. 

e@ Stencils HANG FREE from 
PRESSURE without the use 
of paper separators. 

e@ Stencils STICKING is re- 
duced to a minimum, film 
of air circulates between 
stencils. 

@ Stencils are QUICKLY lo- 
cated, ATLAS two-inch 
open window type Indexes 
provide a VISIBLE INDEX. 


MODELS WITH CAPACITY TO 
MEET ANY REQUIREMENT. 


MR. DEALER: THE PRESENT PA- 
PER SHORTAGE HAS CREATED A 
MOST ACTIVE MARKET. YOUR 
TERRITORY MAY STILL BE OPEN 


ANOTHER ATLAS PRODUCT 
Custom Built 


Wood Card 
Uprights 


in which 
drawers operate 


100% ON 
STEEL 


POSITIVE FREE AND 
EASY DRAWER OPER- 
ATION. Each drawer 
equipped with two steel 
runners . . . two steel 
side channels . . . four 
steel rollers. Regardless 
of position, drawers will 
not stick or sag. 


| 


i 


: 


i 


\ 
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SIX MODELS: 5x3, 6x4, 
8x5—also tabulator 
cards, check file and 
finger print card units. 
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ATLAS STENCIL FILES, Inc. 


12205 ST. CLAIR AVENUE - CLEVELAND 8, OHIO 
ME LLL TT 
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NE pleasantly seated in the grandstand (his 

own comfortable office chair) reviewing the 
processional pageant of office furniture which the 
text and display pages of this Thirty-Fifth Annual 
Special Section constitutes, will be impressed with 
furniture’s conspicuous place in the office equipment 
industry. The special call for steel in the war effort 
puts wood in the long stride, although shortages have 
developed in that material, too, because of war de- 
mands. On the pages of the section are revealed 
the fine achievements of furniture producers in the 
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DRAWIMPUFRHLER 
face of restrictions in manpower and materials. 
While part of the beauty of the modern business 
office is in the decorative treatments of walls and 
floors, the outstanding factor is the artistry of the 
furniture. The setting is important, but the beauty 





—_ of form and finish of desks, chairs and cabinets con- 
Ps} KI | tribute in a larger measure to the final effect. In 
: my office furniture this outward grace is combined with 





convenience, comfort and utility. The twin factors 
of beauty and efficiency have enabled office furni- 
ture to serve industry, commerce and Government. 
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a, Kegulations Covering 
OFFICE FURNITURE PRIORITIES | © 


HE MILITARY achievements 

of the United Nations are 
pleasant presages of the end of 
the war, but they do not justify 
the hope for complete removal of 
manufacturing and _ distribution 
restraints in the immediate fu- 
ture. Continued demands for both 
manpower and materials will pre- 
vent sudden return to full scale 
civilian production. 

An indication of potentials in 
office furniture is revealed in the 
PR-25, issued August 15. This 
regulation establishes a method by 
which a manufacturer may apply 
for authorization to resume pro- 
duction of civilian merchanise. 
L-13-a, covering metal office and 
industrial furniture and fixtures, 
is one of the war orders included 
in the jurisdiction of PR-25. In- 
itial reaction was optimistic, but 
a close study of the new regula- 
tion clipped the wings of soaring 
hope. The first paragraph of the 
new order reads, in part, as fol- 
lows: 

“PR-25 provides a way by which 
manufacturers may be authorized 
to make articles which are other- 
wise restricted or prohibited by 
orders of the War Production 
Board, but only when they have 
labor and facilities available 
which are no longer needed for 
essential purposes. Labor condi- 
tions in a number of areas are so 
critical as to prohibit or severely 
limit authorization of production 
under this regulation. Production 
under this regulation must in no 
way interfere with either war pro- 
duction, the production of essen- 
tial civilian articles, or the ren- 
dering of services essential to the 
public welfare.” 


Basically all PR-25 does is to set 
up a procedure by which orderly 
return to civilian manufacture can 
be accomplished when manpower, 
materials and facilities are avail- 
able. 

At meetings of the General 
Metal Office Furniture and the 
Shelving and Locker Industry Ad- 
visory Committees late in July, 
War Production Board officials in- 
formed members present that no 
large scale production of metal of- 
fice furniture can be permitted 
until “the necessary facilities, ma- 


terials and manpower are no 
longer required for war produc- 
tion.” 

Emphasis, it was pointed out, 
must continue to be placed on 
military production. However, un- 
der some conditions and in cer- 
tain areas where materials, power 
and facilities are available and 
where no interference with war 
production will result, the re- 
sumption of civilian production 
will be permitted. Consequently 
it will not be possible for all man- 
ufacturers in each industry to re- 
sume production at the same time, 
they added. 

A recommendation to change 
the classification of general metal 
office furniture and shelving and 
lockers from Class A products to 
Class B products under the Con- 
trolled Materials Plan was made 
by the committees. This change 
would permit manufacturers to 
receive allotments of materials 
and to produce in advance of re- 
ceipt of preferred orders. 


Wood Chair Production 

In the wood division of the of- 
fice furniture industry, the Wood 
Office Chair Industry Advisory 
Committee met in July and con- 
cluded that manufacturers could 
not expect the amount of lumber 
allotted for production of office 
chairs in the third quarter of 
1944 to be sufficient to meet their 
needs. 

No. 1 white oak in common or 
better grades, formerly used in 
the manufacture of wood office 
chairs, is now prohibited from use 
for this purpose by Direction 9 to 
Limitation Order L-335, WPB offi- 
cials said. 

WPB representatives pointed 
out that the available supply of 
lumber is extremely limited. They 
explained that in allotting lumber 
for use in the third quarter of 
1944 WPB took into consideration 
the size of each applicant’s stock- 
pile, his previous rate of lumber 
usage, and his previous receipts. 
Several manufacturers indicated 
that the stockpiles in many cases 
include unusual lumber, such as 
green, off-dimension, off-balance, 
or other faulty woods. Allotments 
based on the total amount of wood 
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in the stockpiles, therefore, are 
not large enough to take care of 
manufacturers’ needs. 

Industry members recommended 
that WPB permit the use of metal 
swivel and tilt irons in wood office 
chairs by the first quarter of 1945, 
provided metal and labor are 
available. 

Restrictions in the use of wood 
for making office furniture were 
imposed in December, 1943. Three 
orders—M-364, M-358, and L-260-a 
—were issued by the War Produc- 
tion Board and have not been re- 
voked. ; 

M-364 restricts the delivery of 
oak, ash, hickory, yellow birch, 
hard maple, rock elm and beech 
by the sawmill or producer to any 
manufacturer, except for orders 
from specific Government agen- 
cies. 

Briefly stated, M-358 prohibits 
the cutting of walnut logs to other 
specifications and for uses other 
than gunstock blanks, unless spe- 
cial permission has been granted. 

L-260-a limited the amount of 
wood for the manufacture of fur- 
niture or for crating in each quar- 
ter, beginning January 1, 1944, to 
not more than 21 per cent of the 
amount used for these purposes 
in 1943, or a total allowance of 
84 per cent for the year. It fur- 
ther specified that no furniture 
manufacturer could accept deliv- 
ery of wood, which, added to his 
inventory on hand, would give 
him a supply for more than six 
months, at the rate of operation 
permitted by the order, or for 
more than three months in the 
case of wood purchased in other 
forms (including dimension stock, 
plywood, and veneer). 


Office and industrial furniture 
affected by the order includes 
small executive and typist desks; 
swivel, side, arm and typist chairs; 
tables for general office use; type- 
writer tables and stands; drafting 
table stools; legal size, letter size, 
plan and blueprint filing cabinets; 
bookcases; storage cabinets; card 
files; costumers; desk trays; 
waste baskets; visible record 
equipment; ledger trays and 
benches. 
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EXECUTIVE FURNITURE TRENDS 
Steady Demand for y= Quality shin Will ow after War 


By JOSEPH CALLAHAN 


ws 


N SPITE of war vicissitudes, 

preferences in office furniture 
among senior officers directing 
banks, insurance companies and 
industrial organizations run con- 
sistently toward sturdy matching 
pieces of fine quality and design. 
In some cases, executives who 
hastily equipped their personal 
suites with whatever furniture 
they could get during the mush- 
rooming war expansion period are 
now looking for more substantial, 
durable pieces to use after Victory. 

These reports come from Doten- 
Dunton Desk Company, which has 
specialized in the craft of quality 
furniture construction for 42 
years, in which time about one- 
third of their entire output was 
custom-built to match specifica- 
tions, materials and designs of 
pieces purchased by previous users. 


This company made a strong 
contribution to the commercial 
trend toward the sanitary base or 
leg desk after the Baltimore fire 
in 1908, when K. R. Dunton per- 
suaded officials of the Baltimore 
& Ohio Railroad to equip its new 
offices with this type of desk in- 
stead of the full pedestal type 
construction built to the floor (and 
usually without casters!) then in 
common use. Mr. Dunton says 
that today some interest has re- 
vived in a modified form of the 
old full base type desk. 

Among the antique pieces re- 
stored by this company was the 
valuable square double-duty desk 
shown in one of the accompany- 
ing illustrations. This pretentious 
“grand piano” style had been in 
service some 150 years in the of- 
fices of one of New England’s 
eldest institutions of learning. The 
second picture shows an executive 
desk in a modern but informal 
setting. 


Quality Furniture for Executives 


In recent years the specialized 
business of building quality office 
furniture has been outstandingly 
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EVOLUTION OF OFFICE FURNITURE THROUGH MORE THAN 150 YEARS.—Pictured 

above is a square grand piano-type desk which has been in service for more than a century 

and a-half in the offices of one of New England's oldest educational institutions. The resto- 

ration was made by the Doten-Dunton Desk Co., Cambridge, Mass. Contrasted below is an 
executive desk in modern but informal setting. 


successful in its application to 
chief executives’ quarters, head 
office directors’ rooms, executive 
lounges and reception rooms, even 
when other office departments are 
equipped with less durable furni- 
ture. A conservative, dignified of- 
fice setting seems in character 
with the aims of many men in 
charge of large enterprises. At 
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any rate they like modern furni- 
ture to reflect the genuine art of 
the old masters. Period pieces of 
Early English, Italian, Colonial 
and Chippendale are popular. 

At the same time, utility and in- 
formality get full consideration. 
Tables for directors’ rooms, for ex- 
ample, vary in length from eight 
feet to 48 feet, and some of them 
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can be taken apart to permit re- 
moval and use of the room for a 
general meeting. This trend for 
informality is reflected in the de- 
mand for matched wing and fire- 
side chairs, cabinets, book cases, 
hat racks, letter trays and waste 
baskets. Sometimes a slight change 
in the conventional design, such 
as pierced splat backs in a Chip- 
pendale chair, gives a pleasing, in- 
formal effect while retaining au- 
thentic period construction. 
With new manufacture restricted 
to about 25 per cent of pre-war 


POST-WAR 


OW IS not any too early to 

start making your plans and 
arrangements for being able to 
stay in the office furniture and 
equipment field,” says I. Sanner of 
Sanner Office Supply Company, 
Erie, Pa. “Perhaps it would be 
best if every dealer took a little 
time off right now for planning, 
no matter how busy he might be, 
in order that he may be able to 
remain busy later on.” 

The first phase that dealers 
have of post-war planning is the 
so-called ‘dream-stage,’ wherein 
they believe that consistent ad- 
vertising plus new products that 
will be manufactured will carry 
them successfully through the 
coming years. In reference to this 
phase, Mr. Sanner suggests that 
every dealer turn over in his mind 
the fact that he will not be the 
only dealer to advertise. 

The next phase is the ‘start-in- 
another-line stage,’ wherein deal- 
ers expect to invade ovher fields 
and do more business than ever. 
The question here is: What com- 
petitive disadvantages will you 
have over the dealers in the other 
field who have been in the line 
for years and have many basic 
ideas on post-war conditions? 
Furthermore, the time that would 
be consumed in becoming techni- 
cally familiar with another line 
could be more profitably used to 
further your own knowledge in 
your own field. A survey by this 
correspondent has demonstrated 
that business done by office appli- 
ance dealers prior to the war and 
during this era has been as profit- 
able as any other business line. 


90 


offerings, available desks in Amer- 
ican walnut and genuine mahog- 
any are meeting essential needs 
through careful standardization. 
All models are now 30% inches in 
height, but still come in various 
widths and lengths. Some handles 
for desk drawers are of cast alloy 
metal, while others are of replace- 
able wood. Corners are invariably 
rounded on all-wood desks. Tops 
are treated to resist scratches. If 
desk covers are used, leather or 
cloth is considered preferable to 
glass because of the reflected glare 


repare View or 
FURNITURE 


By PHIL LANCE 
o 


Look up the statistics in a library 
and as a retail office equipment 
dealer, you'll be surprised at the 
business load carried by you and 
your fellow dealers. Therefore, 
better stay in your own field 
where you have been successful. 


Overhaul Operations 


Post-war planning, like most 
other activities, will be successful 
in direct ratio to the amount of 
well-planned effort that is put 
into it consistently and in accord- 
ance with simple and funda- 
mental principles. Some of these 
principles are as follows: 

1. Orientation.—Create a recep- 
tive attitude among your person- 
nel about the points and advan- 
tages of staying in their present 
positions, pointing out their post- 
war status. Then have a few ‘bull’ 
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of glass or other polished surfaces. 

With adjustable office parti- 
tions, it is now possible to enlarge 
or reduce the size of any room so 
that the furnishing scheme will 
be in character. In special suite 
installations involving many 
matched pieces, it is a good plan 
first to get isometric perspective 
drawings, after factual study of 
the suite to be equipped and the 
proposed uses of the furniture, as 
these factors weigh heavily in de- 
ciding upon the right construction 
and design. 


BUSINESS 


sessions and discuss the actual 
problems. Employees are inter- 
ested in knowing the post-war 
Plans of employers so that they 
know where they come in. 

2. Information.— Survey your 
own background, your products, 
policies and practices. Unless you 
have a perfect organization, there 
should be room for improvement. 

3. Operations.—How do you car- 
ry out sales plans particularly 
adapted to certain products? Af- 
ter all, new and used office furni- 
ture differ in many ways, and re- 
quire different emphases in the 
selling process. 

4. Contacts.—Holding old cus- 
tomers and making new ones 
should be a daily duty. Dig up 
old invoices and send some sort 
of direct mail to these old custo- 
mers. Follow this up with mail or 
telephone calls to prospects in 
local sections. Be in front of your 
potential customer’s eye when the 
time comes. 

“Dealers should not let their 
business currently run on an ‘as- 
if’ basis,” comments Mr. Sanner. 
“Instead, proper consideration of 
the immediate future, plus plans 
already on paper or firmly plant- 
ed in mind, will do much toward 
paving the way for to-morrow. 
Many dealers are now wondering 
what to do in the near future. 
Perhaps if they stopped dreaming 
and investigated the tremendous 
possibilities that office furniture 
and appliance dealers do have, 
they would realize what they have 
before them. The point is, how- 
ever, START NOW; IT IS NONE 
TOO EARLY.” 
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ACTIVE FURNITURE BUSINESS 


EN FACTOR, proprietor of 

Universal Business Equip- 
ment Company, Bridgeport, Conn., 
is a typical southern New England 
office furniture dealer. He has 
built up his business on the time- 
tested principle of providing qual- 
ity merchandise at fair prices. He 
considers his customers his friends. 
“Tt makes me feel good to think 
of my customers as my friends,” 
is the way he put it. That they 
trust him implicitly is evidenced 
by the fact that when they need 
something in office furniture price 
reference frequently never enters 
the conversation. 

Because Mr. Factor is a repre- 
sentative office furniture dealer 
his ideas generally may be con- 
sidered as_ reflections of the 
thoughts of a goodly percentage 
of the other progressive dealers in 
his section. What follows reveals 
some of his ideas about the pres- 
ent and the future of the office 
furniture dealer. 

“A crystal ball may be a big help 
to a fortune teller, but it’s abso- 
lutely no good to an office furni- 
ture dealer who is trying to figure 
out what the future is going to be. 
While our war experiences will 
be of little value as a barometer, 
it is, nevertheless, high time for 
every dealer to start thinking and 
planning for the post-war period. 

“Not a Single one of us knows 
exactly when the present war will 
end, and yet we all know that the 
end is closer now than it has ever 
been before. We should certainly 
try to plan for the future while 
doing the very best we know how 
in the present. 


“We will receive many valuable 
tips from our trade journals. The 
manufacturers whose products we 
handle will keep us posted on 
changing trends. We, ourselves, 
will have to keep flexible and 
ready to move according to the 
way the wind blows. Already some 
of the steel people have been 
around to talk to us about our 
thoughts for post-war products. 


Simplified Designs 


“During the war period there 
has been a great simplification in 
the number of offerings. I think 
after the war manufacturers 
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Interview with 
BEN FACTOR 


Proprietor, 
Universal Business Equipment Co., 
Bridgeport, Conn, 


By DANIEL BERG 
o 


should not try to see how many 
slightly different models of essen- 
tially the same office furniture 
they can make up and catalog. It 
would, however, be a big mistake 
to try to put any curb on individ- 
ual initiative. That, it appears to 
me, is one of the pillars of our 
system of free enterprise. How- 
ever, it seems that it would be a 
good thing all around not to have 
too many items essentially the 
same in the catalogs. 

“Out of this war period, in which 
a damper has been put on new 
creations, I believe manufacturers 
will develop new styles and types 
of office furniture, far superior in 
utility and appearance to any- 
thing we have yet seen. Our busi- 
ness friends naturally will want 
to buy them. We all know that 
when a person really wants some- 
thing, the sale is practically com- 
pleted. 

“Many of the problems we have 
are the results of our own think- 
ing. As Dwight Moody put it, ‘I 
have had more trouble with my- 
self than with any other man.” 

“Some people whom I know are 
worried about the Government 
furniture which they fear will be 
released for sale after the war is 
over. It doesn’t seem possible that 
the Government will glut the 
market, and I am confident that 
the sale of this surplus office 
equipment will be kept under con- 
trol to a great extent. 

“We all know full well that the 
war has brought about the use of 
ersatz materials. Take for in- 
stance the case of filing cabinets. 
Years ago wood filing cabinets 
were the order of the day. Then 
the customers saw, liked, and de- 
manded Steel filing cabinets. When 
the war came, out went steel and 
in came the wood again. As a 
general rule people don’t like to 
walk backwards. Wood was a war 
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necessity, but people are still sold 
on Steel filing cabinets. It seems 
perfectly natural therefore, and 
what I have heard bears it out, 
that many of the wood filing cab- 
inets sold during the war period 
will be relegated to the place of 
transfer files. When steel comes 
back, there are many people who 
will be eager to have the oppor- 
tunity to get what they really 
want. 


“As for old desks glutting the 
market, I feel that most of them 
will be relegated to the scrap 
heap. America is certainly not a 
country that glories in a lot of 
old junk. No, people are looking 
for even better things in office 
furniture. We know that from ex- 
perience. 


“After this war is over, it will 
be a considerably different story 
than it was after World War I. 
People very generally, have been 
buying United States War Bonds, 
which is saving money in the tru- 
est sense of the word. That will 
act as a lifesaver during what 
most people refer to as a short 
reconversion period from war to 
peace manufacturing. 


Small Businesses Will Be 
Established 


“During this war, many of our 
service men are saving consider- 
able sums of money. These men 
are in the age when they want to 
settle down. I have a feeling that 
we will see them starting up small 
businesses from one end of the 
country to the other. From my 
angle, everyone who goes into 
business, considers office desks, 
filing cabinets, and so forth, as 
necessities. That is where we 
office furniture dealers enter into 
the picture. 


“The GI Bill of Rights for the 
soldiers will be a big help in set- 
ting many of them up in small 
businesses. Money has been saved 
and put into War Bonds by the 
people who stayed at home. These 
people are also entitled to a good 
share of credit for building war 
equipment and supplies without 
which our soldiers would never 
come back. Because of these help- 


(Turn to page 105, please) 
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rod to Seating 
Me sia Business Git! 


We salute the American Business 
girl who has served her country so 
faithfully. As secretary, stenog- 
rapher, typist and general office 
worker, she has helped win the 
“battle of production.” Jasper Chair 
Co. has provided the right chair to 
increase her comfort and efficiency. 
Jasper Chair Co. in peacetime and 
wartime has always measured up ol 
to its two-fold responsibility ... to its 


dealers and their customers. Behind 





the scenes, Jasper Chair Co. is now 
laying careful plans for POST-WAR. 
When that time comes—we'll ‘‘de- 


liver the goods” you'll want to sell. 
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JASPER IN DIANA 
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cated to Seating 
~ ~ Americaf Business Matt: 


We salute the American Business 
man who has contributed so gener- 
ously to the war effort. Without his 
faithful cooperation... without his 
untiring effort, production of critical 
war materials would have been 
seriously hampered. Yes... proper 
seating has made work easier for 
thousands of executives and gen- 
eral office workers in government 
agencies and war industries. Jasper 
Chair Co. is proud of its contribution 
to the seating comfort of America’s 
business front...a satisfaction in 
which every Jasper Chair dealer 
may well share an interest. When 
peace comes, Jasper Chair Co. will 
continue to produce the kind of 
chairs for which the company is 
justly famous. 





REPRESENTATIVES: 


E. W. Thomas Southwest) James S. Fowls, 


(Southern 


Box 3493 Peninsula Station 327 Sunset Drive North 
Daytona Beach, Florida St. Petersburg, Fla. 


Geo. A. Litchfield, Sales Mar. 


W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 383 Madison Ave. 
Phone ROGers Park 3644 Seattle, Wash. New York, N. Y. 





OFFICE APPLIANCES, 


September, 


1944 


93 








A SALUTE TO ALL THE OFFICE F 








if 


‘4 a te we 
; % oe fi Me : Y E 
St sed me 
i pan 
4 
ey q 
: re 3 
SW 
~ 8 


aN ¥ 
es, 


MYRTLE DESK COMPANY 


HIGH POINT NORTH CAROLINA 
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As we look back in retrospect . . . to survey the 
contribution of our industry to the nation’s war 
effort, we are impressed with the job done. Literally 
hundreds of thousands of desks have found their 
way through dealer channels to every administrative 
avenue of the war program . . . where the plans of 
Victory are formulated by men and women on the 


production front. 


Myrtle Desk Company and Alma Desk Company 
share with their dealers the glow of a job well done 
for our desks have successfully met the stress of 


war-time requirements. 


For tomorrow’s business world, when peace reigns 
once again, we are planning new and finer desks to 
further enhance the well-earned recognition of our 
desks among users, buyers and sellers of office 


furniture. 
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From the Heart of the Forest.. 


To the Heart of the ¢ 
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Nature has indeed been generous to manufacturers of 
wood office furniture. Out of the forests comes a bound- 
less variety of wood possessing innate loveliness of 
grain and fibre . . . all designed to please the broad 
and varying tastes of dealers and their customers. 
Beautiful as a tree and beautiful as a material subject 
to the woodworkers’ arts, wood makes a dual contribu- 
tion to man's artistic urge. Natural beauty gives to 
wood a charm that suits it admirably for use in making 


furniture. 


JASPER OFFICE FURNITURE CO. 
JASPER, INDIANA 
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It is a fascinating task to take the endless variety of 
woods that Nature has so abundantly provided and 
transform them into Jackson Desks. Under the tools of 
skilled and experienced craftsmen, wood takes on the 
sleek, efficient lines of modern Jackson office desks, 
bringing promise of convenience and efficiency to the 
business men and women who will ultimately use them. 
We all know that wood desks have made a significant 
contribution to the administrative phase of the war 
effort. Now... let's shout this from the ''tree-tops"... 
marvelous new developments in processing wood make 
its future brighter than ever. It's now certain... the 


Desk of Tomorrow will still be WOOD. 


REPRESENTATIVES: S. R. Evans, 813 Bona Allen Bidg., Atlanta 3, Ga. 
James H. Davison, Hotel Figueroa, Los Angeles, Cal. Howard Maley, 115 Tarbell Ave., Bedford, Ohio 
Marion VY. Follin, 220 Fairbanks Road, Riverside, III. L. H. McDaniel, 3600 Parkhill Drive, Ft. Worth, Tex. 
George B. Wray, 130 W. 42nd St., Room 819, New York Charles L. Pettibone, Bedford, Ohio 
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NATIONALLY ACCLAIMED! 


\ luxurious, upholstered Swivel Armchair 





for those business and professional men 





who have important work to do and deserve 





maximum chair comfort while doing it. Tilt No. 3608 


and Swivel features provide restful comfort. 
Convertible to steel mechanism when avail- 
able. Seat and back upholstered with high 
grade leatherette in Tan, Green. Red and 
Brown. Made from selected Northern 
grown birch. Oak or Walnut finish. Ship- 
ping weight 40 Ibs. 


No. 3608 $60.00 List 


(CONVERTIBLE TO STEEL MECHANISM WHEN AVAILABLE) 


SIDE CHAIR 
MATCH 

<— Upholstered seat and 
back. Tan, Green, Red 

and Brown leatherette. 

Oak or Walnut finish. 
Shipping weight 30 Ibs. 

No. 3610. . .$50.00 List 


TO 








WATCH FOR THE WELLS 
CONTEST WINNERS! 
OCTOBER is the month. The 10 contest 
winners will appear in the October trade 
press. Or if you're attending the N.S.A. 


Convention in Chicago October 2, 3, 4 you'll 





find the Wells contest winners announced 





No. 3610 ’ paces igi: 
in the Wells Office Furniture Company’s 


booth display J1 and J2. Stop, Look, Visit! 











725-33 SOUTH 
™ + : LASALLE STREET 
—2> iF =] CHICAGO 5, ILL. 


OFFICE FURNITURE COMPANY TEL HAR 1100 
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WELLS DESK LINE 
































Here are two commercial 
office desks that are certain 
drawing cards in any office 
furniture department. 
They're sturdy, well built 
desks alain possessing the 
kind of appearance that 
wins a ready welcome. No. 
3630 and No. 3634 are 
“tops”... they merit your 
consideration because they 
will make sales for your 
store. Sell Wells... Sell 
Wisely. 

















No. 3634 
60”"x34” 
$97.70 List 





Have you received the New 
WELLS CATALOG No. 555? EI DESK TOP 
a‘ : WRITING BEDS or DESK TOPS: 

It is yours f he asking. ; ss - 
m yours fer the asking 114 inches thick, 5-ply full thick- 
ness throughout with banded 


edges. 








LEGS: 154 inches, neatly tapered 
and shaped; equipped’ with 
metal glides. 

DRAWERS: Hardwood sides, dove- 
tailed front and back with 3-ply 
tottoms framed-in. Deep drawer 
in pedestal partitioned for books. 
Center drawer equipped with pen 
and pencil tray. Secretarial desk 
equipped with stationery rack. 
Drawer interiors completely fin- 
ished. 

HARDWARE: Cylinder type key 
lock in knee drawer. All desks 
completely equipped with lock- 
ing device, automatically con- 
trolled by knee drawer. 

FINISH: Standard Office Oak, 
Walnut and Mahogany. 





No. 3630 
60”"x34". $87.00 List 





725-33 SOUTH 
LASALLE STREET 


CHICAGO 5, ILL 
TEL HAR. 1100 


) OFFICE FURNITURE COM PANY 
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DIEBOLD 
a) 


333% More capacity 
Speeds up machine posting 





DIEBOLD 
PRODUCTS 


Cardineer — Rotary Visible File 
Tra-Dex — Vertical Visible Tray 
V-28 — Posting Tray 
Fibre Stak — Storage Files 

*Safes 

*Vault Doors 

**Receding Door Safes _ 
**Electric Rekordesk Files ; 
**One Hour Insulated Files ref 
**Insulated Utility Chests 
**Money Chests 

**Steel Storage Files 
**ReveldexeRotaryReferenceFile 


TRA. 
wr Verti DEX 


rovid 
ie Ge faster 


**Reference Panels 
foster PoSting, 


**Holdup Equipment 
***Flex-Site — Visible Binders 
***Transter Binders 


Items not marked ore not restricted 
* Available — restricted 
**Not being built during emergency 
***Certification only required 
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cal Visible Tray 





fig 
oo DS POSTING TRAY 


@ The versatile record tray, with effortless 
operation for faster filing, finding, sorting, stuffing. 
The multiple separator construction prevents 
buckling or curling of lightest tissue copy paper 
as readily as the heaviest weight index records. 
Easily accommodates ledger cards for all types of 
posting machines. No follower or compression 
mechanism. Portable—compact— sturdy. 


The outstanding features of the V-28 Posting Tray 
have created a rapidly growing demand for it. 
Several models now ready—to provide smooth 
routines—to simplify and speed up operations 
—to reduce costs. 


The V-28 Posting Tray and other Diebold 
Products offer you an outstanding line of business 
systems equipment—to meet your customers 
every need—to build profitable sales for you. 


DIEBOLD, INCORPORATED 


CANTON 2 ° * OHIO 
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Hitler 


SAID IT: 


(One of the things the world has 
learned about Hitler is that he's 
always called his shots. His big 
‘Surprise’ acts of the past real- 
ly surprised the world because 
he did exactly what he said he 
was going to do—and we were 
either too uninformed or too 
complacent to believe him 
Here's something Hitler wrote 
in 1938. He's tipped his hand 
again. Have we tearned our 
lesson? Can we forestall him 
this time?) 


‘‘A defeated nation can, even better than a victorious nation, 
be trained and prepared for the day of final victory. It 
may happen that I cannot win victory at once in this coming 
war; we may be forced to interrupt it. Then we will be 
back underground. We will smile, we will look, we will wait. 
But after some years, when the weak and inefficient de- 
mocracies will have utterly failed to solve the world’s post- 
war problems, then we will suddenly break loose from under- 
ground and our stupefied enemies will discover too late that 
millions of their own youth, misguided by weak education, 
disappointed by democracy’s failure, will be on our side. Vic- 
tory in this third World War will be quick and easy. It 
will be in our pocket like a ripe apple we take from the 
falling tree of democracy.”’ 


ADOLPH HITLER, written in 1938 


MONROE , MICHIGAN 
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Long Card Tray 
With Cover 7 





Midget Tray With Cover 


The Finishes are 
Oak, Mahogany, 


Walnut and Green 





Two-Drawer Sectional 


Card Index Cabinets 








Single Drawer Card Index Cabinets 


ff Us Monroe. Michigan 














y | ihn 


Standard Line 





Letter Trays 





Two Trays with Outside Metal Supports 





a Deep Letter Tray 
The Finishes are 


Oak, Mahogany, 





Walnut and Green 


Standard Letter Size Tray 
Also Made Legal Cap Size 
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——_———— x Two Trays with Inside Metal Supports 





Monroe. Michigan Gf 2- 





+ Klinger Supply, Ine. 
Moines, lowe 
Ll. Klinger Supply, Ine. 
Lary Company 
Imperial Products Co. 
Cleveland, Ohte 


- Hale Company, Ine. 
Metison, Meconsin 


3S. Cranfield, In 
Prenct 
2. Becker & Foster 
Cincinnati, Onto 


Acee . 
Colorado 


For Easy F 


and 





The Weis Manufacturing Company 


Monroe, Michigan 
New York: The Weis Mfg. Co., 54-56 Franklin St. Chicago: Associated Stationers Supply Company 
Boston Adams, Cushing & Foster, Incorporated 


Carpenter Paper Company 
Omaha Oklahoma City Fort Worth Kansas City 
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SOUTHERN NEW ENGLAND 
LOOKS AHEAD TO ACTIVE 
FURNITURE BUSINESS 
(Continued from page 91) 
ing factors, it seems to me very 
likely that this post-war period 
will be a great deal more stabilized 
than the previous ones. It seems 
perfectly natural for peace and 
prosperity to go hand in hand. It 
makes good sense to me, and I 
feel that is what is going to 

nappen. 

“Don’t forget, too, that thou- 
sands of doctors, lawyers, and 
other professional and business 
men sold out their office equip- 
ment and went to war. After it is 
cver, they will come back, buy new 
office furniture and start right in 
again. Somehow or other, I feel 
that they will buy the better 
grades of office furniture more 
generally than ever before. 

“My company has done quite a 
business in desks for use in the 
homes of business men. I believe 
it is logical that every man who 
works at a desk in business should 
also have a desk in his home. 
There he can keep his papers and 
perform such work as is necessary 
or convenient. If we could effect 
this sensible development, it would 
mean a tremendous increase in 
our business. I feel that we office 
furniture dealers are the logical 
channels for business of that type. 


Why People Buy 


“Sometimes I think we _ lose 
track of the three basic reasons 
why people buy. Our lack of this 
understanding is perhaps stand- 
ing in our way and barring the ac- 


complishment of some of our 
hopes. Those basic reasons, which 
are the same for any commodity, 
are necessity, convenience, and 
luxury. 

“Tt’s all in the way the customer 
feels about it. If he considers an 
article a necessity, then he feels 
that he cannot get along without 
it in his business. 

“An article which he considers 
a convenience is something which 
he thinks will enable him to ac- 
complish his work with less effort, 
or possibly in less time. 

“If he regards an article as a 
luxury, he thinks that it will give 
him a sense of Satisfaction in 
ownership. It would hardly be as 
senseless a thing as a fancy horse 
bridle for a man who doesn’t ride 
a horse, but it would be something 
beyond necessity or convenience. 


Classify Your Products 


“By perceiving in which one of 
these three classes the prospect 
considers office furniture, you can 
be sure that along that path you 
will find the point of least re- 
sistance to the eventual sale. 

“During this war period office 
furniture dealers have had the 
opportunity to find out who their 
real friends are among the manu- 
facturers. Strong, loyal manufac- 
turers who have ‘played ball’ with 
the dealers will not be forgotten. 
Those who took advantage of the 
circumstances will be eliminated. 

“When the war is over mer- 
chandise will become more plen- 
tiful. That is the time we will 
review our experiences during the 
wartime seller’s market. We will 
think of allotments, deliveries, 





and the general breaks we have 
received from our suppliers. Most 
of us, I believe, have had excel- 
lent co-operation from the top- 
flight manufacturers. Those are 
the ones who will merit and re- 
ceive the breaks from the retail- 
ers. Some of the things we will 
consider are repeatedly broken 
promises on deliveries, smaller al- 
lotments than we were entitled to, 
favoritism to some accounts. We 
won’t forget, either, efforts to 
change the terms of sale, hidden 
clauses, and attempts to pass on 
to the dealer the entire burden of 
difficulties arising from ersatz ma- 
terials. 

“Of course, we should give con- 
sideration to wartime manpower 
and production difficulties. Never- 
theless, most of us have found out 
who our real friends are among 
the manufacturers. They are the 
ones we will stick to, everything 
else being equal. I personally be- 
lieve that there will be splendid 
co-operation between manufac- 
turers and dealers of office furni- 
ture in the post-war period. 


Market for Furniture 


“One cannot say with certainty 
what the future will bring. Never- 
theless, I believe I am standing on 
solid ground when I say that 
there should always continue to 
be many places where office furni- 
ture can be sold. 

“It is entirely natural for peace 
and prosperity to go hand in hand. 
If we can accept that as an axiom, 
then there is no reason why we 
cannot hope to see a happy and 
prosperous post-war period for 
the office furniture dealer.” 





HOW A SHAW-WALKER EXPANDEX FILE PUT AN END TO SPACE-WASTING 
AND MISFILING.—The file on the right, with metal tab index, slowed filing and 
finding and wasted space in the files of the Merchants’ Association of Indianapolis 
for many years. On the left is the “cure,” a Shaw-Walker Space-Saver Expandex, 
designed to expedite reference. Note the comparison of the “Hamilton” section. 
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Recent 
Instal- 
lations 


SIMPLICITY AND 
GOOD TASTE IN THE 
MODERN OFFICE,— 
Pictured is one of sey. 
eral private offices of 
the Richey-Barrett Co, 
Cleveland, outfitted by 
the Ohio Desk Co., of 
that city. Chairs and 
lounge furniture are by 
W. H. Gunlocke Chair 

Co., Wayland, N. Y. 


A MODERN. OFFICE 
GEARED TO_INSUR 
ANCE PROCEDURE— 
Airline desks built by 
Art Metal Construction 
Co. attest efficiency in 
the offices of the Unit 
ed Pacific Insurance 
Co., Seattle, Wash. The 
installation was made by 


Trick & Murray, Seattle, 


AN AIRLINE DESK IN 
STALLATION IN MIN: 
NEAPOLIS. — Typifying 
efficiency is this office 
of the Home Insurance 
Co., Minneapolis. Built 
by Art Metal Construc 
tion Co., the desks were 
installed by Farnham 
Stationery & School Sup: 
ply Co., Minneapolis. | 
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DEALERS SOLVE WAR PROBLEMS 


< re Put fo pe OP City ee ee bring Optimistic Responses 


| N THE Minneapolis-St. Paul 
goarea, a survey reveals that 
there is no difficulty in getting 
business. Getting merchandise is 
another story. Even with the 
Shortage of merchandise, office 
outfitters are finding that the 
whole picture of sales is good, 
considerably better than they had 
expected it to be shortly after 
the outbreak of the war. Offices 
need to be furnished. There may 
not be complete satisfaction with 
Victory model office furniture, 
but since it must be accepted, it 
is being done cheerfully. There is 
a consistent amount of new fur- 
nishing of offices, which the ac- 
tive merchant can turn to his ad- 
vantage. 

Shortage of help is still the big 
problem. All businesses are find- 
ing this increasingly difficult to 
cope with. Office workers and 
salesmen are taking on a double 
load. Repair shops run in con- 
nection with office furnishing 
businesses are hard hit. But with 
all of these difficulties, there is 
¢ood business in this field. 


Saint Paul Office Equipment Co. 


In normal] times, the Saint Paul 
Office Equipment Company makes 
a specialty of office systems. With 
the restrictions in merchandise, 
accent has been put on other 
phases, particularly the recondi- 
tioning and resale of used office 
furniture. M. I. Roberts, owner 
and manager, who has been in 
business in Saint Paul since 1922, 
is so well known, that he has 
many contacts which permit him 
to have the opportunity to buy 
good used furniture and other of- 
fice equipment for which owners 
have no further use. It is put into 
condition in the work rooms of 
the company. 

Most of the office furniture sold 
by this company is purchased by 
those who are engaged in war 
work and have either opened new 
offices or have enlarged their old 
ones. Government agencies form 
another good source of business. 
Expansion of offices for these ac- 
tivities has meant the purchase 
of a large amount of office equip- 
ment. 

Many customers are willing to 
take Victory model equipment or 
reconditioned furniture since the 


108 


By ETHEL C. PITKIN 


furnishing is often of a tempor- 
ary nature. 


Saint Paul Typewriter & Business 
Equipment 

Mrs. Max Friedland, who has 
managed the Saint Paul Type- 
writer & Business Equipment 
Company since her husband died 
last March, says, “We are still 
getting some office furniture. We 
try to carry a complete line. We 
were in a fortunate position be- 
“ause we were heavily stocked 
when the war started. We still 
have some pre-war stock, even 
in swivel chairs. We find that our 
customers are extremely reluctant 
to buy Victory models. Formerly 
we sold a line of all-steel equip- 
ment desks, chairs and files. To- 
day, of course, that is out. We 
buy used furniture that is basic- 
ally sound, for reconditioning in 
our own work shops. In business 
volume, we find that we are doing 
about the same amount as for- 
merly. Our salesmen are mostly 
in the armed forces, but we do a 
good business through mail orders. 
We have been established in this 
territory so long that it has not 
been difficult to turn from sales- 
men to orders by mail.” 

One of the interesting features 
of this store is that a large rental 
business is carried on in office 
furniture and equipment. Much 
of this is to war plants, many of 
which prefer to rent rather than 
to buy because their work is tem- 
porary. Files are one of the items 
that are rented in large numbers. 
Reconditioned furniture is a good 
rental number and for this reason 
sales are not pushed. A large part 
of the stock in this line is kept 
for rentals. 

In sales there is a big demand 
for letter size files and for pos- 
ture chairs. The store still has a 
fine selection of pre-war desks. 

Advertising is carried continu- 
ally in news, shoppers, neighbor- 
hood and farm papers. The latter 
brings in many of the mail orders. 
A much larger business in sales 
could be carried on if it were pos- 
sible to get more merchandise. 


OFFICE 
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The prospect for the post-war 
period is good, if current inquiries 
concerning office furniture are in- 
dications, according to Mrs. Fried- 
land. 


Jacobson Fixture Exchange 


A great amount of refurnishing 
of offices has been done by the 
Jacobson Fixture Exchange, Min- 
neapolis. In spite of restrictions, 
this house reports doing a better 
business than for many previous 
months. Merchandise is hard to 
get but sales are easy. Anything 
and everything that can be ob- 
tained sells readily. Many of the 
items that are sold can be used 
in post-war offices. The wood files 
that are being furnished today 
can be used for transfer files in 
tomorrow’s office, when steel files 
are again available. Business men 
feel that the furniture that can 
be bought today can have a very 
substantial use in later days also 
and so are buying freely. 

Reconditioned furniture is sold 
in substantial volume by the 
Jacobson organization. Very well 
equipped work shops with excel- 
lent workmen do a thorough job 
of turning out furniture which is 
able to give long time service. 

Located in the loop district, the 
Exchange draws attention to its 
stocks by excellent displays. The 
large window frontage of the store 
permits passers-by to see the in- 
terior layout. Displays on the floor 
are made with this in mind and 
show the variety that is on hand. 


Miller-Davis Company 


An optimistic report was re- 
ceived from the Miller-Davis Com- 
pany of Minneapolis. ‘Customers 
are buying more than a year ago,” 
said L. P. Burlingham, manager of 
the furniture department. “Even 
with the restricted items that are 
so frequent in our business, we 
are doing a better business than 
usual. The merchandise that we 
are offering is being received well. 
The majority of our customers 
have a full understanding of the 
limitations of today’s business and 
are accepting conditions with 
good will. Our lines have been 
strength-tested. There are fewer 
patterns being turned out, but 


(Turn to page 121, please) 
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Yes, these always-popular numbers are again in pro- 
duction. We can issue a ‘Return Ticket"’ to you on any 

. or all of them .. . subject, of course, to the understanding 
ve f Z that orders carrying essential end uses or priority ratings 
ll. j will receive preferred attention. No. 2501 is built with the 
rs fa patented ‘‘Velveturn”’ swivel mechanism which can quickly 
ie «= and easily be replaced with a metal mechanism when 
id metal is again available. 

















When Vital Papers are Mislaid 


...Jnadequacy of Filing Supplies 


is Frequently at Fault 














HE business executive must have the 
= . the vital paper at his 
fingertips the instant it is required. If a 
letter, order or memorandum cannot be 
found quickly ...check the completeness 
and efficiency of filing supplies. Is the 
filing system up to date? Are filing supplies 
on hand to meet the demands? Have worn- 
out cards, guides and folders been discarded? 

The office is the nerve center of .the 
production front .. . the control center 
upon which the plant is dependent for 
efficient functioning. The. smooth flow 


of activity depends not only on per- 
y ; 





nena 











sonnel but upon the proper tools that 
are necessary to do the job. 

GF dealers stock our complete line of 
filing supplies ...and offer wartime 
America a valuable business service. 
Paper stocks are high quality ...manu- 
facturing assures uniformity ... pro- 
tective packaging. When special help is 
needed ... men skilled in modern filing 
technique are always available for the 
solution of indexing problems. 

When men and metal are mustered 


out... GF will again build chairs, files, 


desks, tables and other equipment items. 


The 
GENERAL FIREPROOFING COMPANY 


Youngstown I, Ohio 
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THE JASPER DESK Cl 
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WOOD has had a glorious past... 
it is destined to have an even 
greater future. Wood’s natural 
beauty combined with man’s in- 
genuity gives promise of Jasper 
Desks which will provide the ulti- 
mate in functional design and 
‘“‘eye-appeal.”” The imagination of 
Jasper Desk dealers may well be 
fired by the thrilling new prospects 
and the dramatic possibilities of 
what lies before them in the sale of 
wood office furniture. Keep your 
Eyes on Wood...and JASPER 
DESKS. Your success in the post- 


war era is assured. 


September, 1944 
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Sell ’em Together... G/!” Wood Files and Safeguard 





For descriptive literature and selling 
aids, write today to the “Headquar- 
ters for Modern Office Engineering,” 
The Globe-Wernicke Co., Cincinnati, 
Ohio. 


Globe -“Wernicke 


FILING SYSTEM 


“SA FEGUARD" 
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G/W SAFEGUARD SYSTEM 


Safeguard’s easy, accurate effi- 
ciency enables your customers to 
cut filing time and costs. A grand 
profit maker for you... Easy to 
sell for any standard size filing cab- 
inet, it brings you double profit 
when sold with its partner, G/W 
Wood Files. 


G/W WOOD FILES 


Outstanding leader for your au- 
tumn equipment promotion is the 
precision-built, master-crafted 
G/W Wood Files. Available in 2-, 
3-, and 4-drawer letter and legal 
sizes richly finished in dark green 
or imitation walnut. 
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System... for Double Sales, Double Profits | 


ARENT PRS SPSS SITS 


September, 1944 0 











Precision-built for smooth, feather- 
touch operation. Quality materi- 
als for long, efficient service. Attractive 
appearance for greater sales appeal. 


Globe - Wernicke #2" 


WOOD FILING CABINETS Stationers’ Supplies 
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POPULAR CHOICE FOR DESK HONORS 
4 INDIANA DESKS 





Exciting days are here again. With the presi- 
dential election not far off, it is only natural 
that we should think of the leading candi- 
dates for OFFICE. Speaking of candidates 
for OFFICE, we think Indiana Desks are 
worthy contestants. It won't be the first 
time that Democratic and Republican busi- 
ness men throughout the country have all 
voted Indiana Desks their number | choice. 





Indiana Desk qualifications are a matter of 


record ... smart design and excellent crafts- 


manship are part of every Indiana product. 
We promise you outstanding traits of lead- 
ership in the future as well. The Indiana Desk 
of Tomorrow will give Indiana dealers the 
platform that will win everlasting votes of 
confidence and praise from business men 


everywhere. 
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INDIANA DESK CO. 
JASPER, INDIANA J 
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A MESSAGE FSO 


BS. kL. MARSLE 


DPEALERS 


@ Our present line is restricted to the upholstered and all- 
wood chairs illustrated in our April 1944 Supplement. 
Although curtailed in scope, this line meets today’s prin- 


cipal requirements in utility office seating. 


Like most other manufacturers, we are handicapped by 


necessary wartime restrictions of materials and by an acute 


—_ shortage of employees. Our limited pro- 


duction goes first of all to priority orders 
and important sold orders with essential 
End Use. What is left is allocated to 
dealers’ stock orders for shipments in 
the sequence of their seniority, with 


no special advantage to any one dealer. 





This policy of fairness to all, we believe, is the “Golden 
Rule” of business. We will continue that policy in the best 
interests of our many loyal dealers. And while we are 
working for today, we are planning for tomorrow, to the 
end that we will be ready zn every sense of the word when 


Victory is attained. 


THE B. L. MARBLE CHAIR COMPANY + BEDFORD, OHIO, U:S:A 


Foremost manufacturers of wood office chairs 
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Can't give you details now... just dropping a little hint... 
something's stirring at Invincible that’s worth watching for... 
Won't even discuss it at the Stationers’ Convention in Chicago 
7 next month, but it will be good to see you there... Look us 


up in the Directory ... We'll be keeping an eye out for you. 


METAL FURNITURE CO. 


MANITOWOC, WISCONSIN 





DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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DEALERS SOLVE WAR 
PROBLEMS 


(Continued from page 108) 


our customers make the best of 
what we are able to offer.” 


The future depends on the 
manufacturers, according to Mr. 
Burlingham, as to what they get 
out in their lines. Sales are good 
and can be better if increased 
production is permitted. The war 
industries in this area have cre- 
ated a big demand for office fur- 
niture which Miller-Davis has 
been able to supply in quantity, 
thus bringing business up well in 
volume. There has been a good 
amount of refurnishing of offices 
and of enlarging quarters in many 
instances. This brings in good 
demands for extra office furni- 
ture. 


Leslie Schuldt Company 


With surplus money about, due 
to the war plants in the vicinity, 
business men in St. Paul are eager 
to brighten up their offices with 
new furniture and accessories, re- 


ports the Leslie Schuldt Company. 
Victory models of office furniture 
have had good acceptance, espe- 
cially since this concern has tried 
to weed out unsatisfactory models 
and replace them, as fast as pos- 
sible, with new models in which 
more metal is being used. 

Used furniture has, of course, 
helped supply the demand that 
could not have been met by new 
furniture alone. The firm main- 
tains work rooms where’ used 
equipment is reconditioned, em- 
ploying two men full time. Much 
used equipment is uncovered 
through regular checking of 
newspaper advertisements of con- 
cerns going out of business, mov- 
ing, and so forth. 

Another source of used furni- 
ture is uncovered because of the 
firm’s specialty—bank supplies. 
Salesmen cover two states, and 
often are able to pick up used 
furniture from country banks and 
business houses which have, in 
many instances, had pieces put 
away in store rooms. Though such 
equipment is often obsolete, it is 


many times of excellent construc- 
tion which responds well to recon- 
ditioning. Long unused safety de- 
posit boxes, reconditioned, meet a 
real need. 

Show rooms of the firm are on 
the spacious second floor of the 
building. The downstairs rooms 
have been rearranged and stock 
has been brought in from the 
warehouse at the rear. On this 
floor are the accessories, includ- 
ing a full line of stationery in 
which the firm does an excellent 
business. Office furniture is ar- 
ranged at the front to attract at- 
tention of passers-by, although 
there is little drop-in trade. Sales- 
men, who are still kept on the 
road to keep contacts alive, bring 
in the largest amount of business. 
In normal times bank remodeling 
jobs are handled. 

The Leslie Schuldt Company 
has been operating at this loca- 
tion for the past five years. Bas- 
ing its predictions on the current 
demand for office furniture, the 
company is looking forward to an 
excellent post-war period. 


erchandising J ewities 


UNDER WAR CONDITIONS 


HE SUBJECT of “Merchandis- 

ing Under War Conditions”’ is 
as broad as the horizon and, in 
our opinion, has to be approached 
from the angle of the individual 
business, to a great extent. There- 
fore, we write from the standpoint 
of our own conditions. 

It has always been our policy to 
build a clientele among substan- 
tial organizations who are willing 
to pay a fair price for their office 
furniture, who appreciate services 
that we can render in many ways 
that are beneficial to the cus- 
tomer. We avoid the shopper and 
the price buyer. 

At the beginning of the war we 
found that many of our old cus- 
tomers were entering defense 
work, which meant greatly enlarg- 
ing their operations and creating 
a need for much additional equip- 
ment. We discovered also that 
many of the buyers formerly with 
our old customers were taking 
positions with various defense 
plants and calling us for their new 
requirements. Naturally we con- 
tacted many of the defense plants 
that were buying on a large scale. 


By ROD E. NERN 


Nern Office Furniture Company, 
Los Angeles, Calif. 


i) 


We realized shortly that we had 
all the volume that we could han- 
dle and still do the job in the 
proper way. We analyzed our posi- 
tion at that time and gave 
thought to what would come in 
the future. We established and 
carried out the policies outlined 
in the succeeding paragraphs. 

Due to the difficulty of getting 
merchandise we thought it best to 
distribute what would be available 
among our established accounts. 
We eliminated practically all out- 
side solicitation of new accounts, 
except those who were referred to 
us or to whom we were referred 
by our regular customers. With the 
limited amount of available man- 
power we found that although we 
were able to give a reasonable 
semblance of our pre-war service, 
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our organization, our facilities 
and our stock were all taxed to 
the limit. An attempt to secure 
further volume would definitely 
result in our inability to attend 
properly to the business already 
established. 

All advertising other than a 
limited amount to keep our name 
before the public has been elim- 
inated. This applies to all types 
of advertising, including mail. 


Maintaining Customer Contacts 


One thing we do as best we can 
is what we believe to be one of 
the most important things for all 
merchants regardless of lines 
handled. That is to keep contact 
with the many accounts that have 
been good, steady customers in the 
past but due to war conditions 
are not doing any buying, or very 
little, during this period. Through 
personal visits, calls over the 
phone or by letter, we try to re- 
mind temporary non-buying cus- 
tomers that we are not seeing 
them as often as formerly due to 
lack of manpower, but that we 
have not forgotten them and are 
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not so puffed with war prosperity 
or easy business that we are pass- 
ing up old friends. It is surpris- 
ing how many favorable reactions 
have come to us as a result of this 
policy. In our opinion we are ce- 
menting friendships that will be 
long lasting, highly desirable and 
genuinely profitable when we set- 
tle down to normal business con- 
ditions once again. These ac- 
counts will provide our “bread and 
butter” after the war and will well 
repay the time taken now. All too 
many dealers and manufacturers’ 
representatives are overlooking 
the fact that the inconsequential 
customer of this period feels ne- 
glect very keenly. After the war 


ne will be definitely inclined to 
place his business with the sales- 
men who are now taking time to 
make good will contacts in various 
ways, even though there is no 
prospect of immediate business. 

We try to keep our showroom 
floor as well arranged as in pre- 
war days. Naturally the assort- 
ment of furniture cannot be as 
broad as formerly, but with the 
new items available and with the 
better class of used equipment 
properly reconditioned, it has been 
possible to maintain a fairly pre- 
sentable display. Also, we try to 
give the same attention and show 
the same courtesy to everyone 
coming into our store regardless 








of how little or how much he 
might be interested in buying. 

It has been our definite policy 
to refrain from attempting to se- 
cure Government or large defense 
plant business on a bid basis, 
which practically always means a 
no-profit deal and diminishes 
stock without creating any per- 
manent good will. 

In our opinion it is no trick to 
get all the profitable business that 
a firm can handle during the 
present conditions. We are con- 
cerned with the matter of having 
a steady clientele after the war 
has ended. We believe that all 
merchants should make that their 


goal. 





GLOBES AND FURNITURE IN THE GALLUP STORE.—Left, a salesgirl, one of several 

hired to replace former salesmen called to the colors, demonstrates a globe to a customer. 

The girls are doing a nice job with globes, maps, sundries and office furniture. A small 
section of the furniture department is shown at the right. 


Whole : = of Vid Sct Up by 


SALE OF 


VERY salesman who repre- 
sents an office supply retailer 
agrees the sale of even one desk 
should be the beginning of a 
“beee-autiful” friendship, profits 
for the house, and recurring com- 
missions for the contact man. 
And, insists Pete T. Jamerson, with 
Gallup Map & Stationery Com- 
pany, Kansas City, Mo., that desk 
doesn’t even have to be a new 
one! Suitability for its job, and 
efficiency—these are the prime as- 
sets sought in desks, by business 
men. 
Let’s talk desks for a paragraph 
or so because they are universal 
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By ANN GALT 
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“musts” in any business office. 
Mr. Jamerson won’t divulge a 
preference for material, if he has 
one. Steel? Surely, for sanitary 
reasons, for ease in respraying, for 
business-like appearance. Wood? 
Executives who want glamorous 
inner offices and directors’ confer- 
ence rooms will always demand 
wood —full walnut — aristocratic 
mahogany. Plastics? There’s a 
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vivid interest, but little informa- 
tion on availability. Structural 
glass? That’s fraught with con- 
jecture as yet. 

The Gallup firm balances stock 
in the diverse materials when that 
is possible. Even when the trend 
is to secretary-green steel, many 
offices want what this store also 
carries—fine woods in old estab- 
lished lines, both for fill-ins and 
complete new set-ups. 

“We don’t despise the lowly 
trade-ins on office furniture,” ad- 
mitted Mr. Jamerson. “We mer- 
chandise them.” It seems Gallup’s 
now accepts with zest the kind of 
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used office furniture they former- 
ly sold to second-hand dealers. 
They clean it up, not attempting 
a full refininishing or restoring 
job, and sell it at a price to fita 
need. Any damaged pieces are 
repaired, of course. 

All used office furniture is kept 
away from the new Selections. 
Such a mixture of used and new 
makes the old appear unduly 
shabby, and detracts from the 
fresh factory-finish of the just- 
unpacked equipment. That’s why 
the shopper for a desk is shown 
the really representative display 
to the right of the main Selling 
floor, where, out of the run of 
traffic, the prospect can be given 
every opportunity for considera- 
tion of the furniture offered. If 
the prospect cannot be sold new 
equipment, indicating himself that 
he wants just an inexpensive desk 
for a shipping room, then he’s in- 
vited to the trade-in selection on 
the second floor. Sometimes a 
temporary desk is sold because 
the venture is really tentative. A 
customer, aS every salesman 
knows, may rock along with hum- 
ble fixtures, grateful for the easy 
deal, and when on firmer founda- 
tions, later come back for a fine 
outfit. 


Accessories Follow Desk and Files 


Two opportunities present them- 
selves for additional sales. These 


Pete Jamerson follows through 
aggressively. “A filing cabinet is 
just empty storage until its acces- 
sories are bought—and under- 
stood. Indexes, folders, fillers— 
these make the file of use. Desks 
need trays, blotters, lamps, in- 
dexes, desk pen Sets, correctly 
sized stationery, drawer dividers, 
and so forth. When we Sell the 
furniture we sell the furnishings. 
Failing in that, we have the per- 
fect opportunity when we install 
the furniture for use, and sincere- 
ly attempt to orientate it to those 
who will be using it. From that 
time on, our contacts are periodic, 
based on what supplies—and fur- 
ther equipment—our patron can 
use. 


War Models Represent Small 
Percentage of Stock 


Like most stationers, Gallup’s 
carry a fairly light representative 
line of wartime offerings from 
their sources, trying to protect 
their customers with what’s avail- 
able, but not inventorying in 
depth on ersatz materials and 
temporary models. ‘Never have 
we studied trade journals and 
manufacturers’ bulletins so close- 
ly,” Mr. Jamerson remarked to the 
writer. 

This firm sells any merchandise 
in the store to any customer— 
small or big. Advance orders are 








taken on a_ first-come basis. 
Through appreciating the grand 
old year-by-year firms which al- 
ways have an order waiting for 
supplies this firm sells, Gallup’s 
know realistically that every con- 
tact with a first-timer means a 
potential steady patron. 

Two specialties of the Gallup or- 
ganization are maps and globes. 
In 1937 they sold their road maps 
and road atlases to the Rand Mc- 
Nally company. At this time they 
do a fine volume in custom-made 
maps. This includes oil maps, 
county, state, township maps, and 
city guides for localities from 
Mexico to Canada. These services 
work in ideally with office furni- 
ture and supplies promotion, each 
type of merchandising proving a 
feeder for the others. 

Although, like most retail out- 
lets, Gallup’s sold out of globes at 
holiday time, they have been able 
subsequently to round out a good 
stock of globes from $2.50 in a 
dozen or more price lines to $75. 
Sixty per cent of the units sold, 
according to Mr. Jamerson, fall in 
the bracket from $6 to $20. Globes 
at $2.50, $3.50 and $5 constitute 
about 25 per cent of all units re- 
tailed, with 15 per cent of the 
distribution in the $25 to $75 class. 

Heading this Kansas City re- 
tail firm is Byron Shutz, president, 
with C. W. Talty as vice-president 
and manager. 





ANOTHER GUNLOCKE INSTALLATION BY THE OHIO DESK COMPANY OF CLEVE- 

LAND, OHIO.—AIll chairs shown in the picture are products of the W. H. Gunlocke Chair 

Company, Wayland, N. Y. The desk was built by Stow-Davis Furniture Company, Grand 

Rapids, Mich. The picture behind the desk was also supplied by the Cleveland firm, 
which does an excellent job in the promotion of paintings. 
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GOVERNMENT FURNITURE SURPLUS 
we War a a hn t Die Prospects for lune Nees 


W. VOORHEIS, of the firm of 
L. Kelsall-Voorheis, Inc., Cin- 
cinnati, Ohio, has this to say 
about the post-war outlook for the 
office furniture industry: 

“We are not in the least worried 
about Government releases of 
large quantities of office furniture 
after the war. We believe the Gov- 
ernment will retain most of the 
better desks, filing cabinets, and 
other items of office furniture 
which it has purchased in such 
large quantities during the war 
emergency for use in its vastly 
expanded agencies throughout the 
country. 

“Many Government offices have 
for a long time been using dilapi- 
dated equipment which has long 
since seen its peak of usefulness. 
The heads of these departments 
will undoubtedly set up a clamor 
to obtain some of the newer Gov- 
ernment property acquired in re- 
cent times, or to hold on to what 
they have already been allotted.” 

Mr. Voorheis further points out, 
“I doubt if the better class firms 
in private industry will be willing 
to accept this used furniture, 
much of which has had some 
rough usage and perhaps other- 
wise suffered from neglect in these 
times of manpower shortages. Nor 
do I think that many of our cus- 


ke 


By R. C. EVANS 
o 


tomers will be interested in buy- 
ing desks with a dozen or more 
cigarette burns or other surface 
blemishes which would mar the 
attractiveness of any office in 
which they were set up. The same 
holds true for chairs badly scuffed 
or cabinets of the present wooden 
slide type, with slides broken down 
by usage. 

“In our city of Cincinnati there 
is a definite shortage of used office 
furniture brought about by the 
fact that vast amounts of it were 














MR. VOORHEIS 





lost during the great flood of 1937 
and by the heavy withdrawals on 
the remaining stock by the WPA. 
Thus, fairly wide local acceptance 
of used equipment would make no 
significant inroads on our busi- 
ness, aS we anticipate plenty of 
activity in replacement purchases 
in the post-war period. 


“Our main problem is one of 
maintaining adequate stocks on 
hand, but we must also take con- 
siderable care to avoid becoming 
overloaded with the present sub- 
stitutes, which will not stand up 
under competition with the qual- 
ity merchandise that will again 
appear on the market soon after 
present production — restrictions 
are lifted. 

“Personally I would like to see 
the Government Sell all its surplus 
furniture to the railroads, who are 
much in need of new equipment. 
Another likely suggestion would 
be to refurnish the thousands of 
post offices throughout the coun- 
try, which, it is well known, are 
still using outmoded furniture in 
the majority of locations. The 
public as well as the post office 
employees would benefit directly 
from such a policy, which, from 
an economic standpoint, would 
not have an upsetting effect on 
the peace time market.” 


i | 


TYPICAL DIRECTORS' ROOM INSTALLATION.—Central feature of the installation is the Samson directors’ table, man- 


ufactured by Mutschler Bros. Co., Nappanee, Ind. 
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The upholstered chairs were built by another maker. 
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For decades, Los Angeles’ ‘‘first families’ have shopped at “‘J. W. 
Robinson’s.’’ Robinson refinement and completeness attract discriminat- 


Ing buyers. 


In harmony with this great department store’s pleasant yet business- 
like atmosphere is the office'(illustrated) of its vice-president, Mr. S. K. 


Widdess . . . an installation made by the Pacific Desk Company of 


Los Angeles. 


Note how the Leopold equipment they installed reflects a combina- 
tion of unobtrusive beauty, utility, convenience and distinguished 
craftsmanship . . . the combination for which Leopold-designed desks 


and ofhce furniture have been known since 1876. 


THE LEOPOLD COMPANY - Burlington, Iowa 
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EVERY SIZE FOR 
EVERY OFFICE 
NEED 


CARD CABINETS 


are skillfully engineered and pre- 
cision built. Ruggedly constructed— 
designed to withstand “‘OFFICE 
ABUSE”’. Equipped with drawer 
stop, compressor, metal cardholder 
and pull. Handsomely finished in 
Asco green to harmonize with your 
present office equipment. 


All SIZES 
3x5, 4x6, 5x8, 6x9 


= ii SINGLE AND DOUBLE UNITS 
: ta Stock 


ie) 
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A SYMBUL of STRENGTH 
Inspiring Enduring luality! 


CHIEFTAIN SUITE 
No. G560 





For people who live in the vicinity of the nation’s capital and 


for those who visit there occasionally, there is always the 


abiding presence of towering Washington Monument and all 
those ideals for which it stands. 


For us at Hoosier Desk Co., the Washington Monument has 
always seemed to be a symbol standing for the highest integrity 

. serving as a bulwark against doing anything less than 
our best. 


It is a source of satisfaction for us to realize that Hoosier 
Desks have never deviated from the high standard that has 
been our creed for so long. 


Now that Victory seems even closer, we can point with 
justified pride to our allegiance to Quality during the war 
period. We will look with even greater confidence to post-war 
days when we shall still continue to carry on the Hoosier 
tradition for the best in Wood Desks. 
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HOOSIER DESKS 


BUILT TRUE CLEAR THRU — HOOSIER DESK COMPANY, JASPER, IND. 
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“A thing of beauty is a joy forever’- John Keats 


Venus De Milo has come down through 
the ages . . . a classical example of 
ever lasting beauty. WOOD too has 
a perpetual beauty .. . the very quali- 
ties that have earned it millions of 
loyal users still exist in ever greater per- 
fection today. 

This war period has brought a full 
realization of WOOD'S potentialities. 
Wood has measured up to its responsi- 
bility... 


product of this war era. 


its versatility is a unique by- 























desk 
EVANSVILLE 


WOOD office 


member 
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While we're busily engaged in supply- 
ing Imperial Desks for essential business 
use, we are keenly aware of the fact 
that wood has been rediscovered . . . 
that new wood processes and glamorous 
new wood combinations have paved the 
way for a dramatic presentation of 
WOOD DESKS in the postwar period. 
Wood meets today's desk needs . 

fulfill desk 


wood will tomorrow's 


requirements. 

















company 


7, INDIANA 


furniture institute 
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| A. war progresses toward the final liqui- 


| dation of the enemy, the demand for wood 





| increases. War’s appetite is seemingly in- 
| satiable. As a natural consequence, the 
manufacture of wood office chairs has 
been so restricted that there are even less 


| 
| wood chairs available today than before. 
| 


In this extremely tight situation it is more 
| important than ever that bona fide war 
requirements be served first and as com- 
pletely as possible. You may be sure we 


will leave no stone unturned to assist you. 





Thus can we work together to make our 
available supply of chairs plus our restricted 


output carry us over until victory. 


HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY ° NORTH CAROLINA 
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NEW ENGLAND 
FILING 
EQUIPMENT 
IN WOOD 
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FILING CABINETS 
2, 3, 4 and 5 drawers, Letter and Legai We are equipped to make special 
sizes @ with or without lock @ easy equipment of all types in wood 
sliding full drawer suspension @ olive from architects' drawings and spe- 


green or walnut finish. ifications 


J 


Cabinet making is our business—before the war—now 
and after the war. All our furniture is made right here 
in our own shops under our own control by cabinet 
makers who have made custom built furniture for 
years and years. We use the same fine cabinet mak- 
ing standards for our present line of filing equipment. 
We have these items ready to ship to you. Write for 
our catalog. 


F: 


Sele 





Lh) Ot GO 


NEW ENGLAND WOODWORKING COMPANY 
512 E. 137th STREET . NEW YORK 54, N. Y. 


MULTIPLE DRAWER CABINETS 


Full suspension drawer action. 28°D x52”H. 6, 7, 8 and 10 
drawer units for 9x6, 8x5, 6x4, 5x3 cards respectively 





BUY MORE AND MORE BONDS 5 
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Au evtra shift for victory... 


Gunlocke workers’ first contribution to Victory is the building of 
office chairs for the Armed Services and War Plants. But, their efforts 
don’t stop there. After busy hours at the plant, many employees step 
out into the Gunlocke Victory Gardens to do their part in producing 
food for Victory. The same vigor and “know-how” that turns out 
thousands of Gunlocke chairs weekly, finds its counterpart in their 
contribution to winning the war with food. 

Whether in raising produce, buying bonds, giving blood, or building 
chairs, Gunlocke employees keep at it with a will—with that same 
energy and thoroughness that have built first quality chairs for so 


many years. 


. H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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INDUSTRY PULSE 
IN POST-WAR | 


leading _ P ae Se Express . | awa 
the Sathaiihing ; ilawe When a Prevuitls Again 





ALL-STEEL-EQUIP COMPANY 


N. L. PEARSON 


Sales Manager 


} N THE early days of the war our company, as a fabricator of sheet steel prod- 

ucts, was confronted with questions that were common to manufacturers 
throughout the country. How could we most effectively serve the war effort? 
Would there be a demand for sheet steel products in the war program? Should 
we convert our facilities to the production of some war item entirely foreign to 
our experience and ability? Should we leave our facilities intact and produce 
only such sheet metal products as would be required? 

After much thought and planning, we decided that our best possible contribu- 
tion to the war effort could be made by employing the facilities and experience 
at our command in direct war production. With this in mind, we proceeded to 
solicit subcontracting work in the sheet metal line. Our early efforts to obtain 
the type of work we were qualified to handle were discouraging and there was a 
common expression in the days immediately following the Pearl Harbor disaster 
to the effect that sheet metal fabricators were “a dime a dozen.” In spite of this 
apparently discouraging outlook, a planned program for the procurement of sub- 
contracting work soon resulted in an abundance of orders. 

It is the intention of this company to resume the manufacture of steel lockers, 
cabinets, filing equipment, and office furniture as soon as Government regula- 
tions permit—and the fact that we did not make a radical conversion of our 
facilities will enable us to make the change rapidly. As before, A-S-E products 
will be sold through authorized dealers only. 

It is not our intention to convert to plastics and various other substitute ma- 
terials in the post-war period. While plastics is a term that has excited much 
comment during the last few years, in our opinion it has been highly over-rated 
and it is conceded now that its practical uses are limited. Plastics will definitely 
serve numerous purposes well, but where structural strength is required, there is 
no substitute for steel. 

Our post-war lines of equipment will embrace many additions and improve- 
ments in design, but all products will be fabricated of steel. We believe in the 
future of steel. 


o 


MUTSCHLER BROTHERS COMPANY 


RONALD RINGENBERG 


Assistant Sales Manager 





URING the first few months of the war we were able to maintain a large 
stock of tables, from which we were able to make immediate shipment to 
dealers. As demands from Army and Navy offices were received along with the 
huge demand for tables from defense plants it was impossible for us to main- 
tain this stock. The demands, together with critical shortages, have thrown our 
deliveries back 60 to 90 days at times. At present we are operating on about a 
90 to 120 delivery schedule. 
We have been forced, also, to restrict the patterns in our line for the duration. 
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We have tried to keep the most popular numbers, however, and it is our hope that 
after the war we will be able to pick up the many numbers that have been 
dropped so that we will be able to offer again the complete line of fine office and 
directors tables as well as cafeteria and restaurant tables which have made the 
Samson line widely known since 1898. 


o 


THE GLOBE-WERNICKE CoO. 


J. S. SPROTT 


President 


NY STATEMENT regarding plans for the future 
A is of necessity restricted and dependent upon 
numerous unknown and changing factors. When the 
war will end, how rapidly the reconversion of industry 
will be effected, how soon critical materials will be 
made generally available are a few of the variables 
that will have a direct influence on business and 
manufacturing in the months to come. 

However, there are certain principles that do not 
change; there are definite rules of straight thinking 
and common sense which, if adhered to in the making 
of future plans, will result in stable and sound business 
operations. 

The Globe-Wernicke Co. has aimed to maintain a 
MR. SPROTT sound and logical point of view in tackling the job of 

post-war planning. We have attempted to take into 
consideration all the possibilities available, in new materials, new methods, and 
new products. We have established a constructive policy which, we believe, will be 
mutually beneficial to both our dealers and ourselves. 

First, and of great importance to our dealers, is the continuation and strength- 
ening of our dealer policy. It has been our observation that a manufacturer 
cannot straddle the fence of dealer relations gracefully or profitably. We choose 
to sell through dealers because we believe that this is the sound and economic 
method of selling in this country. 

New Globe-Wernicke products are in the making. Some of them are ready to be 
manufactured and will be presented to the trade at the proper time. Old products 
have been redesigned, giving them greater functional value and increased sales 
appeal. Advertising, promotional pieces, educational literature, and other selling 
aids are now being created so that this material will be ready to swing into action 
when merchandise is plentiful again. 

The post-war picture at Globe-Wernicke is bright. Of course, there will be hard 
competition not only in the industry, but from outside the industry. There will be 
a fight for the customer’s dollar, but that is as it should be. The wide-awake 
Globe-Wernicke dealer will prosper and grow in the post-war period. 





& 


NEW INDIANA CHAIR COMPANY 


E. J. BECKMANN 


General Manager 


O SOME extent it is impossible to give definite information as to the types 
‘has styles of office and school chairs which will be most in demand in the 
post-war period. We are seeking now to obtain from our dealers and customers 
indications of their ideas concerning any radical changes that might be advisable 
in office or school chairs after the war. The writer recently attended a meeting 
of manufacturers of wood office furniture in New York City, at which time there 
was exhibited to the manufacturers only, office desks and chairs showing the 
trend toward modern designs. Changes will come, to the benefit of all—user, 
dealer and manufacturer. Naturally, our primary interest was in the chair design. 
It is of the posture type and incorporates certain refinements in pattern as well 
as features of comfort. Both seat and back can be wood or upholstered. The 
exhibit was instructive, pointing to a genuine advance in chair design when 
hostilities cease. 
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JASPER SEATING COMPANY 
A. F. KRIEG 


General Manager 


i CHAIR industry has enjoyed prosperity during 
the war period, but the problems have been com- 
plex and difficult, due to conditions which it was nec- 
essary for the Government to impose, and which, no 
doubt, are necessary to attain the quickest possible 
Victory. 

At present the general furniture industry is greatly 
handicapped because of the shortage of manpower and 
restrictions on materials, especially lumber. The result 
is that volume has been immensely curtailed, which 
naturally causes a discouraging situation. I wish I 
were a prophet so that I could foretell what the future 
holds after the duration. If the Government decides 
to dump many thousands of chairs and desks on the 
ee market, it could easily result in dire distress for 
MR. KRIEG manufacturers, and subsequent difficulties for dealers. 

We have under contemplation some new models, but no freaks nor radical de- 
partures from a sensible, well-designed, and well-constructed chair. We are 
inclined to feel that the “build-up” about the “chairs and desks of tomorrow” is 
somewhat misleading and exaggerated, although there will be, of course, im- 
provements in design and posture. 

Heavy demand is anticipated, since orders for chairs for civilian use had to be 
subordinated in favor of Government orders with high preference rating certifi- 
cates attached. 

We might say, in passing, that from the best information available chair irons 
will not be released until the first or perhaps the second quarter of next year. 





o 


JASPER DESK COMPANY 
ALLEN F. JOSEPH 


General Manager 


" Pappeon re re cs haan os 1 a ITH PROMISE of Allied Victory in the not-too- 
WV distant future, this seems like a_ psychologi- 
cally sound moment to give expression to Jasper Desk 
Company plans for the future. We are dedicating our 
energies to two tasks—first, to turn out the maximum 
number of Jasper desks every day in order to meet the 
current demand for our products, and, second, to en- 
gage in research, study and experiment devoted to 
post-war wood office desks. The “Desks of Tomorrow” 
must be instruments contributing to increased effi- 
=" ciency in office production and to the maintenance of 
» / comfort and health of office employees. The Jasper 
wy Desk Company is well along the road toward achieve- 
»~ ment of this goal. 
——— New developments in the processing of lumber and 
MR. JOSEPH plywood are being watched closely. We are investi- 
gating these processes and those that measure up to our practical requirements i 
will be incorporated in the Jasper “Desk of Tomorrow.” With the assistance of 
an outstanding designer, every new development will be scrutinized and utilized 
in our post-war planning, if it will improve our merchandise functionally and 
add its “sell-appeal.” 

We have some sound ideas about how office desks should be engineered for 
peacetime office workers. Post-war desks should be made to meet the exact de- 
mands of the widest group of office workers, according to the kind of business 
and the work required of the individual at the desk. In further keeping with 
this thought, we shall strive for “desk comfort.’ There has been much said and 
done about chair comfort; Jasper Desk envisions the day when desk comfort will 
become a reality and the resultant benefits will mark healthier and happier office 
workers and more efficiently operated business offices. Post-war will mean ex- 
citing new adventures in the world of wood desks. 
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THE GENERAL FIREPROOFING CO. 


W. S. MILLER 


Advertising Manager 


EN AND women in all fields of business activity 

will be confronted by their greatest challenge in 
the years following the war ... also their greatest 
opportunity. We have before us the spectacle of the 
greatest industrial nation on earth ...a peace-loving 
nation . . . completely converted to processes of de- 
struction. There is reason to hope that we shall very 
soon have before us the task of reconverting to peace- 
time production ... the task of rebuilding much of the 
world after the most destructive war in all history ... 
the task of building to supply a pent-up demand for 
civilian goods of all kinds that has accumulated in the 
last two and one-half years... the task of adapting 
the technological advance that has been made during 
the war period to peacetime products. All of these 
activities present a challenge such as we have never 
experienced and an opportunity to be of service in bringing order out of the 
chaos created by war. 

Office furniture and supply dealers will recognize that this period provides their 
greatest opportunity to be of service to the business people of their markets. 
Changes must be made... offices re-arranged and refurnished .. . old jobs 
abolished and new jobs created ... new systems inaugurated to meet new con- 
ditions. The office equipment dealer knows how to do these things best .. . how 
the customer can be best served ...and should be alert and prepared to render 
the best possible service to the business community. 

The pressure of war has compressed into months developments that probably 
would have taken many years to accomplish had there not been the necessity for 
such great speed. Without doubt, these things we have learned will bring new 
and startling developments in style, design and production technique, but office 
equipment dealers should heed the warning not to expect too much ... too soon. 
The demand for durable goods for civilian use is so great and the need for quick 
employment will be so urgent that manufacturers in all fields will be forced to 
supply in 1945 the merchandise that would have been supplied in 1942 had it not 
been for the war. 

There is reason to be optimistic about the future of our America. There are 
problems ahead, to be sure ... huge problems ... but where there is a problem 
there is an opportunity of like proportion. 





MR. MILLER 


o 


NIEMANN, INC. 
FRED W. a ae 





HILE continuing to do everything possible in our 

small way to speed the day of Victory, we are 
keenly mindful of the time not so far away when we 
will be able again to sell and service our product in 
the manner to which our dealers had become accus- 
tomed. 

There is much thought these days of post-war plan- 
ning. In only two respects can we be definite as to 
our own plans. We do not plan to invade new fields 
of manufacture, but we can assure our dealers that 
we will adopt every new and proved idea to make our 
luxury leather office furniture the finest available. 

New Fabricoids will soon be marketed. After ex- 
haustive tests, one of these materials will be supplied 
on Niemann furniture, which will greatly widen deal- 
ers’ selling price ranges with no increase of investment 
in floor samples. 

We are making a sincere effort to allocate among our dealers a fair proportion 
of our present reduced production and we are appreciative of their patience and 
forbearance during several difficult years. 








MR. NIEMANN 
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WELLS OFFICE FURNITURE CO. 


J. W. PRITCHARD 





President 
aa] apogee the scenes, Wells Office Furniture Company 
is busy preparing for post-war responsibilities. 


Our forward-looking policy is based on action and we 
have taken concrete steps to plan for the future. 

Our new home is the first of these progressive moves. 
The Wells Office Furniture Company building provides 
an ideal place for the future growth of this business. 
We are very proud of our new home and we urge deal- 
ers to visit our general offices and modern display 
rooms at their first opportunity. Our earnest ambition 
is to make buying and selling easy for Wells dealers, 
| as our complete line of office furniture and office ac- 
| cessories attests. 

: In our display of Wells equipment we have striven 

: to dramatize the sale of the completely furnished of- 
MR. PRITCHARD fice. Every effort has and will be made to furnish 
dealers and their salesmen with “inside information” to help them sell intelli- 
gently any type of business institution they may happen to contact. 

Another phase of our post-war planning program has been the gathering of 
worthy new ideas. For this reason, we launched an “Idea Contest” in which the 
trade was invited to win $500 worth of War Bonds for stimulating suggestions 
pertaining to office furniture and accessories. The winners will be announced in 
the October trade press and also at the National Stationers Convention in 
October. 

The Wells Office Furniture Company will participate actively in the National 
Stationers Convention. Part of the Wells display will be devoted to the presenta- 
tion of some interesting suggestions submitted in the Wells contest. 
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IMPERIAL DESK COMPANY 
GILBERT BOSSE 


President 





NEVITABILITY of change in post-war office furni- 
I ture is recognized by the Imperial Desk Company. 
We believe the industry is destined at the conclusion 
of the war to enter one of the most significant periods 
in its history. Of course, we realize that the business 
world—in fact, every phase of living—will see a multi- 
tude of altered conditions that will automatically call 
for more efficient means of accomplishing given tasks. 
Foreseeing a changing world, our company is devoting 
much time to the study of present office desks with the 
express desire of creating “Desks of Tomorrow” that 
can be fitted easily to the individuality of the worker 
and to the characteristics of the work to be done. 

Imperial Desk Company is a member of Wood Office 
Furniture Institute, in fact was one of the organizers i 








MR. BOSSE of this worthy effort. Since the Institute’s inception, | 
we have taken an interest in all of the Institute activities and have participated 
in the planning for and the development of “Desks of Tomorrow.” 


Adherence of the Imperial Desk Company to a high standard of quality and 
service is well known to the trade. Even during the present war period, we have 
taken pride in providing the greatest possible co-operation with our dealers. In 
planning for post-war, we realized early that wood desks should undergo certain 
construction changes... that they should be engineered to conform to the tempo 
of post-war office living. Every improvement in wood suggested by modern engi- 
neering processes will be introduced into “tomorrow’s” Imperial desks—all with 
the single thought of providing office workers with better tools with which to 
work. It is our ambition to build Imperial desks after the war that will further 
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increase efficiency and comfort, that will reduce administrative costs and bring 
about improved morale on the part of office workers. 

A word in conclusion about our hopes and ambitions for “tomorrow’s” executive 
desks that will bear our name. We feel confident that they will provide the 
maximum functional advantages, that they will be styled to help transform the 
executive’s work shop into a place of beauty. 


SHEBOYGAN CHAIR COMPANY 


J. E. CARTMELL 


Vice-President 





X 7 HEN WAR came to America, Sheboygan Chair 
WA Sema like many other manufacturers, placed 
its facilities at the disposal of the Government. Ex- 
tensive conversion of the Sheboygan plant was not 
necessary because Uncle Sam needed chairs for mili- 
tary use, both at home and overseas. In addition to 
building these chairs, a considerable amount of pro- 
duction has been done on other materials for military 
requirements. 

One of the first things we did was to shorten our line 
of office chairs to cover only such chairs as were most 
in demand. Metal became a very critical material and 
the War Production Board placed a restriction on it. 
In consequence, it was necessary to change the con- ; 
struction of chair swivels. We went back to an adapta- MR. CARTMELL 
tion of the wood swivel used in Sheboygan models of 
1868. These wood swivel chairs are giving successful, trouble-free service, but, of 
course, when metals are available, we shall return to the use of an improved 
metal swivel. 

We are also purchasing new, improved machinery and production equipment 
that will expedite manufacturing. Our designers have developed several new and 
improved models to add to al! our lines. The Sheboygan post-war line will be 
more complete than ever, including upholstered and wood chairs for executive 
and general offices, posture chairs, stationary and rotary stools for drafting rooms, 
chairs for court rooms, institutions, libraries, schools, hotels, taverns, and 
of course, homes. 











o 


THE LEOPOLD COMPANY 


STERLING LORD 


Secretary 


ANUFACTURERS of wood office furniture are diligently endeavoring to fore- 
M cast post-war conditions and requirements. While, following World War I. 
there may have been a dearth of attention directed to post-war conditions, cer- 
tainly at this stage of development of World War II there seems to be an over- 
sufficiency of post-war editorial comment. Experience would justify the conclu- 
sion that the changes anticipated are not going to be thrust upon us abruptly. 
Even revolutionary changes will take place slowly. 

In the wood office furniture industry we can logically anticipate many innova- 
tions in materials and, therefore, new types of construction. These materials will 
appear in the process of fabrication only as rapidly as they are released from 
war necessities and as they become available through price moderation and 
efficiency in their production. Without question we are on the threshold of many 
radical changes. Today industry is challenging many long-established precedents. 
With desks, what are to be the proper heights, proportions, sizes, appointments, 
materials, methods of construction, and so forth? 

And back of all of this there must be a synchronized interpretation all along 
the line from the point of production through to the customer. Expressing it 
from another angle, the finished product must be thoroughly acceptable to the 
customer, who is the judge and jury. 1t must be offered to him by a dealer and 
his representatives who, in turn, are sold on the product and who understand its 
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qualifications. This product must be sold to dealers by the manufacturer’s repre- 
sentative, who also must be sold on the product and thoroughly understand its 














qualifications. 
The office furniture industry has certain phases more or less peculiar to it. One 
of these is the factor of selling large industries additional equipment designated \ 
as “fill-ins” to match present equipment. Will the post-war desk be near enough 
in appearance and proportions to be purchased by these large buyers to augment 
their present equipment, or will it be radically different and necessitate a com- 
plete replacement? 
The post-war future of the office furniture industry promises to demand more 
highly specialized salesmen. The office furniture salesman must be even more 
expert in his diagnosis of his customer’s requirements and the application of his 
product to those requirements. He must give more accent to the interior deco- 7 
rating phase of the business. Upon him depends the added value to the customer fi 
and to his product as a complete, efficient and effective unit. t] 
t] 
© is 
Cc} 
BAINBRIDGE, KIMPTON & HAUPT,INC : 
G d 5) ’ Si 
M. H. CHUTE, JR. e 
President re 
} E FACE the future with confidence. Our plans : 
\\ are based on that confidence. The economic | 
facts, latent in the present situation and obvious to - 
us all, could bring about the worst depression in his- F 
tory. Some think they inevitably will. Yet we know 
that brain power is concentrated, as never before, on a 
averting disaster. We stand with those who believe ol 
that brain power will win. - 
Plans for the post-war period, while taking form in tt 
many ways, are necessarily stated in general terms. - 
Detailed patterns are not fully cut and we do not = 
intend that they shall be dried. “ 
Keeping the creative function of the wholesaler in ” 
mind, we plan to take advantage of the new items 
that will inevitably be released in the furniture field 
MR. CHUTE as in other fields. Not because an item is new, but w 
because it is good even while it is new will be our principle of action and we tl 
shall fulfill, as well as our plans can provide, the function of the wholesaler in ti 
the distribution of the new while it is yet fresh. e 
We plan to study our customers and to develop the right ones. We plan to S} 
keep sales volume on a qualitative basis, not quantitative. We plan to increase F 
our control of all our buying and inventories. We plan to study the handling of | 
merchandise. We plan to review the costs of every department of our activities. ‘a 
We plan to increase our efficiency at the same time we humanize our business. bi 
Nor shall we be discouraged by those who see inconsistency in such a program. H 
re) te 
uc 
tu 
THE SIKES COMPANY fo 
tu 
H. W. KOEHN cil 
President ge 
en 
Y )OST-WAR office furniture, in our opinion, will undergo many changes but ) 
| these changes cannot be expected by dealers and the consuming public im- la: 
mediately after the end of the European conflict. The chief reason for this is of 
that most manufacturers have a very limited staff of employees left with which di 
to do any experimental work. Furthermore, the materials which are going to be 
used in office chairs in the future are not available, even for experimental pur- sti 
poses, to any great extent at the present time. Impregnated wood, plastics, and be 
certain new metals are going to play an important part in the future, but our pr 
experience is that it is unwise for anyone to assume that such changes will be qu 
found in our product overnight. us 
The Sikes Company has always been a leader in the adoption of new features of 
and expects to be in the vanguard in the future. We are experimenting with many in 
things, but we are not ready to announce any program at this time. an 
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WOOD FURNITURE INSTITUTE 
Research, Product Development, and General Activities Outlined 


S THE WAR moves into its 

final stages, the wood office 
furniture industry, working 
through our Institute, stands at 
the top as a leading industry that 
is ready to swing into full-scale 
civilian production as soon as the 
Government gives the go-ahead 
signal. 

This example of industrial lead- 
ership is not accidental. It is the 
result of a comprehensive program 
of technical research and product 
development initiated more than 
a year ago by the Wood Office 
Furniture Institute. 

The program has proceeded on 
three fronts: (1) finding out what 
office furniture users want in the 
way of new and improved furni- 
ture; (2) developing the materials 
and designs to meet these de- 
mands; and (3) organizing activi- 
ties to widen future markets for 
wood office furniture. 


Survey Guide to Design 

An intensive research survey 
was conducted by the Institute 
through interviews and mail ques- 
tionnaires among users and deal- 
ers in office equipment in Chicago, 
Spokane, Seattle, Portland, San 
Francisco, Los Angeles, Salt Lake 
City, St. Louis, New Orleans, At- 
lanta, Cleveland, Detroit, Pitts- 
burgh, Philadelphia, New York, 
Hartford, Camden and Boston. 

Purpose of the survey was to de- 
termine user requirements, prod- 
uct specifications, functional fea- 
tures needed, and opportunities 
for special purpose office furni- 
ture. Besides the wide selection of 
cities covered to provide broad 
geographic coverage, the study 
embraced all different kinds of 
major users—from the smallest to 
largest—of office furniture. Many 
of the most helpful findings came 
directly from dealers. 

As a result of the survey the In- 
stitute made available to its mem- 
bers the first over-all analysis of 
present and future needs and re- 
quirements of office furniture 
users. An immediate application 
of the survey findings was made 
in guiding us in the development 
and design of improved products. 
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By JOHN J. REINECKE 
Executive Secretary, 


Wood Office Furniture Institute, 
Washington, D. C. 
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Further research and develop- 
ment during the past year was 
carried on in co-operation with 
other branches of the wood indus- 
try, aS well as independently. 


New Laboratory Established 


The Wood Office Furniture In- 
stitute joined with seven other 
trade associations representing 
hardwood producers in a pooling 
of interests and funds to establish 
a research project for the study 
of wood properties and to develop 
methods for improving them. The 
laboratory building was completed 
and equipment installed early this 
year. It is staffed with a group 
of chemists and engineers. The 
Institute is the only organization 
in the group that represents fin- 
ished wood products. 

First and most important pro- 
ject undertaken by the new labor- 
atory is to commercially adapt the 
newly-discovered method for im- 
proving wood properties by im- 
pregnating and compregnating, 
and to find the best ways to use 
the process in eliminating unde- 
sirable features in wood. Consid- 
erable progress has already been 
made in this work at the labora- 
tory, and material is now being 
produced in commercial sizes. On 

















MR. REINECKE 


September, 1944 


the basis of this progress it should 
soon be possible to produce desk 
tops that will be scratch-resistant, 
stronger and harder, as well as 
10n-splintering at exposed sur- 
faces, and to eliminate shrinking 
and swelling caused by humidity 


changes. 
Headlining the Institute’s inde- 
pendent development program 


was our arranging for the trans- 
lation of the market survey find- 
ings into the creation of new de- 
signs and features in wood office 
furniture. For more than a year 
we have been developing and cre- 
ating new basic designs and fea- 
tures which each manufacturing 
company member of the Insti- 
tute can adapt to his own pro- 
duction. A number of full-scale 
models have already been com- 
pleted and these were privately 
presented at a recent meeting of 
Institute members at the Waldorf- 
Astoria Hotel in New York City. 
This work will continue into the 
future. 


Many New Features Assured 


As a result of the combined 
market studies, co-operative re- 
search in improvement of mate- 
rials, and development of ad- 
vanced designs it is now certain 
that the post-war wood office fur- 
niture will be so superior to that 
of the past that it will render 
present equipment costly and ob- 
solete. Among the many new fea- 
tures that are assured are: 

1. Desks adjustable to height. 

2. More attractive and practical 
designs. 

3. Functional features will be 
stressed, more flexibility and 
adaptability to specialized work 
and individual taste. 

4. Improved typewriter and sec- 
retarial desks suitable for the 
heavy electric typewriters prom- 
ised after the war. 

5. Desk tops will be impervious 
to cigarette burns, alcohol, and 
will be more mar-resistant. 

6. Non-splintering desk legs and 
corners. 

7. Easy-working drawers; im- 
proved construction, arrange- 

(Turn to page 147, please) 
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Behind a well built, smart- 
ly styled product there’s 
inevitably an Impressive 
Factory—modern building, 
efficient equipment and 
experienced craftsmen. 
Such is the case with 
JASPER SEATING CO. 

long identified with the 


office furniture industry. 


The complete facilities of 
our modern factory have 
been devoted to seating 
America “at war-work.” 
With the conclusion of 
present hostilities, we shall 
again devote all of our 
energy to seating “a 
peace-time” America. Our 











ook to an Impressive Factory 
0 Turn Out Impressive Chairs! 


post-war plans will be 
geared to the needs of 


business. 


The future success of the 
office furniture dealer de- 
pends upon his ability to 
buy and sell the line of 
office and school chairs 
that is dependable and 
satisfactory. JASPER 
SEATING CO. dealers can 
face the post-war period 
with confidence . . . know- 
ing that back of them 
stands “their factory” 
whose business ethics are 
unquestioned and whose 


product is second to none. 


Jasper Sealing Lompany 
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@ At the rate things are going, in time an office 
not equipped with ROCK-A-FILE will be as out- 
of-date as a horse-hair sofa. 

The modern business man instantly recognizes 
its advantages. He cheers, when he finds that it 
saves up to 50% in floor space. That the files “roll 
open,” at a flick of the finger—instead of pulling 
open, with muscular effort. 

He'll say that this new “vertical” filing makes 
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sense. He'll be impressed with the fact that the 
most inexperienced help can locate material im- 
mediately. Merely show him the obvious advan- 
tages of ROCK-a-FILE—he’ll buy! You won’t 
have to sell him! 

Particularly when he realizes what a difference 
it will make in the appearance of his offices. 

For full information about this ultra-modern, 
revolutionary new filing system, write or wire— 


CHICAGO 1, ILL. 
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fully engaged in war work now, looks forward 
to the day when Columbia products will again 
serve old customers and gain new friends. 


COLUMBIA STEEL EQUIPMENT CO. 


Lincoln Liberty Building 
PHILADELPHIA 7 ' PENNSYLVANIA 
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Quiet Movement 
Adjustable 
Seat Height 


The Armed Forces F TRAST 








LIKE ALL AMERICAN INDUSTRY, we hold the 
product of our plant and the materials we use in 
production wherever they may be, ever and always 
at the disposal of the Armed Forces. The splendid 
accomplishments of America’s Fighting Men on 
every front are more and more an inspiration and a 
challenge to those who prepare and provide for the 
making of weapons. There can be no limit to the 


effort of industry in their support. 


RIGHT NOW, AFTER MILITARY NEEDS ARE PRO- 
VIDED, we still have materials for making wood 
chairs, plain and upholstered in imitation leather, 
with adjustable seat height and tilting action. Later 
on, we expect genuine leather can be released for 


our use; for the present, we are upholstering with 


Smooth Tilting 











a high grade of imitation leather that looks well, 
wears well and provides a pleasant, comfortable 


seat. 


OUR OUTPUT, affected by the war effort, sometimes 
is not equal to the volume of orders for the term, 
and we are compelled to delay shipment to an old 
customer. We are deeply interested in every one of 
our old friends, however, and highly appreciative of 
their loyalty and patience. We hope soon to give 
definite proof of our interest, in the form of fully 


sufficient supplies. 


BUT TODAY, both for executive and clerical office 
chairs, please be sure to include in your order al! 


available priority. 
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EW INUTANA CHATA CU. 


‘JASPER, INDIANA 
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Choose Your Future Profit Source NOW! 





























*“Y and E” Modern Styled Executive 
Steel Desks are now adding harmony 
of color and design to hundreds of 
executive offices and will continue to 
do so as soon as production is resumed. 

e@ 
Neutra-Tone Gray finished “Y and Kk” 
Styled Associate Steel Desks create the 
same harmonious atmosphere in the 
general offices. The rational design of 
these desks gives the greatest possible 
functional advantages. 

eo 


More than 37 styled associate desks 
are used in the offices of which the 
illustration below is only a part—The 
complete line of “Y and E” Style- 
Mastered Steel Desks in Neutra-Tone 
Gray finish makes possible complete 
harmonizing throughout. 





? 
if }? a See 4 mites 
. ri { ts 


® 


“Y and E” has been designing, manufacturing 
and constantly improving office desks for over 
oo years. 

This accumulation of skills made possible and 
successful the introduction of the “Y and EK” 
Style-Master Steel Desks in 1939. This out- 
standing line of desks set new standards in 
color, finish, eye appeal and greater functional 
advantages. 

As soon as the change over can be made after 
victory comes “‘Y and E”’ will again start where 
they left off on December 7, 1941, and again 
supply Steel Desks of which you will always 
be proud and that will give the greatest possible 
comfort and usefulness to the purchaser. If you 
are a ““Y and Kk” Representative—You know 
the value of the ““Y and E”’ Franchise—If you 
are not write now for full particulars. 


FOREMOST FOR MORE THAN SIXTY YEARS 








a YAWMAN AND FRBE MFG.(O. (=< 


1015 JAY STREET e ROCHESTER 3, N. Y, 
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SEPTEMBER 1944— 
SEPTEMBER 1945 
September has arrived again 
and with it, another annual 
Office Furniture Edition. 
Last year the term “post- 
war” seemed very theoreti- 
cal and far away . It now 
seems very real and near at 
hand. Before another year 
rolls around the European 
war should be over and in 
that case the pages of this 
magazine will probably be 
carrying the illustrations 
and advertisements of the 
new and more functional 
office furniture which the 
institute has engineered 

from wood. 


We have already 
many of the common criti- 
cisms of present office furni- 
ture. We can now assure 
you that the ordinary de- 
fects of scratched tops and 
splintered legs of desks and 
chairs can be eliminated 
through special treatment of 
these wood parts by methods 
recently developed. Much of 
our research is nearing com- 
pletion, but this work will 
continue, to provide you and 
the trade with office furni- 
ture which far 


solved 


surpasses 


products in 
durability and 


the present 
serviceability, 
comfort. 





ENGLAND'S OFFICE 
FURNITURE LIMITED 
Last month I pointed out 
the fact that we and our 
customers are fortunate in 
that our present furniture 
compares favorably with 
pre-war quality. About the 
time these observations were 
going to press, an office fur- 
niture manufacturer in Eng- 
land wrote me that they are 
permitted to make only of- 
fice tables of a simple and 
utilitarian design, con- 
structed mostly of pine ply- 
wood. In addition, these 
tables can be supplied only 
for “absolutely essential 
use.”” We have much to be 
thankful for when we com- 
pare this with our own sit- 

uation. 





SOME PRICE INCREASES 
AUTHORIZED 
OPA told the Members of 
the Industry Advisory Com- 
mittee a few months ago 
that the combined operating 
statements submitted by the 
office furniture manufactur- 





ers for the period ending 
December 31, 1943 did not 
permit them to authorize an 
industry-wide price increase. 
However, they explained 
how manufacturers who 
needed such relief could file 
appeals for individual price 
increases. 


Many manufacturers have 
submitted their cases for 
consideration. Increases 
have already been granted 
to some manufacturers— 
others are now being studied 
with action promised soon. 
Still others have indicated 
their intention of filing for 
an increase. 


Manufacturers have a choice 
of two ways in which to 
notify their customers that 
price increases have been 
authorized by OPA—either 
by a written notice, or by a 
note to that effect on the 
first invoice which shows the 
increased price. 





secretary 








OFFICE FURNITURE INSTITUTE 





American 


Security Building 











WASHINGTON 5, D. C. 
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W.O.F.1. THREE-FRONT 
PROGRAM 
(Continued from page 139) 

ments, and drawer interiors. 

8. Correct posture design in all 
desk chairs. 

9. Non-splintering and _ scuff- 
proof surfaces exposed to wear. 

10. Lighter weight and increased 
strength. 

11. Improved and more comfort- 
able seats. 

12. More durable fabrics and 
coverings for chairs. 


Broadened Markets Planned 


A third and vitally important 
part of the Institute’s program has 
been the organization of promo- 
tional activities to widen future 
markets for wood office furniture. 
This embraces the twofold work of 
creating materials that will help 
dealers to build up a larger vol- 
ume of wood office furniture and 
to conduct an organized campaign 
of constructive public relations to 
promote a greater appreciation 
and demand for our products 
among all those who buy or influ- 
ence the buying of office furni- 
ture. 

We consider the dealer as the 
most important keystone in the 
success of the industry’s post-war 
merchandising expansion plans. 
Wood office furniture products will 


o 


The past twelve crucial months 
have marked a spectacular expan- 
sion in the activities of the Wood 
Office Furniture Institute in serv- 
ing the needs of our industry, par- 
ticularly in helping the dealers. 
This has been reflected in a sharp 
increase in the number of new 
members. 

One of the most significant de- 
velopments in the membership in- 
crease has been the entrance of a 
large number of leading wood of- 
fice chair manufacturers. 

Initiation of a comprehensive 
program of market and product 
research, development of new ma- 
terials and designs, and organized 
activity to widen future demand 
for wood office furniture, was un- 
dertaken by the Institute during 
the past year. Progress of this 
three-front program is reported. 
in another section of this article. 

Perhaps the most important of 
the general activities of the Insti- 
ture is the results we have been 
able to accomplish in this period 
to help the dealers and our manu- 
facturing members to solve a 


be highly specialized, and will re- 
quire new and special sales meth- 
ods. The Institute is giving major 
attention to the development of 
materials for member companies 
so they can help their dealers 
master the problems and gain in- 
creased sales. Competent market- 
ing specialists aré working on this 
material for the Institute, and 
studies are continuing among 
dealers so that the Institute and 
its members can help the dealers 
in developing more _ profitable 
methods for selling wood office 
furniture. We are devoting a 
large portion of our expenditures 
to this very essential work. 


To help the dealers and our 
manufacturers to create a greater 
volume of wood office furniture 
business than has ever before been 
realized we are planning the early 
initiation of a broad public rela- 
tions and promotional campaign. 
The primary objectives of this 
program may be’ summarized 
briefly as follows: 

1. Make the office furniture 
buying public more ‘“wood-con- 
scious.” 

2. Create a recognition of pro- 
gressive leadership for the indus- 
try. 

3. Win greater support for wood 
among all who influence the pur- 


THE YEAR IN REVIEW 


number of complex Government 
and material problems. 

The Wood Office Furniture In- 
stitute was instrumental in mak- 
ing it possible for manufacturers 
to secure materials which have 
enabled them to maintain quality 
comparing favorably with pre-war 
products, and to continue high 
levels of production. This, in turn, 
has aided the dealers in doing a 
better job of servicing their cus- 
tomers. 

That dealers are able to get 
typewriter desks with pre-war 
metal drop-head and side pedestal 
fixtures is largely the result of the 
Institute’s work. We counselled 
with the manufacturers of these 
fixtures, assisted them in prepar- 
ing their appeals for Government 
permission to produce these fix- 
tures for the industry, and we 
pleaded their cases with the War 
Production Board. We also assisted 
these suppliers in obtaining the 
materials to fabricate the attach- 
ments. 

Headquarters of the Institute in 
Washington is in close touch with 
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chase of office furniture. 

4. Dramatize the new superior 
qualities and advanced designs of 
wood office furniture—in style, 
beauty, durability, service and 
tradition. 

5. Educate the public to know 
that wood is a modern, up-to-date 
material for offices—for today and 
the future. 

6. Create a news-making back- 
ground for the industry’s adver- 
tising and selling. 

In going forward with this 
three-front program of consumer 
and market surveys, material de- 
velopment and improvement of 
product design, and public rela- 
tions, the Wood Office Furniture 
Institute has created a pattern for 
aggressive post-war industrial 
leadership that other industries 
can follow with profit to their 
members as well as to the nation 
as a whole. 


We have made a practical appli- 
cation of post-war planning, and 
our industry is in a strong and 
healthy position to move into the 
competitive markets and claim a 
larger volume of business than it 
has even known in the past. Deal- 
ers who ally themselves with this 
vigorous movement will share in 
the profitable returns that are 
sure to be realized. 


o 


all branches of the Government 
affecting the industry, and the 
timely news and developments we 
uncover through these broad con- 
tacts are reported to all branches 
of our industry through the 
monthly “News and Views” page 
we sponsor in this magazine. A 
steady stream of favorable letters 
and comments coming to our 
office from the trade amply testi- 
fies that an increasing number of 
dealers are depending on this con- 
densed news report to keep them- 
selves informed on conditions and 
new development within and ef- 
fecting this industry. Several deal- 
ers are regularly distributing re- 
prints of this page to their cus- 
tomers. 

Although the “News and Views” 
page of the Institute was started 
to meet wartime needs, its suc- 
cessful acceptance by the trade 
assures it of a permanent place in 
our service to the office furniture 
trade after the war. 

While most industries are un- 
certain of what the Government 
will do about disposing of surplus 
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equipment and supplies, the Insti- 
tute has already undertaken to 
work out arrangements with the 
various agencies involved so as to 
prevent any damage that might 
come through the dumping of sur- 
plus office furniture on the open 
market after the war. We have 
evolved a program to meet this 
problem, and have made specific 
recommendations to the Govern- 
ment. Recognizing that no all- 
inclusive plan can be stamped out 
now to solve the many complex 
phases of this critical problem, 
the principal recommendation we 
have offered is that an Industry 
Advisory Committee be formed to 
work out the details with the dis- 
posal agencies. We have recom- 
mended that this committee or 
group of committees be composed 
of dealers and manufacturers 
from all the groups that will be 
affected by this surplus disposal, 
and that the members represent 
all types and sizes of companies 
chosen from every section of the 
country. 


Proposals Endorsed by Dealers 

Many dealers and their organ- 
izations have endorsed our pro- 
posals, and we intend to carry on 
this activity for the protection 


and future welfare of the indus- 
try. 


Another major work of the In- 
stitute has been the gathering 
and dissemination of statistics 
and information regarding the in- 
dustry. This activity has been 
widely used by both manufactur- 
ers and dealers, and many Gov- 
ernment agencies have come to 
rely on us as the most reliable 
source of information concerning 
the industry and its problems. 

While our organization is the 
creation and service association of 
the wood office furniture manu- 
facturers a very large part of our 
activities are devoted to giving di- 
rect and indirect aid to dealers for 
we realize our interests are closely 
bound together. This will con- 
tinue to be a governing policy of 
the Institute. 

The next 12 months are sure 
to be crucial ones for the country 
and our industry. Already the col- 
lapse of Germany and the end of 
the European war are in sight, 
and vast changes in America’s 
economic life will follow. It is 
even considered possible that 
Japan may surrender and bring 
the whole war to a close within 
this time. 





Transition from war to peace 
will create great new problems, 
many of which can only be 
guessed at today. However, there 
is every good reason for looking 
ahead with confidence. Vast con- 
sumer savings and huge accumu- 
lations of consumer demand can, 
if given full opportunity, turn the 
wheels of industry and commerce 
at a greater rate in the post-war 
years than ever known before the 
war, keeping employment around 
the present all-time high levels. 
Planning and _ preparation for 
post-war today will go far in ful- 
filling the promise of a happy and 
prosperous nation in the years 
that lie ahead. 


Building for the Future 


Our industry can play a large 
part in helping build permanent 
prosperity after the war. The 
Wood Office Furniture Institute is 
proud of the increasing support it 
has won through its efforts for all 
branches of the industry in the 
past, and we look forward to 
broader opportunities for provid- 
ing service and leadership to help 
manufacturers and dealers de- 
velop better products and more 
profitable markets in the future. 


A BULLDOG AND A CATALOG 
Store Mascot and Bulletin Effective Sales Team Mates 


ORMALLY there would seem 

to be no relationship be- 
tween a bulldog and a catalog, yet 
those are the two entities that 
have carried the General Office 
Furniture Company, Los Angeles, 
successfully through the war pe- 
riod. 

Here is the explanation: Early 
in the curtailment and priorities 
program A. L. Segal, proprietor, 
and his wife, both of whom are 
active in the direction of the store, 
realized that continuance in busi- 
ness under the new conditions 
would require tenacity. And they 
realized also that it would require 
a full and detailed presentation of 
Victory furniture, its construction 
details and all other factors about 
it. The couple owned a bulldog 
named “Butch,” which was made 
the mascot of the store. He was 
used as a symbol of the stick-to- 
it-iveness that would be necessary 
to get through the crisis which 
they knew would continue for 
some time. 





By J. E. TUFFT 


& 


In order to present the real story 
of Victory office furniture, a cata- 
log was published as soon as pos- 
sible. Known as the “Victory 
Catalog,” it was finally completed 
in September, 43. A 40-page sup- 
plement was issued in February, 
44. 

The supplement, with a slogan 
on the front, carried a cover illus- 
tration of a boy with a lunch kit, 
reading, “Keep Goin’.” It is very 
complete, with pages the size of 
the average news magazine. The 
catalog is elaborately illustrated, 
omitting nothing of the detail so 
that the customer cannot fail to 
see the places where wood in me- 
chanical construction has taken 
the place of steel. For example, 
wood transfer files are shown with 
the drawers drawn out revealing 
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in good high light all of the wood 
features—wood where steel used 
to be. Adjustable wood chairs and 
stools are shown in large illustra- 
tions, actual photographic repro- 
cuctions as well as line drawings, 
so the customer cannot get the 
wrong idea. It might be well to 
note that in describing one of 
these items language like the fol- 
lowing was used: “Hardwood 
throughout. The four legs are 
doweled and locked as shown in 
the drawing to assure rigidity. The 
center post is turned out of hard 
maple, and when the spring is 
lowered into a turned socket it 
forms a perfect bearing and a 
locked position.” 

These catalogs have been dis- 
tributed freely. They have told an 
exact story and they have from 
the first presented no office furni- 
ture not available. 

Here is the introductory, or 
presentation, statement in the cat- 
alog; it tells the story pretty well: 

(Turn to page 157, please) 
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pee dealers everywhere know the power- 
ful sales appeal of these quality trademarks. Sales 
appeal that’s built on the solid base of Art Metal’s 
advanced engineering of office equipment and the 
proved efficiency and reliability of Postindex Visible 
Files and Wabash Filing Supplies. Sales appeal that 
trades customers up—assures you more profitable, 


more substantial business. 


Behind these trademarks are 56 years of experience 
with business needs and methods, of effective solu- 
tions to tough office problems, of satisfied customers 


whose offices are running smoothly and economically. 
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Take advantage of the ready-made, highly profitable 
market these trademarks offer you by carrying a full 
line of Art Metal products. For complete information 
about a dealer franchise write Agency Division, Art 


Metal Construction Company, Jamestown, New York. 


Mr. Expediter’s on the Job! 


Look for our frie ndly O. D. (Doctor of Offices) in Business Week. 
There he's putting the Art Metal dealer in the limelight, featuring 
him as the expe rt who knou the answers fo office problems, 
and interesting customers against the day when we can again 


supply you with a complete /ine of our equipment and supplies. 


ART METAL STEEL OFFICE EQUIPMENT 


*WABASH FILING SUPPLIES \ 


*q subsidiary company 


1888 
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EQUIPMENT 





SYSTEMATIZED 
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POSTINDEX VISIBLE RECORDS 
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A PORTRAIT OF LUXURY IN LEATHER 


BY NIEMANN, INC. 


sn 


_ 
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LEATHER FURNITURE 


The Niemann label on leather uphol- 
stered furniture represents a phase of 


DESIGNED FOR A luxurious office living which will return 


when the present crisis is over. Then 

| Niemann and their dealers will provide 

DISCRIMINATING CLIENTELE! business with the ultimate in comfort 
and beauty . . . so intrinsically a part 

of our leather davenports and lounge 


chairs. Until VICTORY is ours, let us 


do everything we can—wherever we 


i as any Cina nn can to speed the end of the war. 


\WAlomai| — a Stetay seal stniamirees. 
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Then, A-S-E office equipment will replace the huge quantities 
of war products now being produced in A-S-E plants. 

Then, you can look for A-S-E office equipment, which again 
will have the high quality, the nation-wide acceptance and the 
consumer preference that have helped so many dealers establish 
sales and profit records. 

Then, you will be able again to sell better features and a more 


complete line of A-S-E office equipment. 


ALL-STEEL-EQUIP COMPANY, INC. 


600 CLEVELAND STREET, AURORA, ILLINOIS 
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Balanced Action Chair Controls 


} 


ANNOUNCEMENT 


As manufacturers of revolving and tilting chair 

















controls for approximately twenty-five years, we have 
supplied many of the leading office chair manufac- 
turers of the country with their entire requirements. 


With the war situation improving daily, we believe 
the time is not far distant when the use of metal 
swivels will again be permitted by the War Production 
Board. We therefore wish to announce to our cus- 
tomers and friends who have been so loyal to us for 
many past years that we will be ready for the postwar 
period with an up-to-date line of chair controls of all 
types. moderately priced, attractively designed. and of 


a high standard of mechanical perfection. 


COLLIER-KEYWORTH COMPANY 
GARODN E R, MASS A CH US ETTS, U. S. A. 
AA SPM RS ce 
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SALESMEN at Work... 


These are Steel-Age Vertical Files that some Corry-Jamestown dealer, perhaps you 
yourself, sold. Today this dealer has little, if any, Steel-Age Equipment left to sell 
and few, if any, salesmen around to sell it. Yet the sales function is going on every 
day. The beauty, efficiency and trouble-free operation of these files are selling the 
owner over and over every day. His opinion of Steel-Age Office Furniture is high. 
When once again there is a need and a chance to buy, he will be back for more. 
Assured of the good will of his past customers and a promise of still finer Steel-Age 
products to come, the post-war prospects of every Corry-Jamestown dealer can 
be unquestionably termed “Excellent!” The Corry-Jame:town Franchise Carries 


Leadership. 











CORRY - JAMESTOWN 


MANUFACTURING CORPORATION * CORRY, PENNA. 
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WOOD CARD CABINETS 


These desirable cabinets are designed for card records 
and other forms. 

Finished in a beautiful shade of olive green. Sturdily 
built of a high grade plywood. Equipped with brass 
plated cardholder, drawer pull and compressor. 


cero 


















ONE DRAWER UNITS 


No. For Depth Capacity Price 

83G 3x5 cards 18” 1800 cards $5.00 

84G 1x6 cards 18” 1800 cards Dod 

85G 5x8 cards 18” 1800 cards 6.50 

TWO DRAWER UNITS 

832G 3x5 cards 18” 3600 cards $7.75 - 
842G 4x6 cards 18” 3600 cards 9.00 . 
852G 5x8 ecards 18” 3600 cards 10.75 


for 3 x 5 ecards 


$775 
for 4 x 6 cards 
$goo 


for 5 x 8 cards 


$1075 








i WOOD DESK TRAYS No. C1292 LETTER SIZE 


Round cornered, seasoned plywood. 1 Tray $2.00 
Beautiful appearance. Full felt bot- 

tom protects desks surfaces. Can be 2 Tier Tray $5.00 
stacked to any desired height. Fin- Additional Set “Build Up” Posts 
ished in olive green $1.00 per set 


X 





BLUE PRINT CABINETS 
PORTABLE DESK FILE 


A combination letter file with 
safety personal compartment. 
Offers a means of keeping 
papers private. Can be moved 
from place to place. Both 
upper and lower compart- 
ments are fitted with lock and 
keys. 

Made of high quality pressed 
wood. Olive green finish. 
Brushed brass handles at 
each end. Guide rod operates 
in a depressed groove 
designed for eye- 
letted operation. 


ma 





No. 4028W 
$78.00 Including base. 


Without base deduct $10.00 


Or 


A five drawer Blue-Print Cabinet designed for the 


W 


safe keeping of drawings, maps, tracings and blue- 7 

prints to sizes 2434” x 39”. Made of seasoned plywood. No. 458W 

Drawers glide smoothly and easily. Material filed will $29.00 

be free from curling, creasing or tearing. A hood in 

the rear and a lift compressor in the front of each Height 30” the 


drawer keeps prints in perfect order. Cabinets can : 
be bolted into solid batteries. 337%” high including Upper compartment Lower compartment 


base. 1234” x 101%” x 24” 1234” =x 11” = 26” 





COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY NEW YORK 
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Stow-Davis Convertible desk shown here with executive conference top designed for greater working surface 


So yf DWF i 


LEA DERSHIP-~QUALITY-DISTINCTION 


ae a i / . , , Rast , a 
: YS LPM AAAS/ | 


Leadership in advanced developments . . . Quality of workmanship and 
materials . . . Distinction in design . . . are always predominant in Stow-Davis products. 
Our present production of fine office furniture has been considerably curtailed due to war conditions. 
We are however actively anticipating the time when we can again devote our entire efforts to meeting 


the requirements of America’s finest offices. 


STOW & DAVIS FURNITURE COMPANY — GRAND RAPIDS 7, MICHIGAN 
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ON OUR POSTWAR RESEARCH PROGRAM FOR 


THE WOOD OFFICE FURNITURE 


More than a year ago the Wood 
Office Furniture Institute launched 
a comprehensive research pro- 
gram designed to help the entire 
industry swing into civilian produc- 
tion quickly when Victory comes. 

Planned to cover every part of 
the postwar problem .. . from con- 
sumer preferences to new sales 
methods the most important 
phase is the development of mate- 
rials and designs to meet postwar 
functional and visual demands. 

To do this the Institute commis- 
sioned a famous industrial designer 
to create a new style of office fur- 
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niture that would incorporate all 
the amazing new developments in 
the treatment and use of wood 
which industry has discovered dur- 
ing months of war production. 

The Institute is proud to report 
all of its members will 
be able to use the results of the 
research and development as a 


guidepostin the planning of their 
own individual products. 


that soon 


The Institute believes that as a re- 
sult of its market studies . . . its 
improvement of materials and de- 
velopment of advanced designs... 
our industry will claim a larger 
volume of business than ever before. 





INDUSTRY 





MEMBERS OF THE WOOD 
OFFICE FURNITURE INSTITUTE 


Alma Desk Co., High Point, N. C. 
Central Desk Mfg. Co., Chicago, II. 
Clemco Desk Co., Chicago, Ill. 
Commercial Furniture Co., Chicago, IIl. 


Doten-Dunton Desk Co., Cambridge, Mass. 
Gunn Furniture Co., Grand Rapids, Mich. 


High Point Bending & Chair Co., 


Siler City, N. C. 


Hoosier Desk Co., Jasper, Ind. 
Imperial Desk Co., Evansville, Ind. 
Indiana Desk Co., Jasper, Ind. 

Jasper Chair Co., Jasper, Ind. 

Jasper Desk Co., Jasper, Ind. 

Jasper Office Furniture Co., Jasper, Ind. 
Jasper Seating Co., Jasper, Ind. 

The Leopold Co., Burlington, Iowa 
Murphy Chair Co., Owensboro, Ky. 
Myrtle Desk Co., High Point, N. C. 
New Indiana Chair Co., Jasper, Ind 

O. C. S. Olsen Co., Chicago, IIl. 
Wells Furniture Mfg. Co., Laurel, Miss. 


OFFICE FURNITURE INSTITUTE 


AMERICAN SECURITY BUILDING, WASHINGTON 5, D. C. 


Buy WOOD for Beauty and Strength 


OFFICE 
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A BULLDOG AND A CATALOG 
(Continued from page 148) 
“We are happy to present our 
latest supplement catalog to help 
you meet the needs of your office, 
school, or plant. Despite neces- 
sary substitutions caused by the 
shortage of certain vital war ma- 
terials, we have a complete stock 
of the important items required by 
your organization. If it happens 
that what you are seeking is no 
longer available as new merchan- 
dise, perhaps we have it in our 
large used furniture department.” 


Created Own Designs 


The company created several of 
its own designs in Victory furni- 
ture. Supplying manufacturers 
showed a splendid spirit of co- 
operation not only in embodying 
such designs in finished articles 
but also in lending aid in the 
making up of the catalogs. 

During the war period, advertis- 
ing has been quite largely con- 
fined to direct-by-mail and to dis- 


tribution of the catalogs. Display 
has been limited to occasional 
window presentations of new 
items. No emphasis was given to 
store display, however, save a neat 
floor arrangement. At the pres- 
ent moment, for example, there 
can be seen at the store a window 
display of Lyon steel shop equip- 
ment available on Priority 
AA5MRO. 

The bulldog has been a morale 
builder in the store, believe it or 
not. The faithful and never- 
quitting animal has been an in- 
spiration both to the management, 
which has worked nights and en- 
dured headaches, as well as to the 
help. The good dog is credited 
with much influence in keeping 
key sales and service force intact, 
for the company has come through 
the war with its force of key em- 
ployees, and all of the boys and 
girls have put their full energies 
into the job, Mr. Segal says. 

There has been available a suf- 
ficient quantity of used furniture, 
which, combined with the Victory 


resent and Post- 
SALES CONSIDERATIONS 


OST office furniture demands 
\ attributable to war activi- 
ties are being met by our organi- 
zation. Usually we are successful 
in obtaining needed equipment be- 
cause of our closely cemented re- 
lationships with sources of supply, 
built up for three-quarters of a 
century. These relationships plus 
close dealer-salesmen co-operation 
are now proving invaluable in 
solving wartime merchandising 
problems. 

Our 20 salesmen constantly feel 
the market pulse in greater Bos- 
ton and eastern Massachusetts. 
Although these men in some cases 
now sell about 75 per cent of their 
gross to war industries, they are 
not unduly alarmed over the pos- 
sibility of reduced demands after 
Victory. One reason is that offices 
resorting to makeshift arrange- 
ments during the emergency will 
want to replace much of their 
present equipment when the war 
is won. Another is that consum- 
ers now concentrating on all-out 
production will revive and expand 
their sales and distribution de- 
partments to meet post-war con- 


By A. L. KING 


General Manager, 
Ward’s, Stationers, 
Boston, Mass. 


& 


ditions. While making the most 
of immediate sales opportunities, 
our salesmen are being trained 
also to prepare for the busy recon- 
version period. 

With an eye to the present, this 
year we started to give each sales- 
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furniture, has resulted in a well- 
balanced stock for civilian use. As 
a matter of fact, the needs of 
civilians during the war period 
have been very satisfactorily cared 
for, Mr. Segal declares, in spite of 
the fact that about 90 per cent of 
all volume has been with the 
Army, Navy and war plants. The 
management has on hand several 
statements of grateful recogni- 
tion from war plants receiving 
Army and Navy “E” Awards. 


Good Stock Before Shortages 


The General Office Furniture 
Company, one of the major deal- 
ers in Los Angeles, with a ware- 
house providing over 80,000 square 
feet of floor space, had a good 
start when the restriction orders 
first came in, for it had a large 
stock of office furniture on hand. 
This helped nicely at the begin- 
ning of the crisis and afforded a 
chance to formulate the long-time 
plans that have proved so effec- 
tive and so satisfactory. 


ar 


man a monthly “Effort Report,” 
which analyzes in a very practical 
way the salesman’s current activi- 
ties. A specimen of one of these 
reports follows: 

EFFORT REPORT (Salesman) 


(Month) 

A. Total of monthly sales $4,479.53 
Number of orders 191 
Average orders in $ 23.45 

B. Working days in month 22 


Average number of orders 
handled daily 8 
Average daily value of business 187.60 


C. Number of customers listed 210 
Number of different customers 
sold in month 81 
‘~ of customer list sold 39% 
D. Total one-item orders in month 78 
“% of one-item orders 55% 
E. Monthly business directly due 
to war efforts 1048.00 
Yo war business 24% 


These reports help the salesman 
to know exactly where he stands 
and also help us to clarify market 
trends and determine causes of 
abnormal situations. Too large a 
percentage of one-item desk or- 
ders, for example, suggest a bit of 
questioning to find out why more 
chairs were not sold with the 
desks. 

With an eye to the future, post- 
war considerations as they effect 
demands for all kinds of office 
equipment and supplies are being 
laid frankly before the sales staff. 
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On our bulletin board are listed a 
few expected conditions, and the 
needs they are likely to stimulate: 


CONDITIONS NEEDS 
1. Larger sales forces. Additional sales rec- 
ords 
2. Larger advertising Printing and supplies 
departments 
3. Increased bookkeep- Loose leaf and visible 
ing staffs records. 
4. New filing depart- Adequate filing cabi- 
ments nets and protective de- 
vices. 
5. New businesses, New equipment, sup- 
new products plies and systems to 
build up and maintain 
changed operating 
methods 
6. Availability of good Replacement of old, 


worn pieces and obso- 
lete equipment. 


office furniture. 


Weekly Bulletin Valuable 


The same optimistic, progressive 
note runs through the opening 
paragraphs of our current Mer- 
chandise Letter to salesmen, a 
regular weekly bulletin prepared 
to stimulate and inform: 

“Such a considerable part 





of salesmen’s business is 
done with firms engaged 
largely in war work that a 
consideration of the effects 
of a declination of the pro- 
duction of war materials 
and the subsequent change 
to peacetime products 
seems worthwhile. 

“That there exists an ur- 
gent need for civilian prod- 
ucts cannot be denied. Fur- 
thermore, industry itself, 
with the assistance of the 
Government, is planning 
now for the change-over. 

‘“*Look at it from this 
angle. A war plant has no 
sales department or sales- 
men, no need for advertis- 
ing, and has but one cus- 
tomer— Uncle Sam. Just 
think what reconversion to 
civilian products will mean. 


A large sales force and all 
the attendant records nec- 
essary to the direction of 
such a force. A busy ad- 
vertising department re- 
quiring vast amounts of 
equipment, printing and 
supplies. An increased 
bookkeeping staff using 
new systems and expanded 
filing departments. It 
seems to us that peace will 
bring great opportunities.” 
Finally, there are the “forgot- 
ten” industries pushed tempo- 
rarily into the background during 
the crisis— travel bureaus, pas- 
senger steamship agencies and 
luxury commodity organizations 
anxious to equip enlarged, attrac- 
tive offices as soon as peace is re- 
stored. Of the making of oppor- 
tunities for selling office furniture, 
there seems to be no end. 


till the reatest of y = Y, 


PERSONALIZED SERVICE 
Expression of _Appreciation from the iw Jiauves eee | ee 


HAVE BEEN asked to discuss 

what I consider to be the most 
important factor in the successful 
merchandising of office furniture 
and business equipment. After 
giving the matter some considera- 
tion, I believe that it may be put 
down as PERSONALIZED SERV- 
ICE. 

Personalized Service is the prac- 
tice of the owner of the business, 
or the department head, of mak- 
ing a personal call when an order 
has been delivered, expressing ap- 
preciation for the business, and 
assuring himself that everything 
is satisfactory. It is this knowl- 
edge that you are taking a person- 
al interest in the order, and that 
you appreciate the business that 
has been given you, that goes far 
in building up a spirit of good will 
and in assuring future business. 

I have been associated with the 
sale, distribution and installation 
of office furniture and business 
equipment for approximately 25 
years. During this time I have 
always made it a practice to make 
a call, following delivery of an 
order, to assure myself that full 
satisfaction had been attained 
and that everything was as rep- 
resented. 
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By J. ANDREW SMITH 


J. Andrew Smith Company, 
San Antonio, Texas 


& 


There is nothing that goes far- 
ther in building up good will and 
in paving the way for future busi- 
ness then to show the buyer that 
you appreciate the business and 
that you want to be sure that he 
is completely satisfied. It is not 
enough to telephone; the call 








MR. SMITH 
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must be made in person. This, and 
this alone, wil] convince the buyer 
that you appreciate the business 
he has given you and that you are 
personally interested in knowing 
that he is satisfied. 


An Example in Point 


The value of such a practice 
may be better brought out 
through relating a concrete case. 
Several weeks ago the head of a 
large wholesale house telephoned 
and asked me to call on him when 
it was convenient, explaining that 
his firm was planning some ex- 
pansion and he would like to have 
me offer a few suggestions. 

I called on him that afternoon 
and he went into some detail in 
showing me what they planned to 
do. Then he asked my advice on 
the amount and kind of equip- 
ment that would fit best in the 
offices. We went over the matter, 
Step by step, and I recommended 
what I considered best for the 
work to be done, explaining each 
point so that he would have a 
concrete idea of what should be 
done and why. When I left I had 
a large order. As we parted, he 
said: “Andy, I want you to know 
that we deeply appreciate the per- 
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sonal interest you have always 
shown in our firm and the equip- 
ment we have purchased from 
you. When we were discussing our 
plans for expansion, the matter of 
purchasing this equipment was 
brought up and Several of the di- 
rectors recommended you because, 
as they expressed it, you took a 
personal interest in seeing that 
everything was all right.” 

That is but one of numerous 
similar instances I could name 
wherein personal interest has 
proven a dominating factor in 
getting the business. When a man 
knows that you are interested in 
him and his business and when 
you make a personal call to see 
that he is completely satisfied 
with his purchase, then he will be 
interested in you and he will re- 
member you when he is in the 
market again for anything you 
have to sell. Further, he will rec- 
ommend you to his friends and 
acquaintances if they are in need 
of such merchandise. 

I make these personal calls re- 
cardless of the size of the firm or 
the purchase. It matters not 
whether the order is equipment 
for several offices or a single item. 
I always go around after delivery, 
thank the buyer for the business, 
and make sure that everything is 
as represented. 


From my experience and obser- 
vation, I believe that such busi- 
ness is lost because responsible 
parties leave such contacts to sub- 
ordinates. They reason that in- 
asmuch as they are paying the 
subordinates for such work, it is 
up to them to make good. While 
there is some logic behind such an 
opinion, there is nothing that will 
equal the good will established 
when the head of the business 
calls in person and give thanks 
and appreciation for the order. It 
is a compliment to the buyer and 
it goes far in insuring future sales. 


Take Part in Civie Affairs 


There is another practice that 
contributes to better business, and 
that is in maintaining an active 
interest in civic affairs. This not 
only brings you before the public 
in a favorable light, but you meet 
many business heads, establish 
contacts, and build up a relation- 
ship that goes far in paving the 
way for future sales. 

I am a member of the San An- 
tonio Chamber of Commerce, and 
I also hold membership in several 
service organizations. These have 
brought me before the leading 
business men of this area. We 
have worked together on drives 
and campaigns, have served to- 


eether on committees, and have 
taken part in numerous other ac- 
tivities. This has established a 
relationship that sales calls could 
never make. On numerous occa- 
sions, when they have been in the 
market for business equipment, 
my civic affairs associates have 
come to me with their problems 
and we have worked out a plan to 
the benefit of all concerned. 

I should like it explicitly under- 
stood, however, that I do not use 
my membership in such organiza- 
tions for a Selfish motive. I have 
good lines of furniture and equip- 
ment and pressure is not needed; 
only good business. The men I 
meet at the luncheon clubs be- 
come personal acquaintances and 
they naturally turn to me when 
they have a problem involving of- 
fice equipment, just as I turn to 
them if I have a problem their 
business could handle. 

Personalized service and activity 
in civic affairs do much in build- 
ing up business and in insuring 
future sales. Because of the per- 
sonal interest shown in a Sale, 
contacts are established wherein 
those firms who have placed their 
orders with you come to depend 
upon you and come to you when 
they are in need of anything that 
you can supply them. 


FRANKNESS IS BEST POLICY 
Facts about War Furniture Told Customers by Staff 


HE SAME frankness’ em- 

ployed in selling pre-war mer- 
chandise must be used in Selling 
so-called Victory merchandise, is 
the unbroken rule at the old-es- 
tablished store of A. C. Vroman, 
Inc., Pasadena, Calif. 

When that method of present- 
ing war-time merchandise is 
rigidly employed there need be no 
loss of prestige and no irritation 
of old customers, says Luman E. 
Walrath, manager of the office 
furniture department. Customers 
who began contact with this firm 
when it was founded 45 years ago 
are still dealing with it. There is 
no thought of losing them now 
even if certain types of furniture 
must be handled which would 
probably not be handled in peace 
times. 

“If there is anything like a de- 
tect which the customer has not 
noticed, we deliberately call his 


attention to it, explaining that the 
circumstances under which mer- 
chandise is now manufactured in 
these war times occasionally re- 
sults in these blemishes,” says Mr. 
Walrath. “It is better to point out 
defects to customers than to have 
them later point them out to you. 
That is our first big point in mer- 
chandising office furniture in war 
times.”’ 

The second point made and em- 
phasized by Mr. Walrath is the 
rigid holding down of inventory 
on Victory merchandise. There 
can be no telling when the Gov- 
ernment will be able to release 
steel and other basic materials, 
particularly steel, Mr. Walrath 
states, and it would be folly to be 
caught with a long stock. Disposal 
would be difficult, would perhaps 
necessitate a cut price sale, with 
the consequent comparisons with 
later merchandise being sold, no 
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doubt, at the same time. Too 
much cannot be said about hold- 
ing down inventory, particularly 
so now that the war in Europe 
seems drawing closer and closer 
to a climax. 


Send in Those Priorities 


If a dealer is going to keep in- 
ventory low and at the same time 
have a stock sufficient to meet 
immediate demands, it stands to 
reason he must do everything pos- 
sible to get in a steady flow of 
furniture from the factories in 
fair amounts. This clearly means 
that orders must be kept on the 
move and priorities must be at- 
tached. Priorities granted to deal- 
ers and then hidden away in desks 
at home do not help a whit at the 
factory. Logically, orders with 
priorities attached will receive 
first attention.and they should. 
“Our policy has been to keep the 
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priorities moving on into the fac- 
tory, attached to orders, as soon 
as is humanly possible. In that 
way we have received pretty good 
service on shipments,” Mr. Wal- 
rath declares, “and on the whole 
we have in turn been able to give 
rather satisfactory service. We do 
not think we have lost a single 
friend.” 

Mr. Walrath has found it pays 
to make trips east and visit the 
factories. Very recently he com- 
pleted a trip which took him to 
all principal factories serving the 
store. He visited Buffalo, Cleve- 
land, Grand Rapids, Detroit, Chi- 
cago and, incidentally, called on 
a large number of small factories 
in suburban Chicago. “That is the 
way to get the right slant on the 
manufacturer’s problem and that 
is the way to build a sympathetic 
understanding between the dealer 
and the manufacturer,” Mr. Wal- 
rath says. “If a dealer knows the 
problems that a manufacturer is 
facing he certainly is in a posi- 
tion to talk far more intelligently 
to his customers and can explain 
delays, if any, in a better way. He 
likewise has the true story of de- 
fects, if any. 

“Briefly, in these respects there 
is no difference in the actual mer- 
chandising transaction in wartime 
than there is in peacetime. Fair 
prices are possible and complaints 
are just as few as they ever were. 
Very few people complain follow- 
ing an open, above-board transac- 
tion.” 

Vroman advertising has been 
very limited. Classified advertise- 


ments or at least small advertise- 
ments have been used in special 
cases. Occasionally special edi- 
tions of papers have called forth 
larger advertisements. 

Elaborate displays have not 
been used, not even window dis- 
plays. They have, of course, not 
been necessary, nor have they 
been thought desirable. The cost 
involved has been saved, and any- 
way the store arrangement is such 
as to invite the prospective cus- 
tomer from the sidewalk imme- 
diately to the sales floor. Obvious- 
ly, both the advertising and dis- 
play policies are likely to be 
changed when new post-war mer- 
chandise comes prominently into 
the picture. That is logical, in the 
opinion of Mr. Walrath. 

Re-finish Used Furniture 

The store has offered good used 
furniture all through the war 
period, but the total merchandised 
represents to date only two per 
cent of the total volume of gross 
sales in the store. The plan found 
best has been complete refinish- 
ing. 

The reasons for refinishing 
practically everything sold are ob- 
vious. Prestige must be main- 
tained and there is very little “as 
is” furniture in this world that 
would aid prestige. Great care has 
been taken in_ re-upholstering 
leather office furniture, for new 
leather upholstered furniture is 
very difficult to obtain. It was pos- 
sible to have enough leather on 
hand to bring used furniture back 
to near new appearance. This has 








been especially appreciated by 
Vroman’s customers. Used furni- 
ture has been an asset in nearly 
all cases—the quality is there and 
the refinishing work well done. 

Incidentally, sales meetings as 
such have scarcely ,been neces- 
sary. No new type of training has 
been demanded because of the 
wartime picture. The policies of 
out and out frankness always used 
were emphasized at the beginning 
of the war period and were in- 
herent in the floor sales policy. 

A certain general contact with 
potential customers has_ been 
maintained by the continued and 
systematic distribution of yard- 
sticks and memorandum pads. 
These are long lived as publicity 
material, they make for contin- 
uity of advertising impressions, 
are comparatively inexpensive, 
and always acceptable. No one is 
given a chance to forget Vro- 
man’s, and when the war is over 
the solid foundation will still be 
there for post-war business. This 
foundation will have suffered no 
damage whatever from the un- 
usual type of conditions brought 
about by the World War. 

In brief this is an outline of the 
merchandising policies followed 
by one of southern California’s 
coldest and most reliable office 
equipment houses. The funda- 
mental thought has been to pre- 
vent problems, not to wait until 
they come into being, to maintain 
a high level of quality despite a 
situation which might tempt some 
inerchants to lower their stand- 
ards and float with the tide. 





“NAME THE WOODS” STANDARDS 


Formulated by Better Business Bureaus and Approved by the Federal Trade Commission 


Rule No. 1.—Furniture in which 
exposed surfaces are of one wood 
shall be designated by the name 
of the wood. 

Rule No. 2.—Furniture in which 
the exposed surfaces are of more 
than one kind of wood shall be 
designated by the names of the 
principal woods used. 

Interpretation of Rules 

1. Exposed surfaces mean those 
parts of a piece of furniture which 
are exposed to view when the 
piece is placed in the generally 
accepted position for use. 

2. The exposed surfaces of all 
furniture are parts thereof repre- 
sented as solid shall be of solid 
wood of the kind or kinds desig- 
nated. 
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3. Cabinet woods, used for deco- 
rative purposes where the effect is 
solely to add to the artistic value, 
shall be named as decorations 
only. 


4. A wood popularly regarded as 
of lesser value, if its use is essen- 
tial to construction, need not be 
named under Rule 2, if less than 
a substantial amount is used on 
exposed surfaces. 


5. A wood popularly regarded as 
of higher value shall not be named 
under Rule 2 if an insubstantial 
amount of that wood is used, ex- 
cept as provided in Interpretation 


€ 


3 above. 


6. Designations shall be made in 
the caption or body of each par- 
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ticular description without quali- 
fcation elsewhere. 

7. The word “Finish” to desig- 
nate color shall only be used as a 
description following the name of 
the wood used. 

8. Where furniture is cataloged, 
tagged, labelled, advertised or sold, 
by retailers, it shall be in accord- 
ance with these Rules and Inter- 
pretations. 

9. Veneered furniture should be 
described as such. 

10. Where furniture is cata- 
loged, tagged, labelled, advertised, 
invoiced, or sold, by manufactur- 
ers, manufacturers’ representa- 
tives, jobbers or wholesalers, it 
shall be in accordance with these 
Rules and Interpretations. 
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H. R. Stephenson, Owner of the H. R. 
Stephenson Company, Cleveland, Ohio, 
writes: ''We owe a great deal of our 
success in past years to the Browne- 
Morse Company Their alertness to ac- 
cept new ideas and suggestions from 
the deoler has been an inspiration which 
will carry us to an even more successful 


future after the wor "’ 
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ment for the biggest, most com- 
petitive, most urgent business in 
the world are rolling off this and 


similar Browne-Morse produc- 


tion lines. When the business of 


war is ended, those same lines 


will turn out like products for 





Today, vast quantities of equip- 








your peacetime business .. .with 
the same volume, quality and 
speed. Reconversion is no prob- 
lem to Browne-Morse... prompt 
delivery of office equipment will 
be no postwar problem to their 
dealers. For early peacetime 
profits... WATCH BROWNE-MORSE. 


MUSKEGON, MICHIGAN 


September, 1944 
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Lewis and Clark accepted strange territories, en- 
countered unusual conditions and met tribes of 
Indians without the slightest dismay. Facing and 
winning through tough opposition, 
otherwise, they readily took desperate chances to 


natural and 
bring their mission to a_ successful conclusion. 
The whole country will benefit forever from their 
hardships and perseverance. These were men who 
had the drive and the enthusiasm to go where no 


white man had gone before. 


Today leaders of American industry are the ex- 
plorers. They are breaking trail through unmapped 
wilds of supply and production, doing a winning 


job in a minimum of time. 


Even our foes know this country will win through 
all opposition thrust against it. The knowledge 
gained through industry's production experience 
will widen the fields of our daily lives. It will 
make this country a better home. As Lewis and 
Clark made sacrifices, so is industry making them, 
setting aside its desire to be of service to its 
friends and giving its all to the nation. When our 
mission achieves complete victory your needs will 
be our first consideration and we will be better 
trained to be of service to you with a thoroughly 


up-to-date line of Andy units of steel.'' 
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HANDCRAFTED 
BY EXPERTS 
APPEALING— 


EFFICIENT— 
STURDY — 


Pre-War 
No. 9066 





0. C. 5. OLSEN CO. 


2527 MOFFAT ST. CHICAGO 47, ILL. 
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June Savor 
 “TAB”- FILE 





TEN valuable features that make this 
file a sure sales producer: 


1. Hard Woods 
2. Positive—Precision—Compressor 


(All Important) 


3. Dove-Tail Drawer Construction—''Cabinet 
Construction” 
4. Smooth Drawer Sides—''No Slivers’’ 
5. Attractive Plastic Handles and Drawer Pulls 
6. "Hand-Hole" for Carrying 
7. Drawers Designed to Stack 
8. 20 Drawers to Cabinet (25!/,” inside) 
9. Users Have Said "The Strongest We Have 
Seen" 
10. Immediate Shipment 
— ALSO — 


Upright Card Cabinets 
—Double Compart- 
ments—5x3, 6x4 8x5 


AND 
Suspension Uprights— 





Letter and Legal 
2, 3, 4 and 5 Drawer 


Front and rear views of TAB drawer. 
Note opening at back for carrying. 





BUSINESS EFFICIENCY AIDS 


“TIME-SAVER” FILES 


Box 258A Skokie, Illinois 





WOOD CHAIRS 





"DESIGNED TO LOOK/LIKE STEEL” 


No. 110-CA 
ARM SWIVEL CHAIR 








No. 140-CA 
SWIVEL CHAIR 





No. 125-GL 
SIDE ARM CHAIR 





No. 222-FR 
OPERATOR CHAIR 








No. 175 
SIDE CHAIR 
STURGIS applied 
e ( 4S a familia 
K to hund 
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WRITE FOR PARTI 


CULARS 
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STURGIS POSTURE CHAIR CO. 


MICHIGAN 


STURGIS 
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NATIUNAL 
JEoha 





The war still makes it 


Joely S impossible for us to 
y, NG, P 
Ls IW supply you with 
oe c i fi 
= Fe j =\ Ehrlich fine leather 
Pe A m upholstery . . . Sorry 
\4\ =e Z| il .. we'll all just have 
<4. % to wait until the 
ORR victory is won. 





EHRLICH UPHOLSTERY WORKS 
520 West 43rd St. ° New York, N. Y. 








NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36" 


To every executive office this National Retails 
Desk lends an air of distinction, of dig- sspeias 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation, plus the fact 
that much of our facilities are actually 
engaged in war work. With our very 
limited production deliveries are defi- 
nitely retarded. Your patience and 
understanding in this emergency are 
appreciated. 


NATIONAL DESH COMPANY 
pesca ie FINCH & McCULLOUCH 


& MANUFACTURERS OF 


a ‘““MEMORY MASTERPIECES” i 
AURORA, ILLINOIS 
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AVAILABLE NOW 


1 Drawer letter size 


L-13-a regulations require that all orders except 
for Army, Navy, Maritime Commission and War 
Shipping Administration must be approved by 


1 Drawer legal size 


with key locks 


War Production Board. 


Application for approval should be filed with 
your nearest W.P.B. office on form W.P.B. 1319. 


These approved forms must accompany your 


order. 


NOTE: Our company also still has on hand a few 
sizes of fireproof safes which can be shipped 
immediately under conditions indicated above. 


MEILINK STEEL SAFE CO. 


oti Ler.\cie) 
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OUR FIRST SHIPMENT OF 


CHAIRS IN 1868 


A locomotive like this hauled 
the first shipment of chairs 
built by the Sheboygan Chair 
Company. Seventy-six years 
have gone by, and through all 
these years, Sheboygan Chair 
Company has adhered strictly 
to the traditional qualities that 
determine the worth of a 
chair...even in the chairs we 
are building today under war- 
time conditions. 


You can always sell Sheboy- 
gan Chairs with the assurance 
that they embody our eight 
points of good construction. 


NO POSTWAR MARK-DOWNS 
The traditional quality built 
into Sheboygan Chair Com- 
pany “wartime” chairs is your 
assurance that you will never 
have to put them in with your 
*‘Postwar bargains” at a sacri- 
fice of profit. 


We are proud to be serving 
Uncle Sam, but glad also that 
we are able to supply a con- 
siderable number of good 
chairs to our dealers. 

















1—Good Design that makes a 
chair pleasing and comfort- 


able. 

2—Choice Wood that makes it 
strong. 

3—High Quality Glue that holds 
it together firmly and perma- 
nently. 

4—Perfect-Fitting Joints so that 
the glue will not fail. 
5—Fine Finish to enhance and 
protect its beauty. 


6—Skilied Craftsmen to make 
the best use of all materials. 
7—The Determination to build 
nothing but good chairs. 
8—Experience of 76 years that 
teaches what makes a chair 
good and how to build it that 
way. 














SHEBOYGAN CHAIR COMPANY 


Designers and builders of good chairs since 1868— 
for homes, offices, schools and institutions. 


SHEBOYGAN, WISCONSIN 
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Chink Jt Over 


TO DAY . . . Many a man in Europe or Asia, if 


able to secure a desk, would gladly trade it for some good 


food, or use it for firewood to get warm. 


Until final victory, it is our job to do our very best with the 


de- 


available materials and manpower. Production has 


clined and deliveries are slow—but— 


We must WIN this war in order to HAVE a Post 
War Era. 


GUNN FURNITURE COMPANY crano rarivs 





2, MICHIGAN 











“AS SOON AS THE SUCCESS OF THE INVASION 


a. 
i 
_— 
= 
== 
== 
2 
= 
= 
1 } | 
— | 
—— — | 
7 























Pe ean t's 3 9 7 eek EOGOUIPMEN T 


UNRUH & HASBROOK STREETS 


IS ASSURED” 


COMPANY 


PHILADELPHIA 11, PA. 
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SAFES 


AND OTHER INSULATED PRODUCTS ARE NOW IN GREAT DEMAND 


Government Regulations cover- —some for a period of six 
ing termination and cancellation _ years. 
of contracts provide that cer- | We are booking orders: Send 


tain records must be safely kept = us your orders NOW 
Herring-Hall-Marvin Safes Have Been Sold Through Dealers for Over 100 Years 


HERRING-HALL-MARVIN SAFE CO. | 
| HAMILTON, OHIO 


MANUFACTURERS OF 


Fire Resistive Safes Home Treasureguards Tellers Lockers 

Fire Resistive Vault Doors Steel Files Night Depositories 
Burglary Resistive Chests Bank Vault Doors Steel Transfer Cases 
“Point Of Use” Systems Safes Safe Deposit Boxes Steel Counters 


DEALERS: See our Display; Foyer No. 7, Thirty-Ninth Annual Convention 
National Stationers Association, Palmer House, Chicago, Ill. 


Oct. 2-3-4, 1944. 








r\\ Bolens Chair Action Devices On Your Office Chair | 
am Lines Add Many Sales and Profit Advantages! 


a 


a 











Familiarly known as chair irons, Bolens 
Chair Action Devices are designed and 
engineered to bring the greatest work- 
ing comfort to the sitter . . . Reducing 


his fatigue and increasing his working 





efficiency, by giving him proper and 
untiring body support. From this ad- 
vanced “working use’ engineering, 
your customers enjoy greater satis- 
faction from any office chairs that 


are Bolens Chair Iron equipped. Ic 





is this continuing satisfaction that 
brings you MORE profit and more 
sales. For your own advantage in- 
sist that your office chair lines be 


Bolens Chair Iron equipped. 


ROLES PRODUCTS COMPRIY [oh 


PORT WASHINGTON, WISCONSIN gv tion, write at once. We will gladly send you a copy. 
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DARNELL 
CASTERS 


DARNELL CORP. LTD. 60 WALKER ST NEW YORK 13 NY 
LONG BEACH 4 CALIFORNIA 36 N CLINTON CHICAGO 6 fil 











An Active Ally on the 
Production Front 


MUTSCHLER’S long experience in styling and building 
SAMSON directors room and office tables for discriminating 
se siness men has supplied the vital ‘“KNOW HOW” that 
ables the m to produce sturdy tables fast for Uncle San 
not only to serve the war winners of today, but as well 





makers of tomorrow. Write for complete descrir 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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BRIGHT 





Wartime regulations have imposed severe restrictions on our out- 

put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 

we will continue to do the best we can for you at all times. 
Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 


| 
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FRITZ-CHUSS 


Posture 
Chairs 


Eighteen years ‘Know-How’ in building the 


best in posture seating equipment. 















THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL, MINN. 





OFFICE APPLIANCES, September, 1944 








out 
seat 
duc 
uric 
life 
sele 
blos 
vart 
and 
stac 


OF | 








SS SS OL OSS OO ea] LH! _O—=LHaDnBDNaaD!S=2oseLS ._ ——S=_~=E_C—El_lOES ES 











Tell New Story 
to Old Customers 





Purpose of INSUL-AMP 
is to prevent fire from 
causing staggering losses 
by destruction of valu- 
able records stored in old 
safes and vaults. INSUL- 
AMP checks inside tem- 
perature of safe during 
fire before it reaches 
400° F.—charring point 
of paper. Releases pow- 
erful, but harmless, chem- 


“eats up 


ical vapor that 
heat.”” Dealers are mak- 
ing big sales among safe 
owners with INSUL. 


AMP. 











INSUL-AMP 


INSULATION AMPLIFIER) 


Added Fire Protection 
for Contents of 
Old Safes 


BRUSH-PUNNETT CO. 


545 WEST AVE. 


ROCHESTER 11, N. Y. 


Makers of Sentry Floor Safes 


Carefully designed thru- 
out with form-fitting 
seat and back rest to in- 
duce good posture, lux- 
urious comfort, and long 
life durability. Made of 
selected hardwoods in a 
blond shaded or walnut, 
varnished finish. Opens 
and folds easily and 
stacks compactly. 


WRITE FOR 
DESCRIPTIVE 
WEW FOLDER 






NORCOR MANUFACTURING CO. ¢ GREEN BAY « WISCONSIN 
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years. 






Plank edge top 


vent warping. 


drawers. 





Promote the Peterson Line 
of ““Coatroom” Equipment 


The Peterson line of coatroom 
equipment comprises the finest 
and most complete selection on 
the market today of all types of 
garment racks and devices for 
coat rooms—wardrobes—restau- 
rants, stores, factories, shops and 
offices. The dealer who carries 
and stocks this line makes better 
profits because the Peterson line 
MOVES, it's available NOW, has 
greater profit possibilities and 
there is NO factory competition. 
You get it all. 


The NEW Peterson locker, illus- 
trated for industrial or shop ap- 
plications, prevents crowding, 
saves valuable production space 
and doubles coatroom capacity 
because it accommodates the 
clothing, lunches and miscellane- 
our gear of 12 employees in just 
5 square feet of space. It's easy 
to move, comes in convenient 
5-foot lengths to fit into otherwise 
waste space. Also double units 
(back-to-back) provide ample 
locker space for 24 people in 
every 5 running feet. Employees 
like Peterson locker room equip- 
ment because it keeps clothing 
safe, dry, sanitary and ‘‘in press.’ 

A complete line of locker units, 
wardrobe racks and non-tipping 
(6 or 12 person) costumers. 

Available NOW! 


Write for Catalog and 
Dealer Proposition 


No. 28 Table Description: 


% Selected Northern Oak in Office 
Golden or School 


extra frame underneath 


foot length has 3 
ers are dovetailed front and back 
with framed-in 3-ply bottoms. 
and 6 foot sizes 





~eON 


VOGEL-PETERSON CO. 
“The Check Room People” 


1823 N. Wolcott Ave. 





ST. JOHNS TABLES 


* For wood tables to fit present or post-war 
plans, specify ST. JOHNS. 


* For in spite of wartime restrictions, ST. 
JOHNS are maintaining their well-known 
quality which has made them leaders in the 
furniture industry for the past seventy-six 


KEEP BUYING WAR BONDS 












Sizes: 
30 x 48 inches 
32 x 60 inches 
34 x 72 inches 


St. Johns Table Company 


Cadillac, 
Seventy-six Years of Leadership—Established 1868 


Chicago Office: 666 Lake Shore Drive, Chicago 11 
New York Office: 206 Lexington Ave., N. Y. C. 


























No. 152 Desk 


Size—-52x32 inches 


MILHIGAN 3 
HEALER 


Michigan's pos 
the results of a 
will assure our 
cent line... Co 


times. 





No. 20 WASTE BASKET 
Size 131% x 13'/2, wa'nut 
or oak finish. 





WHO HAVE PROFITED 
through sales of the 100 
grade will appreciate 
this desk and its com- 
panion turned leg pat- 
tern No. 600 grade. 


t-war line will show 
war-time effort that 
dealers of a magnifi- 


mplete and up to the 


MICHIGAN DESh COMPANY 


GRAND RAPIDS, MICHIGAN 
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Business Builders 


Broadcast over Station 
S-A-L-E-S operating 
on a wave length of 


CONFIDENCE . . . COURAGE 
.» - CO-OPERATION 


OR a lead-off thought this 

busy September, 1944, let us 
ponder a reflective moment over 
the important impact and impress 
of this sign observed in the buyer’s 
office in a Chicago office equip- 
ment firm ... here it is: 





TELLING me how much 
YOU put INTO your product 
isn’t nearly as good as tell- 
ing me how much good I 
will get OUT of it. 








. and one step further is aptly 
expressed in the current issue of 
Sell with this double-header set 
of cryptic remarks, or as pertly 
put, “ANGLES”: Tune your alert 
business ears to these: 





Always looking at things 
from your own angle gives 
you a wrong slant on life! 








If the product you’re pro- 
moting lacks dramatic sales 
appeal in itself, try hitching 
it on to some “outside” activ- 
ity which can be dramatized. 
There’s always “an angle” if 
you look for it hard enough 
and long enough. 








And that very, very important last 
statement, “There’s always ‘an an- 
gle’ if you look for it hard enough 
and long enough” brings to our 
mind a_ tremendously forceful 
statement that a curly-headed 
freckled-faced boyish true-Ameri- 
can technical sergeant made re- 
cently after he had spent an hour 
studying two copies of OFFICE AP- 
PLIANCES, while waiting for a visit 
with us at our desk. 

After finishing with the group of 
customers in our office furniture 
department we immediately re- 
turned to this fine lad, remarking 
that for a soldier just beginning 
a 21-day furlough with his aunt 
here in Spokane he surely must 


have been in the office equipment 
business pre-war, to have been so 
steadily interested in the pages of 
this specialized office-tool publica- 
tion. To this he quite frankly 
replied: “No, neither pre-war busi- 
ness experience nor my radio op- 
erator-gunner work in Uncle 
Sam’s Army tie me to your office 
outfitting occupation. But perhaps 
after the war—who knows? At 
any rate, perhaps you’d like to 
know an important something I 
got out of reviewing these two 
copies of this magazine in your 
own field, OFFICE APPLIANCES?” 

“Let’s have it!” was our eager 
answer. 

“Well, it is just this—those arti- 
cles, and in fact the advertise- 
ments themselves, too, all seemed 
to say to me, ‘THERE IS A BET- 
TER WAY TO DO THE BUSINESS 
THINGS YOU HAVE TO GET 
DONE.’ Sounds rather funny com- 
ing from me, I guess, this sort of 
soliloquizing a bit on a subject 
that might seem remote to me at 
the moment. No, it is not far 
away, is it? I can apply that same 
inspiration to my every day Army 
routine. In fact, as goes the so 
called slogan of my home city, ‘I 
WILL!’ 

“You've certainly said some- 
thing, young man,” was our reply, 
and we added, “Word for word it 
is going right in our page, BUSI- 
NESS BUILDERS, in The Septem- 
ber, 1944, issue of OFFICE APPLI- 
ANCES. For there never has come 
to our attention a more forceful 
thought suitable for our depart- 
ment. Thanks a million for ex- 
pressing it. And now let’s go take 
a look at Spokane, and see if the 
publicity department of our Cham- 
ber of Commerce said half enough 
about our inland empire city.” 

* * * * * * * * * * * * 

Your ALL-OUT War Bond Effort 
this FALL speeds the ALL-OUT 
FALL of our enemies! 

* a * 

A few years ago in the Chicago 
Herald-Examiner, Calvin Coolidge 
published an excellent short ser- 
mon on advertising. “Having good 
merchandise is not enough,” said 
Mr. Coolidge. “It is just as es- 
sential to create a desire for it. 
That is Advertising.” 

The article concludes: 

“Goods not worth advertising 
are not worth selling.” 

Wise words from a wise man. 

Somebody else put it even more 
briefly: “If your business isn’t 
worth advertising, advertise it for 
sale.” 
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Seven of our letters incoming 
this past month contained ques- 
tions regarding salesman-training. 
In reply to each of these requests, 
we noted that our specific call for 
data this month would be on this 
subject. Therefore, to all readers 
of this page, your outlines, fac- 
tual material and suggestions will 
be truly appreciated. Just address 
the co-ordinator of this depart- 
mental at Box 2153, Care of Shaw 
& Borden Company, Spokane 2, 
Washington. 

As an example of the helpful 
type of information, permit us 
to quote from an article mailed 
us recently by a stationer from 
Tennessee, who stated he thought 
this item so worthwhile it could 
be applied to these times as well 
as when it was written several 
years ago, tempered, as he put it, 
with the realization that the point 
of present-day conditions would 
obviously be taken into considera- 
tion in the fifth paragraph about 
some items naturally not available 
due to war conditions. As far as 
space permits, we will present this 
article sent us; and as it is so 
important, we will give you the 
balance next month: 


“WHAT YOU SHOULD KNOW 
ABOUT YOUR STOCK” 


“The first step for the salesman 
to take in starting to work in an 
office equipment store is to find 
out what he is to sell, where it is 
kept, and its prices. 

“Stock doesn’t stand still in a 
going business. 

“It is continually on the move, 
and for that reason you must con- 
tinually study your stock. 

“You must know its location, so 
that you can turn instantly for 
any article that is called for. 

“You must know the quantity 
at hand, so that no article is “just 
out” (wartime exceptions previ- 
ously noted) when a customer 
calls for it. 

“You must know your stock so 
well, in fact, that when the cus- 
tomer expresses no preference, 
you may turn instantly to such 
goods as you have in the largest 
quantity, which should really be 
pushed the hardest.” (Concluded 
next month, same time, same OF- 
FICE APPLIANCES—BUSINESS 
BUILDERS Station.) 


Office-efficiently yours, 
Ralph B. Ortel. 
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E HAVE heard many stories 
about the ingenuity of our 
American manufacturers in devel- 
oping new ideas to improve and 
speed up the weapons and mate- 
rials of war, but the manufac- 
turers of office equipment and 
their dealers have done just as 
remarkable a job in developing 
Satisfactory alternates in com- 
plete products, materials, produc- 
tion and sales ideas. 

What makes this all the more 
astounding is the fact that many 
of these manufacturers have at 
the same time been turning out 
large quantities of materials for 
cur armed forces and, in most 
cases, have been making items 
that they have never manufac- 
tured before. Most of the alter- 
nate items that are being made 
now are very satisfactory and in 
a few cases are superior to the 
items for which they were de- 
signed as substitutes. 

Satisfactory office furniture has 
been just as essential to the war 
effort aS any weapon that has 
been made. In fact, it would have 
been impossible to carry on the 
tremendous job of production of 
war materials without desks, 
chairs, files,and so forth, on which 
to plan and organize the system- 
atic routine of our armed forces 
and factories. A general and his 
staff must first plan all the de- 
tails for the battle in his office 
before a single move is made. So 
it goes down the line to defense 
plants, sub-contractors, transpor- 
tation, and so on. 

The first items necessary for a 
manufacturer or plant of any kind 
is a desk, chair, filing cabinet and 
typewriter. These are the items 
that make it possible to plan the 
type of building to be used, the 
machinery to buy, the materials 
and fabricated items to be ob- 
tained from a large number of 
sub-contractors. They perform an 
essential function in the process 
of getting deliveries to the plant 
on the exact day that material is 
needed for the production line. 
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By GEORGE B. MORRISON 


Indianapolis Office Furniture Company, 


Indianapolis, Ind. 
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They afford means of making an 
exact record of every employee. 
Through use of them production 
schedules are listed and inven- 
tories recorded. In fact, every 
move must first be planned before 
anything can be produced or dis- 
tributed. 


Tools of Educated People 


Office furniture items are the 
tools of educated people. One of 
the reasons America has excelled 
in sO many ways over other na- 
tions is because our children have 
been taught to read, write, think 
and plan. From the time our 
children enter school they sit in a 
chair at a desk and learn to think 
and plan. This is the reason that 
when the great emergency came 
upon us our manufacturers and 
Gealers did not throw up their 
hands and say that the job was 
impossible. Instead, they learned 
the meaning of several words with 
which the average manufacturer 
and dealer was not familiar. Pri- 
ority end use, allocation and man- 
power shortage were some of these 
words. 

In a country where we have had 





MR. MORRISON 
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AN EXCELLENT WAR JOB 


an abundance of nearly all the 
materials for manufacturing, it is 
not strange that when these words 
were first used there was consid- 
erable confusion. However, our 
manufacturers soon learned that 
it was possible to obtain enough 
materials through these processes 
to keep their plants running. It 
was then that their ingenuity was 
put to work. 

While it was not possible to get 
the exact materials they had been 
using, they developed new designs 
and ideas to accomplish the same 
results with the materials that 
were available. All office furniture 
plants have been filled to capacity 
for many months ahead with or- 
ders. With the serious shortage 
of manpower, it would have been 
impossible under past production 
procedure to make shipments 
within a reasonable length of 
time. New ideas in production and 
the elimination of all but the nec- 
essary items have enabled the 
manufacturers to make shipment 
on most items in from 60 to 90 
days. 

The dealer is also troubled by 
the manpower problem. Most of 
the retail salesmen are either in 
the armed forces or in war work. 
It is impossible to make regular 
personal calls on all customers and 
prospects. It is interesting to ob- 
serve some of the methods used to 
contact customers by different 
dealers, such as Salesladies, tele- 
phone calls, newspaper and direct 
advertising, unusual window dis- 
plays, and so forth. These ideas 
are all good and have produced 
results. 

Upon the dealer has fallen the 
job of selling all the changes in 
materials and ideas to the public. 
The large backlog of orders in all 
the factories is a testimonial to 
the fact that the dealer has done 
a splendid job. 

The industry’s spirit of “Carry 
On” has manifested itself as cap- 
able of meeting and surmounting 
the special burdens that war con- 
ditions have placed upon it. 


(End of Thirty-Fourth Annual Special Office Furniture Section ) 
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THE MAK-UR-OWN PIN-UP GIRL 


in an attractive colored poster is just one of Victor's sales helps 


... part of a continuing program that has built 


MAK-UR-OWN INDEX TABS 


TRADE MARK REG. U.S.A. 


into a consistent profit maker 
for dealers everywhere. Pocket 
Demonstrators are available for 





quick, easy sales. 





FOR BOOKS 
CARD FILES 
PORTFOLIOS 
ORANY ACTIVE 
RECORD 







For fast sales and attractive profits— 


Every Day, Every Month. . . Sell the Victor Line 
Sold only through dealers. 














THE VICTOR SAFE & EQUIPMENT CO., INC. 
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NORTH TONAWANDA, NEW YORK 


*War casualty — will be supplied when, steel is again available 
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GY STOCK SIZES 


Special Sizes 
Made to order 








Millions of loose-leaf records accumulating in our war plants must 
be kept for future reference. Liberty Storage Binders, an eco- 
nomical binder for storing such records safely, are still available. 


You have a greater market than ever before—and strange as it 
may seem—the merchandise for supplying such a market. Liberty 
Storage Binders are made of tough Masonite presdwood with 
strong levant grain fabrikoid hinges. 20 Stock sizes. Also avail- 
able on special order in any size with any punching. Furnished 
with two Chicago Screw Posts in 1”, 144", 2”, 3”, or 4” length. 


Write today for complete details. 


LIBERTY STRING BINDERS 
AVAILABLE IN ANY QUANTITY 


Liberty String Binders cannot be 
surpassed as the ideal method for 
packaging small forms such as 
Sales Slips, Vouchers, Checks, 
Tickets, Deposit Slips, Bills, 
Time Cards, ete. 

Liberty String Binders are made 
of quality jute manila with ten- 
sion button and cord attached. 
Style A—1 button; Style B—2 
buttons; Style T with right or 
left hand tab for indexing. Made 
to order, any size, any quantity. 
Low in cost. 

A QUICK OVER THE COUNTER 

SELLER 
SPECIAL UTILITY SIZE 
STYLE RBS 2” x 3” 
Retails at $13.00 Per M. 


Write for complete details 
and prices. 





Established 1918 


BANKERS BOX COMPANY: 
536 SOUTH CLARK STREET 
CHICAGO 5, ILL. 
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NON-FILLING 
_ Typewriter Ribbon | 
Manufactured by { 


The Buckeye Ribbon & Carbon Co. 


L | L J 
“Bucki’? Brand 


Specified on repeat orders by thousands 
of satisfied users, competitive in price 
and far ahead in sharpness and dur- 
ability. 



































A proud companion of our outstanding 
“Dictator” ribbon and “Raven” line of 
carbon paper. 


The Buckeye Ribbon & Carbon Co. 


Cleveland 3, Ohio 














To Be Announced Soon... 
A NEW PATENTED 
PREMIER TRIMMING BOARD 


with several important new, exclusive features! 






Protected by 
U. S. Patent 


Premier Scores Again . . . Watch for an early an- 
nouncement and delivery date on the new Premier 
Trimming Board. We think this product will justify 
our claim to leadership in the trimming board field. 
In the meantime let us serve you with 
our present line of Premier Boards. 


Please Note: Premier Cutters sold on priorities only. 


PHOTO MATERIALS CO. 


(New Address) 


53-59 East 26th St. 


Representatives 
Fred | ect onag 3523 Seuthwestern N. LL. & K. W. Zeagler, 1709 W. 
° llas, Texas—Texas and 


CHICAGO 16, ILL. 


Bivd Okla. Eighth St., Los Angeles, Cal. 

litem Stone, 30 Church St. New RE: Horter, Ind., Ill., Mich., Ohio, 
York City, covering New Yerk. 2523 W. 109th Pi., Chicago, III. 
Marry Henkel, 62 Castie Dr., S$. Lichtenstein, 1228 Locust Ave., 
Oakiand, Cal. Philadelphia, Pa. 
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NORTHWEST NEWS NOTES 





Merrill D. Hasty, Correspondent 





Reed Clark, of Oshkosh Office Supply, Oshkosh, Wis., 
is reported a patient in Mercy Hospital in that city. 
He is suffering from a ruptured appendix and has been 
a very sick boy. Let’s hope for news of definite im- 
provement next month, Reed. 

” co * 

Lester Killinger, formerly the buyer and manager of 
the Newton Daily News, has just resigned to open his 
new stationery store—Newton Office Supply Company. 
The new business is located at 107 First Avenue West, 
Newton, Ia. He hopes to see many of you travelers 


soon. 
* * & 


Many of the travelers will remember Clark Hoot, 
formerly buyer for the Otto Wagner store at Freeport, 
Ill. Clark is now an ensign in the Navy and has just 
finished his training. He is stationed at Great Lakes 
awaiting his first assignment. 

* * * 

Mr. and Mrs. Bill Jarchow of the H. H. West Com- 
pany, Milwaukee, Wis., spent two days at the Chicago 
Gift Show. 

x * * 

Be on the lookout for Stan Griebel, who has been 
reported in Milwaukee and surrounding towns re- 
cently. He may want you to play golf. He has spent 
much of his time practicing for the Milwaukee golf 
tournament at North Hill on September 8. 

* * * 

Roman Rothe of Office Supply and Printing Com- 
pany, Sheboygan, Wis., spent a few days of his vaca- 
tion with George Hansen, Boorum and Pease, up in the 
Peninsula of Michigan. The size of the fish will be 
revealed at the golf tournament at North Hill in 
Milwaukee on September 8. 

* 7 * 

Corp. Hax Hoolihan, formerly with Sylvester & Niel- 
sen Company, Appleton, Wis., was home recently for 
a few days. He is with the Fifth Marine Division 
located at Camp Pendleton, Oceanside, Calif., and 
would like to hear from you travelers. 

+ * * 

Lt. Emil M. Swanson, USNR, P.O. Box 55, Navy No. 
115, c/o Fleet Post Office, New York, is the present 
address of “Swanee,” formerly with Bainbridge. Five 
dollars recently received from the lieutenant for dues 
to the Northwest Travelers Club were returned, for 
the club collects no dues from service men. All he 
can say as to-his whereabouts is that he is where he 
can perspire most of the time now. 

a * ot 

Jim Brown recently resigned from W. A. Beach 
Printing Company, Sioux Falls, S. Dak., to accept a 
new position with the Carpenter Paper Company, 
Kansas City, Mo. 

* * * 

Arthur Graw, formerly of Des Moines Stationery, is 
now operating his own store, The Office Supply, in 
Minneapolis. 

* * * 

Ed Hanson, Miller-Davis Company, Minneapolis, re- 
ports that his daughter is in a local hospital, where 
she underwent an appendectomy recently. All trav- 
elers and friends wish her a very speedy recovery. 

* * * 

Gus Olson, of Japs-Olson Company, Minneapolis, is 
seriously ill as the result of a recent operation. At 
this writing it is understood that he is improving. 

a * * 

Vic Irgens, Miller-Davis Company, is back at his 
duties after a several weeks’ absence due to illness. 
* * * 

Our Canadian friend, Jimmy Irving, of Williams 
Stationery Company, Winnipeg, was recently a guest 


of Art Grayson, Bob Davis and Ed Hanson while on a | 
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RECORD STORAGE BOXES 


THE NATIONAL STANDARD FOR ECONOMICAL RECORD STORAGE 






SIZE 


NO. 11 
FOR 23 
LETTERS STOCK SIZES 


For over 25 years Liberty Boxes have been the leader in the field 
and now they are living up to this same high standard in thou- 
sands of war plants where efficiency in the handling of records is 
a must. These plants, in searching for the “best” of everything 
to help keep production at a peak, insist on Liberty Boxes. 

This demand, on the part of war plants, coupled with the very 
real shortage of corrugated fiber-board and labor has put a strain 
on our production facilities the like of which we have never ex- 
perienced...but we are filling orders as fast and as best we can. 
Please assure your war plant customers the priority service — 
are entitled to receive by cooperating with us in putting the fol- 
lowing information on all orders: 1. Customer’s name, 2. Custom- 
er’s Address, 3. Customer’s Priority rating, 4. Customer’s per- 
centage of War Work, 5. Send individual order for each customer. 


HERE ARE JUST A FEW OF THE MANY WAR PLANTS USING LIBERTY BOXES 


Dodge Chicago Plant. Allison Division—General Motors Corp. 


Pennsylvania Shipyards, Inc. Fairchild Engine & Airplane Corp. 
& Howell Co. American Optical Company 
Tubular Alloy Steel Co. Kaiser Company, Inc. 


Hercules Powder Company 
Consolidated Steel Corporation 
Phelps Dodge Corporation 
Foote Bros. Gear & Machine Corporation 
E. 1. DuPont de Nemours & Co. 
Houston Shipbuilding Corporation 
U. S. Naval Ordnance Plant 
Studebaker Corporation, Aviation Division 


Borg-Warner Corp. 
McQuay Norris Mfg. Co. 
Western Cartridge Co. 
Zenith Radio Corp. 
Galvin Mfg. Co. 
Aluminum Company of America 
Glenn L. Martin Co., Aircraft 
Bellanca Aircraft Corporation 


American Can Company Douglas Aircraft Company 
AC Spark Plug Division—G. M. C. Allis-Chalmers Mfg. Co. 
International Cellucotton Products Co. Radio Corporation of America 


Nash Kelvinator Corporation 
Continental Motors Corporation 
Edward E. Budd Mfg. Co. 
Harring Hall Marvin Safe Co. 
Emerson Electric Mfg. Co. 
Waltham Watch Co. 
Consolidated Vultee Aircraft Corp. 


Aviation Engine Plant—Buick Motor 
Inland Steel Co. 

Baldwin Locomotive Works 
General American Tank Car Corporation 
Browne & Sharpe Manufacturing Co. 
Kingsbury Ordnance Plant 
Carnegie-Illinois Steel Corporation 

Stewart-Warner Corporation Owens-Illinois Glass Co. 
R. G. LeTourneau, Inc. Hoosier Lamp & Stamping Corp. 
Dow Chemical Company 


Established 1918 
BANKERS BOX COMPANY 


536 SOUTH CLARK STREET 
CHICAGO 5, ILL. 
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STAR PERFORMANCE 


Typists who take pride in their work thrill 
to the new Codo CLEARTEX. The fine tex- 
ture fabric, high ink concentration and ex- 
tra length make possible a consistent excell- 


ence that brings compliments. 


Codo SUPER-TREATED, SUPER KOTE and 
KEEN RITE are all headliners in giving car- 
bon copy satisfaction. They give clean, 
sharp impressions for that extra number of 
copies. Five year guarantee against de- 


terioration. 


J <n 
° é 
= ; The famous patented “Carbon 
rahe ee ee gear ’ es 
ee ox of Codo Super-Treated, Super ; 
spit ss Kote and Keen Rite. - 


Silo MFG. CORP. 


529 South Franklin St., 270 Lafayette St., 
Chicago7 New York12 
Factory: Coraopolis, Pa. 
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business trip in Minneapolis. While he he attended 
the Minneapolis Business Forum as a guest of Presi- 
dent Ed Hanson. Later he was entertained at the 
Athletic Club. Our Canadian friends are always wel- 
come. 

er 
PITNEY-BOWES ANNOUNCES NEW APPOINTMENTS 


Four new sales appointments in line with the post- 
war expansion program of the Pitney-Bowes Postage 
Meter Company were announced on August 10 by W. 
R. Greenwood, vice-president of the organization. 

H. M. Nordberg was named assistant to the vice- 
president in charge of sales, with headquarters at the 
company’s home office in Stamford, Conn. Mr. Nord- 
berg joined the organization at Kansas City in Janu- 














H. M. NORDBERG 


ary, 1934, as a salesman. He was promoted to the 
position of Minneapolis branch manager the following 
February and in April, 1937, returned to Kansas City 
as branch manager of that operation. He was named 
manager of “B” division in September, 1939, and under 
his direction the division has made an outstanding 
record. 

Also promoted in August were E. M. Davis, new east- 
ern sales manager, with headquarters in New York 
City; W. L. Frew, southern sales manager, with head- 
quarters in Atlanta; and J. A. Lamplugh, western sales 
manager, with headquarters in Chicago. 

sind 


VISUAL RECORDS STOCKHOLDERS MEET 


At the annual meeting of the stockholders of the 
Visual Records Corporation held at the company of- 
fices in Washington, D. C., on August 2, the following 
officers were re-elected for the ensuing year: 

L. E. Hutchings, president and chairman of the 
board; P. A. Sheridan, vice-president; T. J. Sheridan, 
vice-president; C. D. McIntosh, treasurer, and H. E. 
Whalen, secretary. 

The company has reported a gratifying increase in 
sales and announces an accumulated inventory of 
equipment available for immediate delivery. Dealer- 
ships have recently been placed with Buxton and Skin- 
ner Printing & Stationery Company, St. Louis, Mo.; 
Cramer Safe and Office Equipment Company, Kansas 
City, Mo.; Stan Griebel, Minneapolis, Minn.; Koller & 
Smith Company, Inc., New York City; Robert L. Parker 
Company, Los Angeles, Calif.; Charles G. Stott Com- 
pany, Washington, D. C.; and F. C. Williams, Seattle, 
Wash. 

— 
40-YEAR-OLD PITTSBURGH FIRM IN NEW HOME 


George H. Alexander & Company, Inc., stationers, 
printers and engravers of Pittsburgh, Pa., recently 


purchased a four-story building at 608 Wood Street. 


The building, measuring 23 by 96 feet, is located on a 
25 x 130-foot lot. The new store occupies the entire 
ground floor, the third story housing the firm’s print- 
ing plant. The remainder of the building is devoted to 
warehouse space for extra stock. 
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Reproductions of two ad- 
vertisements currently ap- 
pearing before more than 
8,000,000 readers of 
Fortune, Time, Newsweek, 
and the nation’s largest- 


circulation newspapers. 
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And the Colonel took orders from him! 
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Somewhere in England, a group of Flying For- 
tresses takes off to paste the Jerries in northern 
France. Old stuff to Fortress crews that have 
gone before. But for this group, it’s the first 
trip the vest 

Over the channel, things start to happen in 
the lead plane of the foremost squadron. Up in 
the nose, Lt. Johnny Williams, bombardier for 
the group, excitedly barks requests into the 
intercom phone. He's a little jumpy. He's 
talking too fast, Why not? It's Ass first trip, too, 
and he feels the load he’s carrying 

Almost fifty bomb loads will hit the target— 
or miss—dépending largely on how he does his 
job. For when his bombs go down, the others 
from all the planes that follow will do likewise. 
Quite a load for a man of 22. 

“Bombardier to pilot. Need more altitude... 
20,000 ... hold speed, alter course to 105... 
level out, level out!” 

Back on the intercom comes: 

“Slow ‘er down, Johnny. Ease up and let me 
know just exactly what you want.” 


That's from Lt. Col. George M. Crandall, 


pilot, an old hand from Africa, cool and cagey 
as they come 

That's all Johnny needs. He's O.K. now 
Sure. He's not alone. He's part of a great team 
And he’s got the best damn skipper in the U. S. 
Air Forces. How can he miss? 

He doesn’t. The bomb run starts. He calls for 
a level and goes to work on his bombsight. The 


for us to become a prime contractor on the 
Norden Bombsight for the Army 

Some were great corporations, already loaded 
with war work, but willing to add this job to 
the rest. Others were smaller companies, hand- 
picked for special skills. But all had the spirit 
chat meant teamwork. 

We think that you'd like to know the names 





hard lines come upevealy and the next mom 

“Bombs away!" 

Back at base, Johnny warms inside whe 
hears that the group has put this one “o 
nose.” 

And four hours later, the same day, Jo! 
leads the group in again—for a double-he 
What a team! 

* * * * 


Teamwork is important in war produc 
too. And, often, little is said of those who 
up our hard-working production teams. T 
why we at Victor want publicly to than 
eighty subcontractors who, together with ex 
of the Army Air Forces, have made it pos 

















Pin-DOWNS:! 


Ads like these are pitched at pinning down 
quality on the Victor name. 

And there’s a reason for aiming them at a 
large, selected audience. 

To wave the flag? To thump our chests? To 
make a splash? 

Not by a bombsight! Not by all the Norden 
Bombsights that we’re now making for the 
Army. 

That reason concerns you... your postwar 
business. For it’s one thing to talk of the 
craftsmanship that is born of precision manu- 
facture. It’s quite another to tell that to the 
right people. 

Victor’s advertising does both. Its magazine 
circulation is usable. . . predominantly among 
those who can either buy or influence the 
purchase of the adding machine you will once 
more be selling. 

And that’s pinning down quality where it 
counts!...... Victor Adding Machine Co. 
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The daddy of your next adding machine 
takes a trip—“on business” 


Traveling bag and all—it's strictly a 
business trip as the Norden Bomb- 
sight goes aboard to help hurry the 
day when the Nazis’ number will be 
up 

And, speaking of numbers, we at 
Victor are still at it—the complete 
Norden Bombsights that we produce 
for the Army being essentially calcu 
lating machines. 

These highly complex instruments 
extract the right answer from a flock 
of figures representing plane speed, 
altitude, wind speed, air temperature, 





trail, and so on. From these figures, 
the bombsight computes the answer 
to the problem of exactly where in 
space a bomb must be released in 
order to hit the target 
* * * 

Among computing mechanisms, the 

bombsight is the daddy of them all 


Aad we think you'll agree that the ac 
curacy with whic 


each of its components is produced, 
and the skill of their assembly 


That's a heritage of which you can 
take advantage when your business 
figures are once again the only type of 
oumbers going into our machines 

We'll do everything we can, when 
that day comes, to make it a case of 

like father, like son 


gg Beara is | VICTOR ADDING MACHINE CO, 


synonymous can 
no berer than the 4 reg 





precision with which STILL WORKING WITH RIGHT ‘ANSWERS 
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NEUCWS 
RUBBER 


LANT SLIP ruses 


Cant-Slip is in demand today to keep aging type- 
writer rollers in good walliog order. It stops 
paper skidding. Cant-Slip offers you a good profit 
and guarantees satisfaction. Order Cant-Slip to- 
day and display it. Write for free advertising aids. 


(LAR OTP INSTANTLY 


Dealers everywhere are reporting increased sales 
of Clarotype. It creates repeat sales and increases 
profits for you. The handy dauber prevents spat- 
tering. Feature this national leader. Write today 
for liberal discounts and free advertising aids. 


BOTH PRODUCTS ARE NON-INFLAMMABLE 


THE CLAROTYPE CO., INC. 


16-K HUDSON STREET NEW YORK 13, N. Y. 

















CARBON PAPERS 








TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon and 
carbon proposition you can 
turn into real profit. You can 
always count on our coopera- 
tion. 


EXCLUSIVELY for 
DEALERS *”» STATIONERS 


Complete details on request 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 
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A WARTIME SERVICE 


To Help Stationers Maintain an 
Adequate and Balanced Stock 


@ Commercial Stationers submit lists of items they 
wish to sell. We offer it to other dealers and pay 
promptly when sold. All merchandise property of 
the dealer until sold unless other arrangements 
made. 

e Our terms are net cash upon delivery of merchan- 
dise to your store for examination. Our close mar- 
gin prohibits cash discount. All goods available for 
examination in warehouse. 

e Dealers find it advantageous to visit warehouse and 
select stocks available. 

e SALES TO DEALERS ONLY. 

e Let us help reduce items overstocked or build up 
on goods short. Our service is used to advantage by 
many dealers. 


FOR POST WAR 


EFFECTIVE SALES COVERAGE 


in twenty middle west states for manufacturers selling 
office supply and office furniture dealers. PLUS the 
added advantage of Chicago warehouse facilities. 
Here is an opportunity for post war planning that 
will pay dividends. 

Elmer Krumwiede and Associates 


THE STATIONERS 
CLEARING HOUSE 


334 S. Jefferson St. Chicago 6, Ill. 
Phone MONroe 8226 ? 


























INVESTIGATE THE MERITS OF 
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5 
ROBERTS p=, MODEL 95 


The Quality five action, all steel 
and nickel, Numbering Machine. 


% Capacity for ten wheels. 


% Priced competitive to ordinary 
machines of four and less 
actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


THE ROBERTS NUMBERING MACHINECO, 


694-710 JAMAICA AVE. BROOKLYN 8, NEW YORK 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago 10, Ill. 593 Market St., San Francisco 5 
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VICTOR ADDING MACHINE ANNOUNCES FIELD 
ORGANIZATION CHANGES 

M. S. Bandoli, vice-president in charge of distribu- 
tion for the Victor Adding Machine Company, has re- 
cently announced a new regional set-up for the Victor 
field organization. 

In order to work more closely with Victor dealers 
throughout the country, direct sales supervision is 
being decentralized, and vested in three newly-cre- 
ated regional managers, who will be responsible for 
all sales activities in their respective regions and re- 
port direct to the vice-president. 

L. P. Naylor has been appointed eastern regional 
manager, and will headquarter in New York. He will 
be responsible for all sales activities in eastern and 
southeastern states. Mr. Naylor has served as man- 
ager of the New York office for four years. Previous 
to this, he had been associated for a number of years 
























































A. F. BAKEWELL 


an ; | 
AV : a 


KURT VASEN 








with well-Known manufacturers in the office machine 
industry. 

F. S. Himebauch, for the past six years manager of 
the Chicago office, will serve as middle western re- 
gional manager, with headquarters in Chicago. He 
will be responsible for all Victor sales activities in 
22 middle western states. Before joining Victor, Mr. 
Himebauch was associated with manufacturers in the 
home appliance field and has a wide and well-diversi- 
fied background in field sales work. 

Kurt Vasen, former director of the Victor dealer 
division, is western regional manager, with head- 
quarters in Los Angeles. His region will embrace the 
West Coast and mountain states. Before joining Victor 
Mr. Vasen was associated with Ditto. 

Alvin F. Bakewell has been moved to the newly- 
created position of assistant general sales manager 
and will assist the vice-president in the formulation 
of policies and sales administration. Mr. Bakewell is 
a Victor veteran, with over 16 years of service in 
various sales and executive capacities. 

A number of other promotions of key sales personnel 
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EVERY OFFICE HAS PROBLEMS 


that can be solved by the use of 


BERKSHIRE TYPEWRITER 
PAPERS 








‘ | 
There’s a correct grade for every | 
business need 

EATON PAPER CORPORATION, PITTSFIELD, MASS. 

















FOR 
IMMEDIATE 
DELIVERY 


36x48 


NATURAL 
COLOR 


4 IN A CARTON 








ROUNDED CORNERS — BEVELED EDGES 


OFFICE SPECIALTY MEG. C0. 


70 EAST 125th ST., NEW YORK 35, N. Y. 
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ADD 
YEARS to, 
TYPEWRITER ¥e 
LIFE 







a 


THE SCIENTIFIC TYPEWRITER bAD 


{ 


e Put a KIL-KLATTER Type- 
writer Pad under every type- 
writer and you add years to its 
useful life. KIL-KLATTER 
Pads absorb vibration that 
loosens parts . .. save money 
by delaying the need for repairs. And the whole 
office becomes quieter, because KIL-KLATTER Pads 


really deaden typing noise! 


Made of famous OZITE All Hair Felt, with non- 
skid bottom that greatly reduces the danger of type- 
writers sliding off desks. Top is specially treated to 
keep machine legs from digging in. Size 11 x 13 
inches, fits all typewriters and many business ma- 


chines. 





FREE DISPLAY CARDS: 


Fits all typewriters 
ts all typewriter With orders for a dozen or more pads 


tail we'll send you FREE a colorful display 

retails 

: 00 ecard and a quantity of 2-color mail en- 
for closures imprinted with your name. 
4 


Dealers: Pin coupon to your letterhead 











for Free Sample. 





r AMERICAN HAIR & FELT COMPANY | 
Dept. D9, Merchandise Mart, Chicago 54 
Send FREE sample KIL-KLATTER Typewriter Pad and full infor- 


FIRM NAME 


| 
| 
mation about prices and discounts. | 
| 
| 
ADDRESS | 

| 















in the Victor organization will be announced in the 
near future. 

Victor’s facilities are still nearly 100 per cent en- 
gaged in war work, with production concentrated on 
the Norden bombsight, which is being built under a 
prime contract for the United States Army. 





COLLINS’ NEW DIXIE TERMINAL BUILDING SHOP IN 
CINCINNATI.—A. F. Collins, proprietor of Collins Pen 
Shop, 150 East .Fourth Street, Cincinnati, has just 
opened this attractive shop at Fourth and Walnut 
Streets. A new slogan, “Ordered Today—Ready To- 
morrow, tersely emphasizes his 24-hour service on 
printed stationery. As authorized representative of four 
leading pen manufacturers he will continue his sales, 
service and repair business at the old location. Lines 
of greeting cards will be carried at both stores.—R.C.E. 

2 


IBM ADVANCES THREE WOMEN TO NEW POSTS 
Miss Margaret E. Hester has been named to head a 
newly-created applications department for the United 
States and Miss Margaret Bulmer will assume similar 
responsibilities in a new applications department for 
world trade, according to a recent announcement re- 
leased by International Business Machines Corpora- 
tion, New York, N. Y. At the same time Miss Mary 
Emily Jones was named assistant manager of the IBM 
applications department for the United States, under 
Miss Hester. These departments, organized as a part 
of the company’s pest-war planning program, will 
work in the fields of government, business and institu- 
tions to develop new applications for IBM products, 
both in the United States and in foreign countries. 

Miss Hester, who previously, as a member of the 
IBM education department, taught machine applica- 
tions in its systems service school at Endicott, N. Y., 
joined the company in 1940 as an operator in the 
service bureau at Atlanta and later served as a sys- 
tems servicewoman at Richmond. 

Miss Bulmer joined the company as a systems serv- 
icewoman in 1935 after her graduation from Smith 
College. In 1942 she headed an electric accounting 
machine training school for the Army Air Forces at 
Wright Field, Dayton, Ohio. She returned to the IBM 
organization early this year as a special representa- 
tive at Dayton. 

Miss Jones joined the company in 1942 after her 
graduation from Smith College and, after training, 
was assigned to New York. For more than a year she 
has conducted a survey in the library field and will 
continue this work in her new position. 

_—--.!  — 

CROSSMAN OPENS NEW STORE IN STURGIS 

Herman V. Crossman, for the past ten years an 
auditor and promotion man for the American Express 
Company, has announced the opening of a new sta- 
tionery store, Crossman’s Stationers, in Sturgis, Mich. 
The new firm is located on the second floor of a two- 
story structure, the first floor being occupied by a bus 
depot and newsstand. Lines handled include greeting 
cards, office supplies, magazines, newspapers, station- 
ery, party accessories, tobaccos, office forms and sheet 
music. 
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Holders 


? MADE BY SPECIALISTS 

L 

l 

F 

: TO DO A BETTER JOB! 

] The G. J. Aigner Company believes in specialization, and this belief has been 

: justified by the universal acceptance and popularity of AICO products by both 

: dealers and their customers. Cellulose, leather, and paper are our materials, 

l fashioned into office equipment and supplies, the well known and highly regarded 

; AICO line. 
AICO CELLULOSE PRODUCTS AICO LEATHER PRODUCTS 

- AICO Cellulose Indexes are made in a wide variety of AICO Leather Index Tabs are supplied on ledger and 
styles, each designed to suit the specific needs of each of index sheets in many different styles and forms to suit practi- 
many filing systems. Stock styles are available and special cally any style of ledger. 

~ indexes can be made to order promptly and economically. AICO Leather Desk Accessories, add to the efficiency of 

AICO-GRIP was the first Tubular, Insertable, Index Tab- the modern office help maintain an orderly desk. AICO 

is bing on the market and still leads in efficiency and popularity. Desk Pads, Work Distributors, Correspondence Folders, Phone 

h AICO Shop Ticket Holders are designed for the protection Book Covers are available in executive styles, richly fabri- 
of important documents that must have frequent handling in cated in genuine leather and simpler styles more suitable for 

: office or shop and their use in industry is rapidly increasing. the general office. 

1 AICO Plastic Label Holders, for file drawers, stock bins, AICO Display Binders, now restricted by priorities and 
tool cribs, etc., are convenient to attach, provide protection material shortages, will again be available when restrictions 

e for the label, and are economical. are lifted. 

r If it's made from cellulose or leather, specify AICO for better quality and workmanship. 

y 

; AICO-GRIP TABBING 

LOOSE LEAF INDEXES 
DESK PADS and 

" ACCESSORIES 

- SHOP TICKET HOLDERS 

sg * 

; Net 

- 

g 





t 503 S. JEFFERSON ST., CHICAGO 7, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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Distributors of 


ABC 
TYPEWRITER PAPERS 


for the 


Valley Paper Company 
-* 


Samples and full information 
about this complete line of fast- 
selling typewriter papers will be 
sent to interested dealers. 


* 


ASSOCIATED STATIONERS SUPPLY COMPANY 
229 South Jefferson Street 
Chicago 6, Illinois 


(Warehouse Distributors for Manufacturers 


ALL METAL "PECHNYSCOPE 
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THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 


legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 

The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 


accidentally broken. 


The Scales in each side of the table are divided into sijxteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 
inches wide by 21% inches long. 
Price, complete with Lamp, Ball Point Stylus, $] 450 
j iti (Slightly 
Flexible Writing Plate and Four Manuals PP a 


TECHNYGRAPH CO. recuny, wu. 















. +» TIME 
.» EFFORT 
. «» ERRORS 


ers and skilled Typists makes 


it imperative for every busy 
_« organization to get the UT- 
-- MOST out of available effici- 


“ency equipment. Dealers con 








NG AREA 




















Removes Hectograph, 
Mimeo and other Dupli- 
cating Ink stains, oil, 
grease, etc. 






Quick effective, pleasant— 
enjoys enthusiastic approval 
of copy machine operators. 
They like its thorough, yet 
gentle action, its pleasant 
scent and the way it keeps 
hands soft and smooth with- 
out disturbing nail polish. It 
has been tested, approved 
and adopted for use by 
many large firms including 





6 oz. tubes 







THE TILTING 
2 LEVER 
BALL BEARING 
LINE-BY-LINE 
FRONT VISION 
NOTE BOOK &@ 
COPY-wORK 
HOLDER 





| 
| _ 6 Model Sizes 


_12” to 36” Wide 
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senrem, yg  . ‘benefit themselves ond their 


’ customers by showing above 
illustrations or machine itself. 
If you need stock and or 
data-Mail Coupon Now! 


a mee cee cme ee ee 


Copy RIGHT Mfg. Corp. 
| 53 Park Place, New York 7, N. Y. 
| O Send literature and prices. 
(J Ship a Copy-RIGHT (stock-sample) 
on regular terms. 
Signed . ore 
(attach to letterhead) 


OE EE A A A A SEE GN eT 


] 
| 
| 


es cans Bethlehem Steel, Timken, 
5 Ib. te R.C.A., Inland Steel, Crane 


TRIAL ORDER—Send your 
order for 12 tubes today. 
Price list and quantity dis- 
counts will be enclosed. 


466 West Superior Street 


OFFICE APPLIANCES, 


Co. and Ryerson. 


TERRITORY AVAILABLE! 
DEALERS — WRITE FOR 
PROPOSITION 


,Sne. 


Chicago 10, Ill. 


September, 1944 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


Conditions Changing.—Two gradual changes are 
noticeable in Los Angeles from month to month. First, 
more merchandise is available, particularly used mer- 
chandise, and second, there is a decided tendency to 
talk about and plan for the circumstances likely to 
develop in the post-war era. The move of one large 
downtown store to give a much larger scope to its 
Mimeograph department with an eye to the industrial 
development of the area after the war is indeed a 
significant sign. a 


New Employee.—M. M. Costley, formerly with the 


American News Company, New Orleans, has arrived in | 


Pasadena and is now associated with the Parker Type- 
writer Company. The Costley family is also moving 
soon to Pasadena. ae ~ aes ae 


To Bill Under New Name.—A. C. Hauser, West Coast 
representative for the C. E. Sheppard Company, in 
August reminded his customers and friends that as of 


September 1 all billings formerly sent out by the | 


Columbia Sales Book Company, 315 South Spring 


Street, Los Angeles, would go out under the new name | 


of Columbia Wholesale Stationers. The address, how- 

ever, will not be changed. Mr. Hauser was scheduled 

to make a dealer contact trip to San Diego and other 

points south late in August for Cesco. Mr. Hauser says 

that he has some very interesting news items to show. 
* ok * 


Montgomery with Allen-Wales.—W. E. Montgomery, 
who for the past two years has been assistant admin- 
istrative officer at the Los Angeles port of embarkation 
in the Signal Corps, is now connected with the Allen- 
Wales Adding Machine Company agency at 305 South 
Spring Street. Mr. Montgomery also was formerly with 
the American Writing Machine Company and at one 
time with the Burroughs Adding Machine Company. 

* * * 

Furnishing Real Estate Offices—H. A. Jonas, pro- 
prietor of the National Office Furniture Company, 218 
South Spring Street, states that he has had the pleas- 
ure of furnishing a number of very fine real estate 
offices recently. The realtors, he feels, are getting 
ready for the big building boom which most people 
think is almost certain to follow the coming of peace. 

Mr. Jonas says he finds many other types of firms 
also very definitely making ready for the post-war 
season. This has meant considerable office expansion 
recently. a 


Goes to Alaska.—M. D. Hathaway, manager of the 
American Writing Machine Stores’ agency at 531 South 
Spring Street, Los Angeles, reports that Roscoe Town- 
send of Santa Barbara has left for his annual trip to 
Anchorage, Alaska. He has the Underwood agency for 
that area but has his office space with Frank Powers 
and Company of Santa Barbara. The trip takes about 
three or four months each year. 

* * * 

Rothmans Move Back to Spring Street.—Mr. and 
Mrs. Sam Rothman have moved their Commercial 
Typewriter Company from 111 West Ninth Street, 
where it has been located for six years, to 752 South 
Spring Street. They say this is like coming home, 
since before moving to the Ninth Street location they 
had been in business at 751 South Spring Street for 
eight years and at the nearby location, 746 South 
Spring Street, for six years. 

* * * 


Expects Son Home on Furlough.—Howard C. Parker, 
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Juma Savor 
““SWING-DEX”’ 


Finding is as yn 
important as O 
Filing 









Swing-Dex 
Used in 
Desk File 
Drawer 


/ 
———~*74 RS 
















List, Unit ¢ 00 
Complete 


(F.0.B. Skokie, III.) 


Hardwood Frame—Placed lengthwise in the front of deep desk 
drawer; top of desk; crosswise in drawer (file department as 
a sorter}. 


Personal Alphabetic File—Capacity over 1000 letters. 
Daily Follow-Up—1-31—Combined with alphabetical system. 


Subject File—Special printed labels (also blank labels) take 
care any type subject or "Personal Affairs’ items. 


A Collator—Used to collate papers destined for general or 
permanent files. 


A display on your floor or in your window should result in an 
attractive volume of additional profits. Prompt shipment. 









































[SWING-DEX 


Business Efficiency Aids 








Swing-Dex as used in or on desk. 


BUSINESS EFFICIENCY AIDS 


Box 258-A Skokie, Illinois 
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-FOUNT-O-INK 
INSTANT ACTION 


PiJiCyeitcery 4 
builders 





Fount-O-Ink Writing sets deliver un- 
failing service. They are the quality 
line that particular people are proud to 
own. Alert dealers are featuring Fount- 
O-Ink Writing sets equipped with 14K 
solid gold points of America’s finest 
quality and workmanship . . . Choice of 
colors in brilliant Mahogany, Walnut 
and Jet. 

Many of America’s largest institu- 
tions have long used the efficient com- 
mercial type Fount-O-Ink Writing sets. 
New orders for industrial installations 


are constantly being requested. 


Our latest catalogue and 
price list will prepare you 
to meet a market eagerly 
awaiting Fount-O-Ink 
Writing sets. All items are 





available. 


GREGORY FOUNT-O-INK COMPANY 


3501-11 EAGLE ROCK BOULEVARD 
-* ANGELES 41, CALIFORNIA ® 


lel Sitti aia siti tiliatl IM 
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oe | proprietor of the Parker Typewriter Company, Pasa- 


dena, is at this writing looking forward to a visit from 
his son, Warren A. Parker, who has spent the last two 
years in the Hawaiian Islands. The young man is ex- 
pected to be home for a month and then the likeli- 
hood is that he will be based some place within the 
continental limits of the United States. The young 
man is serving in the Coast Guard. 
+ oe * 

Mrs. Lockard Better.—Blake Lockard, secretary of 
the Stationers’ Association of Southern California, re- 
ports that his wife who has been ill for some weeks is 
now improving nicely. Mrs. Jack Walker, daughter of 
Mr. and Mrs. Lockard, is helping out both at the office 
and at the house. Mr. Walker is now a staff sergeant 


| with the First Fighter Control Squadron in New 


Guinea. 

Mr. Lockard reports that he recently had a letter 
from Mrs. H. C. Lyles, saying that her husband, who 
was in England prior to the invasion, is now in France. 


| “Hank,” as Mr. Lyles was called, was formerly with the 


Bates Manufacturing Company. Mrs. Lyles is residing 
at Dublin, Ga. * * & 

Enlarging Scope of Mimeograph Department.—R. E. 
Shepherd of the Schwabacher-Frey Company reports 
that the Mimeograph department in the store is being 


| greatly broadened in scope with a view of keeping up 


with the possible demand for the various operations 
and services of such a department in the post-war era. 
Three new men have been added to the staff. They 
are Ralph Vetterli, formerly with Z.C.M.I., Salt Lake 


| City, who comes as manager; David Stevens, formerly 
| of Eau Claire, Wis.; and Nelson Greenfield, formerly 


with the Burroughs Adding Machine Company, Akron, 


| Ohio. All brought their families with them to L.A. 


The department is working on industrial methods 
and procedures as applied by the Mimeograph proc- 
ess. The industrial growth of Los Angeles after the 
war is kept very definitely in mind. 

* * OK 

New Royal Wholesale Man.—The Royal Typewriter 
Company, Los Angeles branch, has added a wholesale 
supply man in the person of C. W. Goddard who covers 
the Arizona and southern California territory. He was 
formerly with the Keelock Supply Company. He repre- 
sents Roytype supplies and has his home in Los 
Angeles. * * * 


Leo Miller in Navy.—Leo Miller, son of the late 
Julius Miller who founded the Miller Desk and Safe 
Company, left August 16 to take his place in the Navy. 
Young Mr. Miller was 19 years old in July. 

i 


NEW NOMDA COMMITTEES AND GOVERNORS 
NAMED 


The following committee members and regional gov- 
ernors of the National Office Machine Dealers Associ- 
ation have been named by President Jack Macon, 
according to a recent statement issued by Executive 
Secretary Joe M. Hicks. The new appointees will serve 
until the convention is held in 1945. 


Executive Committee (of Board of Directors): Jack Macon, 
J. L. Macon Office Machine Co., Chicago, Ill., president; 
Gene E. Taylor, Pantagraph Printing & Stationery Co., 
Bloomington, Ill., vice-president; Leo W. Adler, Cleveland 


Calculating Co., Cleveland, Ohio, treasurer; Joe M. Hicks, 
NOMDA, Washington, D. C., executive secretary; Alfred 
Honour, Honour Typewriter Co., Denver, Colo.; Vito Ran- 


dazzo, General Typewriter Co., Kansas City, Mo.; James J. 
Sheehan, The Office Appliance Co., Providence, R. I 
By-Laws & Constitution Committee: M. Teschion, AAA 
Typewriter Co., St. Paul, Minn., chairman; Robert F, Man- 
chester, Adding & Bookkeeping Machine Service Co., Kansas 
City, Mo.; W. L. Talbert, Talbert Typewriter Exchange, 


Casper, Wyo.; Jack Weiner, Belmont Typewriter Service, 
Chicago, Ill.; Edwin C. Wick, Wick & Rouillot, Norris- 
town, Pa. 

Ethics & Standards Committee: W. J. Garrison, Marietta 
Office Supply Co., Marietta, Ohio, chairman; Gerard A. Har- 
rington, Baltimore Dictating Machine Co., Baltimore, Md.; 
Fred D. James, The Typewriter Exchange, Inc., Denver, 
Colo.; Roy Malone, Typewriter Service Co., Dallas, Tex.; 


John Stifter, Allen Adding Machine Agency, Detroit, Mich. 

Legislative Committee: J. W. Densford, Shawnee A-C 
Typewriter Co., Inc., Shawnee, Okla., chairman; A. O. Bloom, 
Bloom Typewriter Exchange, Lincoln, Nebr.; W. H. Estment, 
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File Foiders— Aili 
weights, cuts and 
sizes. 





Binder Indexes—A tab for 
every purpose, 


FILING NEEDS 


OQ. Everything to make filing fool- 


] 


proof and finding easier. Guides, 
\ File Guides with : - < 
——— | Folders, Cards, Binders and Tabs 
in a wide variety of sizes, styles 
and colors, to take care of any 
kind of business or profession. 


Priced right for profitable selling. 


Binder Indexes—Extra 
strong reinforced tabs. 


PROMPT DELIVERY 


Vertical File Jackets 75 years’ experience is behind the 
—, 


Amfile line of nationally adver- 
tised filing equipment and special- 


ties. 


Write for Catalog No. 444 illustrating, Binder 
overs— 
describing and pricing more than a te 


capacity. 


thousand different items. 


AMBERG FILE & INDEX COMPANY — 
1608 Duane Blvd. Kankakee, III. 


isit Our Exhibit at Nationa Sd.atoners 
Association, Oct. 2, 3, 4, Palmer House, 
Chicago. 


Leatherette Binder Covers 
with built-in meta! fasteners, 








Z 





Transfer Cases—Medium or 
heavyweight construction, 





Card Guides—All styles and 
sizes. Celluloid, metal or 
plain tabs. 
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The Truth and Nothing but— 


This shortage of fibre board is the real thing. 
There is nothing fictitious about it. Right now 
fibre board is a vital war material as scarce as 


hen’s teeth. 


We are trying our best to spread our meager 
allotment to cover the basic requirements of all 


our good, loyal dealers. 


So please be patient if we can’t ship you all the 
PRONTOS you order. You can be absolutely 


certain we are doing everything we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 








FIBRE BOARD FILES 
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Contra Costa Office Machine Co., Richmond, Calif.; E. A. 
Raphael, E. A. Raphael & Co., Boston, Mass.; Irwin Vincent, 
Western Typewriter Co., Topeka, Kans. 

Manufacturers’ Relations & Planning Committee: Nicholas 
H. Fucci, Business Machine Service Co., New York, N. Y., 
chairman. Planning: Gene E. Taylor, Pantagraph Printing 
& Stationery Co., Bloomington, Ill., vice-chairman; J. , 
Boyce, S. L. Ewing Co., Dallas, Tex.; Joe Heaton, Pawtucket 
Typewriter Exchange, Pawtucket, R. I1.; Sam Hutter, Check 
Writer Co., Inc., New York, N. Y.; Wilbur E. Walker, Wilbur 
E. Walker Co., Wichita, Kans. Manufacturers’ Relations: 
John LaHiff, J. E. Albright & Co., New York, N. Y., vice- 
chairman; W. F. Clausing, International Typewriter Ex- 
change, Chicago, Ill.; Ed F. Mulligan, Palm Beach Type- 
writer Co., Inc., West Palm Beach, Fla.; W. R. Shilling, 
Fort Pitt Typewriter Co., Pittsburgh, Pa.; Ed Stoll, Dobke 
Typewriter Exchange, Jersey City, N. J. 

Government Surplus Property Disposal: Clarence E. Bush, 
General Typewriter Co., Washington, D. C., vice-chairman; 
A. A. Bratton, The Bratton Corp., Columbus, Ohio; Walter E. 
Bret, International Office Appliances, Inc., New York, N. Y.; 
Arthur Lyons, Reliable Typewriter & Adding Machine Co., 
Chicago, Ill.; Oscar Pearl, New York, N. Y. 

Publications Committee: Frank W. Amey, Ream’s, Lan- 
caster, Pa., chairman; H. Byron Gaar, Louisville Typewriter 
Co., Louisville, Ky.; Fred Gamrod, All Types Office Equip- 
ment Co., Chicago, Ill.; Al Howard, Western Typewriter Co., 
Wichita, Kans.; Larry N. Mauck, The American Typewriter 
Exchange, Richmond, Va. 

Resolutions Committee: Maurice Newmark, Marsten Type- 
writer Co., St. Louis, Mo., chairman; Lud Pollak, Idaho 
Typewriter Exchange, Pocatello, Idaho; Marjorie Vowell, 
Central Typewriter Exchange, Inc., Chicago, Ill.; C. I. Whit- 
mer, The Typewriter Exchange, Columbus, Ohio; Thomas E. 
Williams, Williams Typewriter & Supply Co., Frederick, Md. 

Regional Governors: 

1. Joe Heaton, Pawtucket Typewriter Exchange, Paw- 
tucket, R. I. (Maine, New Hampshire, Vermont, Massachu- 
setts and Rhode Island). 

2. Irving R. Ritchie, Addressing Machine & Equipment Co., 
New York, N. Y. (New York, New Jersey, Connecticut, Dela- 
ware and Pennsylvania). 

3. Don MacDonald, MacDonald Typewriter Co., Washing- 
ton, D. C. (Maryland, District of Columbia, Virginia, North 
Carolina and South Carolina). 

4. Ed F. Mulligan, Palm Beach Typewriter Co., Inc., West 
Palm Beach, Fla. (Georgia, Florida and Alabama). 

5. W. J. Garrison, Marietta Office Supply Co., Marietta, 
Ohio (Ohio, West Virginia and Kentucky). 

6. Leon I. Walling, Dearborn, Mich. (Michigan and 
Canada). 

7. John Q. Adams, Adams Typewriter Co., Peoria, Il. 
(Illinois and Indiana). 

8. Harry Cooper, Cooper Typewriter Co., Memphis, Tenn. 
(Tennessee, Mississippi, Louisiana and Arkansas). 

9. John B. Sizemore, Reliable Typewriter & Supply Co., 
Kansas City, Mo. (Missouri, Kansas and Oklahoma). 

10. Harry W. Olson, American Typewriter Rental & Sales 
Co., Minneapolis, Minn. (Minnesota and Wisconsin). 

11. A. V. Bloom, General Typewriter Exchange, Des Moines, 
Iowa (Iowa, Nebraska, North Dakota and South Dakota). 

12. Russell Brewington, Brewington Typewriter Co., Hous- 
ton, Tex. (Texas). 

13. Dick Walsh, Walsh Bros., Phoenix, Ariz. (Colorado, 
New Mexico, Arizona and Utah). 

14. H. J. Hofacker, National Service Co., Billings, Mont. 
(Montana, Idaho and Wyoming). 

15. Clyde E. Gleason, American Typewriter Co., San Diego 
Calif. (California, Nevada and Hawaii) 

16. Lee H. Grunden, E. W. Hall Co., Inc., Seattle, Wash. 
(Washington and Oregon). 

a Soe 


TYPEWRITER VETS REMINISCE IN OKLAHOMA 

E. L. Eyler, Minneapolis manager for L. C. Smith & 
Corona Typewriters, Inc., spent the first week in July 
visiting his brother, Joe W. Eylar, in Oklahoma City. 

Joe, now an invalid on his farm near the Oklahoma 
capital, is one of the real veterans of the typewriter 
industry. He sold machines back in the days of the 
old Smith Premier and Remington No. 6, when it was 
necessary to convince a business man that the type- 
writer was practical and legal, rather than selling 
him on the merits of any particular make. He was 
one of the real pioneers in establishing the type- 
writer as an office necessity throughout his territory 
in Illinois, Missouri, Kansas and Oklahoma. Associated 
with L. C. Smith Brothers for a number of years, 
he retired some time ago because of ill health. 

While E. L. Eyler was visiting Joe, they were joined 
by J. W. Densford, another old-timer in the field. The 
three spent an entire day in reminiscences. 

oO 


GRAFF JOINS ESTERBROOK SALES FORCE 


The Esterbrook Pen Company, Camden, N. J., has 
announced the appointment of Richard M. Graff to its 
sales organization. Mr. Graff, who will cover eastern 
Pennsylvania, southern New Jersey, Maryland, Dela- 
ware and the District of Columbia, is well fitted to 
take over this territory, which was so efficiently cov- 
ered for many years by Walter Ridgeway. 
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A New Kind of Coupon 
for Dealers: 


This COUPON (when presented to 
the person or firm from whom it was 
purchased) is worth 25¢ toward the 
purchase of 

ANY INKED RIBBON 

ANY CARBON PAPER 


NOT TRANSFERABLE OR NEGOTIABLE 














$10.00 worth in each coupon-book; you sell them to your 
customers at any discount you wish. 


By endorsement you can make the coupons cover service- 
calls——or other stationery items. 


Blank space on the cover for your rubber-stamp or sticker. 


We supply the coupon-books at cost to all dealers, whether 
customers of ours or not. 


Write us for prices,—and sample book if you wish. 


U. S$. TYPEWRITER RIBBON MFG. CO. 


Main Office and Factory 
Filbert at Tenth Street Philadelphia 7, Pa. 


A RIBBON FOR EVERY MACHINE 
A CARBON FOR EVERY PURPOSE 















New plastic heads... 
uniform colors . . . light- 
er weight. Needle sharp 
points. RIGHT through- 


out. 


GEORGE B. GRAFF COMPANY 
64 Washington Ave., Cambridge 40, Mass. 


SIGNALS 
and MAPTACKS 
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TuBuLar Com WraPPERS 
Stationers! It's your Line—Exclusively! 


"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 
Seal ae 

in B Teller’s Moisteners 
int he Ss Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


HANNIBAL, MO. 


Coin Wrappers 
Bill Straps 








THE C. L. DOWNEY CO. 
















ALL-WEATHER 


STAMP PADS AND INK 


are perfect all-weather items— 
they give the same beautifully 
clear impression at all times re- 


gardless of weather or climate. 








FULTON SPECIALTY CO. 


200 FIFTH AV., NEW YORK CITY 10.N.Y. 
FACTORY AT ELIZABETH 1, N.U. 
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PASS ED AWAY 


DORR S. PERKINS 

Dorr S. Perkins, active in the stationery industry in 
St. Paul, Minn., for over a half-century prior to his re- 
tirement six years ago, died Monday, August 7, at the 
age of 74. He had been ill for about a year. His wife 
survives him. 

Mr. Perkins began his career in stationery with the 
Louis F. Dow Company. His next connection was with 
the Pioneer Company. His last relationship was as 
stationery department manager of the H. C. Boyeson 
Company. During his active years Mr. Perkins was 
association-minded. He was a regular attendant at 
NSA conventions and was widely known among manu- 
facturers’ salesmen and his fellow stationers. 

 - 
SAMUEL BOSWORTH SMITH, JR. 

Samuel Bosworth Smith, Jr., 39, prominent Chat- 
tanooga, Tenn., business man died unexpectedly at his 
home, 77 North Crest Road, on July 27. 

Born at Asheville, N. C., he was educated at the 
A few 
years ago he retired from his law practice to become 
connected with T. H. Payne and Company, office sup- 
ply firm on Market and Broad, a connection held at 
the time of his death. In 1940 he served as head of 
the Federal census survey in the Third Congressional 
District of Tennessee. He was appointed a sergeant- 
at-arms for the Democratic National Convention re- 
cently held in Chicago, but was unable to make the 
trip. His wife and two children survive-—CG 


+ i hf 
ELMER F. JOHNSON 


Elmer F. Johnson of the Johnson-Stack Company, 
Chicago, died of a heart attack on Friday, July 21. 
First signs of illness were evident about a week 
earlier. Mr. Johnson was in his sixty-fourth year. He 
is survived by- his wife, Hazel, and a brother, Julius R. 
Johnson. Nearly 25 years ago Mr. Johnson and P. J. 
Stack formed a partnership to engage in the retail 
stationery business. Although he devoted much time 
to sales work, Mr. Johnson’s primary responsibilities 
were concerned with finance and management. Both 
he and Mr. Stack were experienced in the stationery 
field, having been on the staff of Cameron, Amberg & 
Company for eight years. The business established in 
1919 will be carried on by Mr. Stack. 


, > & 
CHARLES S. WILLARD 


Charles Sumner Willard, retired stationer, died at 
his home, 753 West Roxbury Parkway, Boston, Mass., 
on Monday, August 7, following a long illness. He was 
88 years of age. 

Born in Harvard, he was educated at Boston English 
High School, and was a member of the Appalachian 
Mountain Club and the Field and Forest Club of 
Boston, and was a former member of the Boston City 
Club. He had been associated with Adams, Cushing 
and Foster (later merged with Ward’s) for a number 
of years prior to his retirement. 

Surviving is his widow, Annette C. Willard. 


- - / 
MORRIS W. BLUMENFELD 

Morris W. Blumenfeld, associated with the Office 
Furniture Warehouse Company, 573 Broadway, New 
York City, died on Tuesday, July 18. 

+ - - 
DONALD E. JOHNSON, JR. 

Donald Elliott Johnson, Jr., 18-year-old son of Mr. 
and Mrs. Donald Elliott Johnson of Tuckahoe, N. Y., 
died on August 7 at Point Pleasant, N. J., hospital as 
the result of a broken neck suffered while swimming 
at the resort on the preceding day. The deceased was 
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A CIRCLE 





OF BUSINESS FRIENDS 





No. 1280 


One thing is certain... the kind of friends 
worth having and keeping are those that "wear 
well." We like to think that Van Dyke Fluores- 
cent lamps belong in that category. Of course, 
during this critical war period our ability to 
render service has been curtailed; however, 
VICTORY for our cause justifies every such 


VAN WYRE INDUSTRIES 


21ST. AND ROCKWELL STS. 


~ WORTH CULTIVATING! 






No. 1025 


sacrifice. In the post-war days that lie ahead, 
there will be many changes; naturally friends 
change in appearance but rest assured that the 
same intrinsic qualities that have won such high 
praise for Van Dyke Fluorescent in the past will 
be present in the future as well. 


CHICAGO 8, ILLINOIS, U.S.A. 
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POLYCHROME STENCILS ARE A SAVING GRACE 





School and business institutions agree that Polychrome : 
Stencils : 
SAVE NERVES . 
SAVE EYESIGHT - 
SAVE TIME al 

SAVE MONEY 
of 
Dealers are saved from complaints! : o 
Se 
READ OUR SHOP EXTENSION PLAN BOOKLET AND : th 
PRICE LISTS. YOU WILL FIND THAT AS A DEALER IN de 
POLYCHROME STENCILS YOU WILL BE IN A MOST “om 
FAVORABLE COMPETITIVE POSITION. = 
ter 
Samples and literature on request. “e 
gro 
TYPE SHOULD BE SEEN AND NOT BLURRED he 
\ The 





99 UNIVERSITY PLACE, NEW YORK 3,N.Y. STENCILS 


POLYCHROME CORP. TELEPHONE: STUYVESANT meee tp gre | z 


STENCIL SUPPLIES 
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a Navy V-12 trainee at Princeton University. His 
father is well known in the office equipment field as 
the New York manager of Pitney-Bowes Postage Meter 
Company, 11 West 42nd Street, New York City. 
Surviving, besides his parents, are a brother, David 
Edward Johnson, and a sister, Miss Judith Ann 


Johnson. 
+ + + 
WALDO H. RICE 
Waldo H. Rice, president of the Samuel Ward Com- 


pany, Boston, Mass., manufacturing stationers, died at | 


Faulkner Hospital, Jamaica Plain, on Saturday, August 
12, following a long illness. He was 50 years old. 

Educated at Cornell University, he entered Ward’s 
employ immediately after graduation. During World 
War I he served in the artillery overseas. In addition 
to heading Ward’s, he was a past president of the Bos- 
ton Stationers’ Association and past master of the Nor- 
folk Lodge of Masons, Needham, Mass. 

Surviving are his wife, Anne Gilmore Rice, and three 
children, Anne Gilmore, Nancy Reeves and James 


Hunting. 
sai es raat 


EATON PAPER COLLABORATES WITH AIRLINE IN 
BUILDING ITINERANT AIR MAIL DISPLAYS 

The Eaton Paper Corporation, Pittsfield, Mass., mak- 
ers of fine letter papers, and Pan American World Air- 
ways have joined forces in the designing of three 
traveling display units depicting the effect of air mail 
on the future. The displays are scheduled for appear- 
ances of one week each in the largest cities in the 
East, Midwest and Pacific territories during the re- 
mainder of this year. A new schedule will be made 
later for 1945. 

Central unit in the display is a large globe showing 
the routes of the Flying Clipper Ships. In front of this, 
set in clouds of spun glass, the three situations are de- 
veloped, each showing the letter-writer and recipient, 
the letter, the route traveled, and the hours each letter 
was in transit. Persons seeing this display are im- 
pressed with the idea of reading in Miami a letter 
mailed in Rio de Janeiro cnly 14 hours before; receiv- 
ing a letter in New York City from London in 11 hours: 
or having a letter travel from San Francisco to Hong 
Kong in 29 hours. The miniature figures in these “sets” 
are hand-carved and realistically painted. 
Oe 

SALINA FIRM TO OCCUPY NEW QUARTERS 

The Consolidated Printing and Stationery Company 
of Salina, Kan., are preparing now to put their own 
post-war program into effect. For 25 years their store, 
offices and plant have been located at 110-112 North 
Seventh Street, just around the corner from the busi- 
ness center of the city. Next February they will move 
their stationery and office equipment store and sales- 
room, together with the sales offices and accounting 
department, directly across the alley from their pres- 
ent quarters, giving them a frontage on the main 
street in the heart of the downtown district. They ex- 
pect to add to their stock certain items in the station- 
ery line not handled in the past. Their present quar- 
ters will be remodeled and used exclusively by their 
printing department. 

The company has had a steady and continuous 
growth since its inception as a one-man stationery 
store. It now has a payroll of 50 people under normal 
conditions and its salesmen cover the state of Kansas. 
The firm maintains its own art and advertising de- 
partment. Its post-war plan calls for additional new 
equipment, particularly in its offset and lithographic 
department. 





— oe © 
METALSTAND CO. HAS NEW SALES DIVISION 
The Metalstand Company, Philadelphia, Pa., manu- 
facturers of typewriter stands and posture chairs, has 
announced the organization of a sales division, The 
S. H. Gould Company, 201 North Broad Street, Phila- 
delphia, Pa. Effective September 1, all orders are to 
be sent direct to the new sales organization. 
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POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 





THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO 6, ILLINOIS 

















PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 











VICTORY MODEL 
COPYHOLDER 


The RITE-LINE Copyholder is now available in non-critical 
materials and can be sold without priority. It is a small 
self-contained unit that can be placed anywhere inde- 
pendent of the typewriter. It guides the eye of the typist 
along the line she is copying. Prevents errors. Speeds 
production. Price U.S.A. $11.85. A few exclusive territories 
still available. Send for folder. 


RITE-LINE SALES CO., INC. 
101 Park Ave., New York 17, N. Y. 


ITE-LINE 


Reg. U. S. Pat. OA. 


COPYHOLDER 
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YOUR CUSTOMERS ARE YOUR BEST SALESMEN 


i oe 


"I am using your fine film stencils 
in my office and the satisfaction 
that I am getting prompts me to make 
an effort to get everyone else in 
this territory started using this 


kind of stencil." 
(A USER IN COSTA RICA) 
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YOU HANDLE 


TEMPO STENCILS 





When you have a Stencil that customers like so well 
they tell others about it-YOU’VE REALLY GOT 
SOMETHING! 

TEMPO is the line that brings “repeat” business—the 
most complete line of stencils with or without film! 
All stencils we make are sold only under our own 
brand names. This is a protection to you. We sell only 
through dealers. 


WRITE TODAY FOR PRICE LIST AND CATALOG i [=| 


MILO HARDING CO. — 


436 WEST PICO BLVD., LOS ANGELES 
317 THIRD AVE., PITTSBURG 





MAKERS OF THE FAMOUS TEMPO FILM STENCIL 
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THE INTERNATIONAL 
STANDARD SINCE 1880 








INTERNATIONAL 
POPULARITY 

Such popularity is deserved. There’s no “dancing around” selves when you use Higgins. Many millions of bottles 
with Higgins American Drawing Inks. It goes where you — sold and International popularity is based on something 
want it and stays where you put it. We don’t claim that and that something is in the bottle . . . the bottle with 
we mix brains into the ink and that drawings make them- _HIGGINs on the label. Send for a Color Card 








5. 271 NENTH STREET, BROUNLY.N 15. -N. Y. 








.« « Keeps up your 
equipment volune NOW? 


Made without an ounce of steel or 
rubber — without altering the 
basic design which made its reputa- 
tion as one of the greatest aids to 
desk workers, Your customers ap- 
preciate the opportunity to keep up 
efficiency with an item obtainable 
now; their satisfaction brings you 
repeat orders . . . The base and as- 
sembly rods are wood. The uprights 
are treated hardboard which gives 
a warm, pleasing appearance and 
great durability. A companion item 
Equals 6 baskets , | ___ Model 6V-S_—_ to the successful glass Handi-pen set. 
or trays — Takes . aan! emma eae Stock both .. . Write for circulars. 
less space than]. ¥ | av'5't0 12¥-8 awe standard ax Sengbusch Self-Closing Inkstand Co. 
aii ss ia 309 Sengbusch Bldg..... Milwaukee, Wis. 
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“FAVORITE” 
Two Piece “GRIP” Pressboard Binder 






wm oh 
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/ A years 


of High Standard of quality and service have 
held the good will of outstanding stationers 
throughout the country. Years of producing 
office specialties which have found a ready 
sale wherever offered. An enviable record 














which few concerns can point to and of 
which we are justly proud. 


THE COOKE & COBB COMPANY 





Origin ators of Expa ietieted Sp ecialties 





57 NINTH AVE. NEW YORK 11, N. Y. 
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When war-time demands rose to 
dizzy heights, Error-No decided 
to sacrifice sales rather than let 
down on quality. Use of flimsy 
substitute materials Error-No 
felt would be a flimsy excuse to 
make sales. When Error-No re- 
sumes production soon, it will 


SS 


be an even finer all-steel, high 





quality product. 


AAAA |] 1 77 7 
AN “6. corp. 





DIVISION OF THE 


HALL-WELTER CO. 


ROCHESTER 7, N. Y. 
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PARCEL POST ZONE RATE CHART 
AND ZONE MAP 


PARCEL Posy IONE 


MAP “ang RATE CHART 


MOVEABLE 
TRANSPARENT 
ZONE FINDER 
FIXED AT POINT 
OF SHIPPING 





Locates zone and rates in a jiffy with indicator 
that can be used from any point in the United 
States. Shows new rates for all mediums of 
mail handling. Saves time and postage. 


Substantial dealer discount 





Suggested retail price 75c 


OSHKOSH ENGRAVING COMPANY 
120 Engineers Building - Oshkosh, Wisconsin 








Patent No. 2.185.985 


PAPER TRIMMERS 
WORK FOR AMERICA 


NATIONAL DEFENSE COMES FIRST 


Our facilities are engaged 100% in war work. We are 
doing our part to help win the war as speedily as possible. 


When the emergency is over we will supply you with even 
finer PRECISE PAPER TRIMMERS than before, and be glad 
to care for your needs as we have in the past. 


Just now, it’s Yours for Victory. 


Procise DEVELOPMENTS CO. 


SUCCESSORS TO 





AMERICAN PHOTO LABORATORIES, INC. 


28 N. Loomis St., Chicago 7, Ill. . 
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NOTICE 


Commencing September Ist 


all orders for METALSTAND 


CO. products are to be sent 


direct to our newly organized 
sales division which will oper- 


ate under the name of 


S. H. GOULD COMPANY 
201 NORTH BROAD ST. 
PHILADELPHIA, PA. 





SELL LIBERTY 
WAR TAX RECORDS 


Provides for all legally required tax records under one cover, 
Federal .ind State Income Tax, Sales Tax, etc., plus complete 
simplifies business record. The original " genuine Income Tax 
Record on the market 26 years. Many thousands of users. Re- 
tails $5.00, Generous Dealer Discounts provide substantial margin. 
Order through your jobber or direct. 


Commonwealth Publishing Company 
508 South Dearborn St. % Chicago 5, Ill. 














Have You 


a Friend—< business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO 6, JU. S. A. 
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For the postwar benefit of 
all dealers, we are keeping 
the name of Inkograph con—- 
stantly and forcefully before 
the public...although current 
deliveries are limited. 


Our national advertising for 
this Fall will appear in 
fifty-three leading magazines 
having a total circulation of 
50,000,000. 


Today we are doing our utmost 
to give all dealers propor- 
tionate shares of Inkographs 
whenever available, and trust 
that a return to normalcy in 
the near future will permit us 
to supply full requirements. 


'e Inkograph Co., Inc. 
‘* 200 Hudson St., N. Y.C. 13 








ATTENTIO 
STATIONERS 


A TYPEWRITER & 
\ BOXED PAPERS 


BONDS - ONION SKINS 
MIMEOGRAPH - MANIFOLD 
“PRINTED COPY ”- MANUSCRIPT COVERS 
BRIEF. FOLDERS 
PLAIN dad LEGAL RULED 


 Baaper for very, Business opfice use’ 


“Write for information 


AMERICAN WRITING PAPER CORPORATION 


HOLYOKE, MASSACHUSETTS 
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“IT WAS EXPECTED! 


Sales peak on general office machines 
= is past BUT... 

\s Demand for certain equipment is mount- 
ing rapidly with most companies build- 
ing up mailing lists, mailing depart- 
ments, etc., for POST-WAR! 


You can REBUILD your sales handling 


e Addressing & Duplicating Machines 

e Sealing, Stamping & Folding Machines 

e Letter-Openers & Dictating Machines 

e Line-A-Times & Coin Changing Machines 

e Kardex-Acme-Rand Visible File Cabinets 
Every Sale Means Continuous 

Repeat Supply Business! 
No Experience or Knowledge Necessary! 


are willing to advise you 
are willing to educate you 
are willing to ship ““On Approval” 


Write to us about buying and selling. (Of course, 
we’re still selling Adding, Calculating, etc., Machines.) 


MAILERS’ SERVICE & EQUIPMENT CO. 


40 West 15th St. (Mailers’ Building) New York 11, N. Y. 

















The exclusive 2" ZIPIT pull tab and 
corner cut feature of Nev-R-Kurl Carbon 
Paper allows instant carbon removal with- 
out trace of smudge or smears—just one 
of the many reasons why Nev-R-Kurl leads 
the field as a sure profit maker for dealers. 


NEV-R-KURL 


Will not curl, tree, wrinkle or 
smudge. 











Gives 35 to 50% more copies per 
sheet by actual tests. 

Universal adaptation —- same sheet 
works on standard or noiseless 
typewriters, billing or bookkeeping 
machines. 


Carbon Papers 


Wood Stamp Pads 
Typewriter Ribbons 


Phill 
L.A. PHILLIPS te: 
President 








RY 
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GRAPHIC 
GELATINE 
ROLLS 





In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


| GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK, N. Y. 




















PROTEX 
CUFF SHIELD 


White Lace Design on 









Transparent—Non-In flammable 


PLASTIC 


Keep Your Cuffs and Sleeves Free 
from Dust, Dirt, Smudges, etc. 


PLASTEX CO. 
727-6th Avenue 
New York 10, N. Y. 
Watkins 9-1320-1 






25c¢ each. 
DEALERS—USUAL 
TRADE DISCOUNT 








EXPENSE BOOKS 


Everyone needs them now — 
more than ever before — for 
income and payroll tax deduc- 


tions. 
BEACH’S 
“Common Sense” 


Expense Books are recommended 
by income tax men and endorsed 
by the countless army of salesmen 
and travelers who have used them 
for more than half a century. 


DETROIT 2, 


Beach Publishing CO. micnican 
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STARK DESK CALENDARS 


NOW IS THE TIME TO ORDER 


_. a FOR 1945 
Ey 
ee a An 


i 7 Outstanding 
/ Line With 
Real Selling 
Features 
and 
Best of Ail 


a Kal Profit ao 


Printed in two colors, RED and BLUE on quality 
bond paper with maximum writing surface. Priority 
ratings on Metal Stands essential. Stands only will 
not be sold separately. 






Write at once 
for catalog. 


STARK 


CALENDARS, INC. 


525 S. Dearborn St. 
Chicago 5, Ill. 





New York Office 
321 Broadway 

New York 7, N. Y. 

Phone COrtland 7-9779 No. 508 














a oe 
REYNOLDS 
REYNOLDS 


COMPANY ¢ DAYTON, OHIO 











Complete Service for Designing and Producing .. . 
Carbon Interleaved Forms, Commercial Checks, Pay- 
roll Checks and Systems, Advertising Literature, Dis- 
tinctive Lithographed Stationery, Forms of every kind 
for Business and Industry. 


Write us regarding your needs . . , or ask our repre- 


sentative to eall. 


Sales offices in most principal cities. 


PRINTERS & LITHOGRAPHERS 
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SKY-RITE Reg. U. S. Pat. Off. 


MOST POPULAR—FASTEST SELLING 
Line of LIGHT WEIGHT STATIONERY 





SKY-RITE consumer advertising schedules total over 30,000,000 
copies monthly in top ranking publications. SKY-RITE is 
without peer in sales success wherever featured. Write for 


catalog: 
0 AGENCY PAPER CO. 
74 Varick St., New York 13, N. Y. 


Distributors Coast to Coast Factories New York-—Chicago 


Also Makers of SKY-LANE STATIONERY —T. M. Reg. U. S. Pat. Off. 


WITH VERNIER 
CALCULATES ITS OWN ANGLES 
REVOLVES FULL 360° 
AXIS REMAINS CONSTANT 





/iz 


ENGINEERS. ~4 
DESIGNERS = 
NAVIGATORS 
SURVEYORS 
MACHINISTS 
ARCHITECTS 
MAP MAKERS 
“<j LAWYERS 

LAWYERS ARTISTS 
TOOL DESIGNERS 
TITLE SEARCHERS 
MATHEMATICIANS 


CARDINELL CORPORATION 





TOOL DESIGNERS MACHINISTS 





TITLE SEARCHERS 


x MONTCLAIR, NEW JERSEY x 
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Digging buried fc may be noe but — dig- 
ging for facts buried in card files is far from funny! 
Cook’s File Signals attached to file cards, provide 
the needed facts at a glance. Styles to meet 
all filing needs, and each style available in 12 
permanent, non-chip colors. 


COOK’S STEEL FILE SIGNALS 


The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 








ROLL 
LABELS 


Ah, aa 


6 PASTEL : 
COLORS Sell colored labels for speedy filing and 
finding, greater convenience and less 
w chance of errors. A fast moving item with 
good repeat business because they are in 
BUFF constant demand. 
GOLDENROD 
GREEN Made by WARSHAW on fully automatic 
machinery, assuring uniform perforations 
MANILA and smooth, even gumming. 
BLUE 
WHITE Displayed prominently they sell rapidly! 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET, BROOKLYN 1, N. Y. 
INDEX CARDS 


GUIDES FOLDERS 
PROTEX STICKONS MENDING TAPE GUMMED INDEXED eT ABS 
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Looking for the BEST Duplicating Ink? 


One that will give you a dense black color, that 
will dry quickly with a minimum of penetra- 
tion and a maximum of copies with one inking. 





Don’t look any further - Try 


Sinclair and Valentine Clo. 





and be convinced / 





Sinclair an “Valentine Co. 
@s 


Dayton 
Charlotte 
Birmingham 


611 W. 129th Street New York 27, N. Y. 


Detroit 
Nashville 
Kansas City 


New Orleans 
Cleveland 
Dallas 


Philadelphia 
Chicago 
Boston 


Albany 
Baltimore 
New Haven 











NON-RUBBER 


Typewriter 
Keys 
s 


The SPRING’S 
the THING! 
e 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 


335 Columbus Place 
Brooklyn 33, New York 











Speed Key Mfg. Co. 








BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 


Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 
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CESCO VISIBLE RECORD BOOKS 


Also many standard forms; now in particular 
demand on account of time saving and control 
features. 


CESCO PAYROLL SYSTEMS 


Strip Accounting, Peg Boards, and other time 
saving systems. 


CESCO ADVTG. AND CATALOG COVERS 


In demand everywhere for Post War Planning. 
Cash in on it! 


CESCO GENERAL UTILITY BINDERS 


High Quality Sectional and Solid Post, Prong, 
Permanent Transfer and Ring Binders, Ledgers 
and Price Books. 


Write for literature today! 








The C.E. SHEPPARD CO., 


44-Ol 21%! Street,- LONG ISLAND CITY, N.Y. 








ram’s Global War Atlas 
Display Them — You'll Sell Them 


A Leader in the Low-Price, 
Profit-Making Field 











12 x 15 inch De Luxe Maps in color cover 
the World. Comprehensive Index embraces 

over 300 countries, islands, and many 
) practically unknown places. Index gives 
i page reference for quick location of all 
battle fronts. Printed on fine super. Easy- 
to-read type. 32 pages. Board covers. 


Order direct from ad or send for $ 00 
Bulletin G.A. 4. List price only 


MAPS of the BIBLE LANDS 


NOW SOLD THROUGH 


Cram DEALERS 


A big opportunity for dealers to cash in on 
a Specialty that has unlimited opportunities 
with no competition. The book is carefully 
edited—a complete reference for Bible 
Classes, Sunday Schools, Religious Bodies 
and for the general public who wish to fol- 
low the bible story with its geography. 


Beautifully printed in 4 colors. 814 x11 
inches. Contains over 20 Maps. Index to 
over 400 Places in Bible History. Shows the 
Birthplace of Civilization Down to the 
Present Day. 

Special Feature is ‘‘The Life and Journeys 
of Christ,” told in 8 Separate Maps. 
py te B® dl, lr re 
Order Direct from this adv. or Ask Ale 
for Bulletin B.L. 


THE GEORGE F. CRAM COMPANY, INC. 


Maps, Atlases, Globes since 1867. 730 E. Washington St., Indianapolis 7, Ind. 




















af 
HONOR ROLL 


“e HONOR ROLLS 


Individual letter or 


R COUNTRY 





embossed name strip 
style. For large or 


small capacities. 


Send for 
illustrated folder. 


ACME 


37 E. 12th St., New York 











RELIANCE PENCIL CORP., 
Mt. Vernon, N.Y. 
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FLUORESCENT DESK LAMPS 
ALL METAL MODEL DL 17 





HEAVY CAST BASE AND COLUMN 
Height 15'/, inches—Width overall 1934 inches—i8 inch- 
15 watt bulb finished in bronze—equipped with standard 
make units and six foot silk cord. 


TO RETAIL AT 
$19.95 


Write or wire for generous quantity discounts. 


SANTOS & COMPANY 
49 WEST 45th ST. NEW YORK 19 
NEW YORK 
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DRAWING INSTRUMENTS 


— Immediate Delivery 





xR RRR KK RRR Ss 


HONOR ROLL 
* PLAQUES x 


A War-Time Active 
Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a _ bronze-like plaque 
made of non-priority materials, are now 


CHARVOS — Amer- 
ica’s fastest-selling 
instrument—now 


available at dis- available. The demand for them in- 
= creases daily. All firms having men 
counts affording you in the service are your huge field. 


And we give you every co-operation 
on orders of all types. 


Send for illustrated literature. 


worthwhile profits. 



























Set #814 (illustrated above) includes: 6” Compass of most 

modern design ; with Pen and Pencil Parts and Lengthening Bar ; UNITED SEVER BRONZE SIGN C0 

6” Jdivider, with micrometer adjustment and tension adjustable ” 

head ; 3%,” Bow Divider center wheel adjustment; 3%” Bow “BRONZE TABLET HEADQUARTERS” 

Pencil ; 3%,” Bow Pen; 5} 6” Ruling Pen. Screw Driver, Needles, 

Leads, and Parts. Velvet-lined 2-flap pocket-type case 570 BROADWAY, NEW YORK 12, N. Y. 
$18.00—Maximum Trade Discount 

Set #612 contains: 6” Compass ; 514” Ruling Pen; 3%” Bow 

Pencil; 3%” Bow Pen; Screw Driver with Needles and Leads. 

Velvet-lined 2-flap pocket-type case. { 
$10.80—Maximum Trade Discount PUS H PINS 

Set #614N contains: 6” Compass; 5%” Ruling Pen; 6” Di- - 

vider with Straightening device; 3%” Bow Divider: 3%” Bow 

Pencil; 3%” Bow Pen; Screw Driver with Needle and Leads. * THE PIN WITH THE HANDLE / 

Velvet-lined 2-flap pocket-type case. 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 


$15.00—Maximum Trade Discount 


ONE OF AMERICA’S LARGEST STOCKS OF 
DRAWING & DRAFTING MATERIALS 


DRAWING TABLES 
STEEL SCALE RULES 
AIRBRUSHES 





MAGNIFYING GLASSES 
X-ACTO KNIVES & SETS 
PAPER CUTTERS 
SLIDE RULES 

Send for wholesale catalogue. 


The Department Silore of Art Materials 
(@) ARTHUR BROWN & BRO. 


Well-known since 1900 for every 
pin-up or hang-up need. Two top ; 
quality products that bring repeat ( 
sales and satisfied customers. iA 
MOORE PUSH-PIN COMPANY : Since 1900 


















67 West 44th St., New York 18, N. Y. 


113-25 Berkley Street, Phila. 44, Pa. 








HEAVY DUTY 


did you say? Then your 
answer is the sturdy 


ACME No. 1 


HEAVY DUTY Hand Stapler 


Ideal for ‘astening voluminous correspondence, 
sample swatches of paper. leather and fabric, for 
stapling of catalogs, programs, etc. Adjustable 





LU 
F comin? 


Full details 
guide for accuracy. ACME No. 1 can handle three in our ° 


leg lengths: 4%, 5/16 and %” without mechanical Silverstreak 
change and can be especially equipped to take %"’. Folder. 


ACME STAPLE CO. 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. 2—SURESHOT—SIMPLEX—MIDGET 


DAYTON STENCIL 
WORKS CO. *oric"™ 


MAGIC FLOW 


An Excellent 
Duplicating Ink 

















COMPLETE 


* DEALER LINE xk 
OF 


FILING SUPPLIES im 
Folders 


Printed and Ruled 


Stock Forms 







Syst 
ystems Duplicating Stencils 


& 
Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


3144 S. Austin Blvd., 
Cicero, Ill. 


Guides and Indexes 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


9 Federal Court Boston, Mass. 


AA ae aa EATER Sy 
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WoORLD’S 


46, _ = 


QUALITY STANDARD 


They Correct Mistakes in Any Language 


— lasting satisfaction for your Customers 


V,'4 a okol Ma Sel- 0-4 - nam 0) - 0-0 a - a Ono ° 








and Payroll Calculators 


serve war plants and all in- 
dustry with fast, accurate CBB 
calculation of all details in 

the payroll figuring, the 
most important relationship 
between management and 
labor. Figured to the near- @ 
est half cent, clear and di- 
rect, simple and easy. 









Also make interest, discount, lum- 
ber, coal, freight and many other 
calculators. Write us about your cal- 
culation problems. 


3458 North Clark St. 
* Chicago 13, IMinois 


Meilicke. Systems, Inc. 


MEILICKE Withholding Tax 








PERMA-BILT 


Sectional filing 
equipment for 
every standard 
record size. 


PERMA-BILT 
EQUIPMENT 
COMPANY 


HANNA BUILDING 
CLEVELAND 15, OHIO 














Now! Soon, 


C {] R R ¥ —No Typewriters 


we hope. 


BUT —" ‘e do have better ribbons 
carbons—at better prices. 


REGALRITE 
REGALRITE 
REGALRITE 


and 


Carbon Papers 

Typewriter Ribbons 

Machine Ribbons 
Ribbons 


Adding 


REGALRITE 


Samples and particulars will convince you, 


And you should try REVIVO; 
it renews platens and cleans type, amazingly! 


- Bookkeeping Machine 


REGAL TYPEWRITER COMPANY 


200 Hudson Street, New York 13, N. Y. 
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. NEWARK, 


CLEANS TYPE 


with a whisk of a brush! 


NEw JERSEY, a S.A. 





The cleaner fluid is in the 
bottle-handle. It flows 
through brush when you 
push the button. In a 
jiffy, type is clean. No 
mess. No fuss. No waste. 
Hundreds of firms use 
Speed-Mo type cleaning 
brush. 












RIVET-O MFG. CO. 
96 Jason St. 
Orange, Mass. 


SPEED-MO 


FOUNTAIN BRUSH 





RITE-RITE MFG. CO. DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 


GRIPTITE 
BANDS . 


The Permanent Successor 
to Rubber Bands NO 
GRIPTITE Bands are a definite need in 


every office. 

They are easily applied; quickly removed 
They hold papers such as cancelled checks 
deeds, mortgages, insurance policies, 





vouchers, and other documents neatly 
compressed. 
They are manufactured in 14 lengths— 


Order from your Stationer or 
write direct for sample 


prices 
ROCHESTER WIRE-O BINDING, INC. 


108 MILL STREET ROCHESTER, N. Y. 


6" to 54” long. 


They can be used over and over again 
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How to prevent inflation 
in one easy lesson 

















Put that money back in your pocket! 


ane 














When a lot of people want the same thing, its price 4 THINGS TO DO to keep 


oes & prices down and = 
8 ad help avoid another depression 
Americans have more money today—much more ‘ 
: ‘ . 1. Don’t buy a thing’ you can do 
—than there are things to buy with it. elites: 
So every big or little thing you buy—that you can 2. Never pay more than the ceiling 
possibly do without—cuts supplies and bids prices price. Always give stamps for ra- 


tioned goods. 





up on what is left. 
3. Don’t take advantage of war 

















isi i ; i ion. very inflation “or 
Rising prices spell inflation And every infl cculinlanss tn tik Sir antes enny 
has been followed by a cruel and bitter depression . . . for yourself or goods you sell. 
men out of work, homes lost, families suffering. 4. Bene. Dey ond Web all the Wer HELP 
We don’t want inflation: we don’t want another Bonds you can afford—to help pay 
d : for the war and insure your fu- KEEP 
epression. ture. Keep up your insurance. 
A United States War message prepared by the War Advertising Council; approved by the Office of Wor | 
information; and contributed by this magazine in cooperation with the Magazine Publishers of America, 3 Ya -_ 
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BRITISH STATIONERY 








EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 





J. S. Stee | OER, 


NEW YORK.N_Y 





” MAR KILO 
CELLULOIO PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 


Write us for details. 
Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. A. 

















SEND US THIS COUPON 








ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 








I. D. COTTERMA 


4535 N. Ravenswood Ave. 
CHICAGO 40 














To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London. W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 





‘(Please attach your busines: card or letter-head) 
i RT RETRO EEC EE 




















NEATYPE 


TYPEWRITER 
TYPE CLEANER 


The FINEST cleaner with 
the RIGHT cleaning brush 
| attached. Easy sales—sure 
repeats — excellent profit. 
For full information and 
samples, write 


_ STARKEY PAPER 
& SUPPLY CO. 


720 Delaware St., Kansas City, Mo. 
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But Making For Tomorrow... NOW 





@ TODAY, at chow call, on aircraft carriers and 
destroyer escort vessels, you'll find most mess- 
rooms equipped with Royal tables and benches. 
These are sturdily constructed furnishings that 
really can take it. 


Royal is proud to supply such wartime needs. 
Yet, at the same time, we’re looking ahead ... 
readying our greater “know-how,” learned from 
wartime production methods and practices... 
for the time when Royal will again return to the 
manufacture of metal furniture and equipment. 


The new Royal line will embody the same 
traditional quality, plus the utmost in attraction, 
durability, and utility. As always, it will be a 
leader in its field... with furnishings that are 







go- getters for your business, 
and profit-getters for you! 

The Royal Metal Mfg. Co., 
175 North Michigan Avenue, 
Chicago 1, Illinois. 


CZ 
Metal Furniture Since ’97 LINE OF TOMORROW 


Royal Steel Folding Chairs « 


PS \\otol LZ, 


— 


all / 


¢ Royal Housewares 
DISTINCTIVE FURNITURE 
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HEWN 


8. 


CARBON 
\ PALRYY 


The outstanding quality of HEYER'S Complete 
Line of Supplies for Gelatin and Spirit Type 
Duplicators is responsible for the major success 
and ever increasing demand for this fast, inex- 
pensive and flexible method of printing. 


Thousands of operators in offices, schools, 
churches, clubs, stores and restaurants have 


proved HEYER Quality—not only in HEYER 













' CARBON 
PAPER 







HEKTOGRAPHS and Roll or Film Duplicators, 
but also in HEYER Supplies. 


And regardless of the machines they operate 
—Heyer, Ditto, Vivid, Standard or others, they 
insist on HEYER HEKTOGRAPH Inks, Carbon 
Paper, Pencils and Ribbons and HEYER Spirit 
Fluid and Spirit Carbon, knowing that they con- 
tain the secret of producing master copies which 


insure perfect DUPLICATION. 


Recommend HEYER PRODUCTS —They build sales and GOOD-WILL. 


a 


if 


PF Ota 


ALWAYS 








é ay ay , wilh. & lhe, oe 


She loves to type. Some day, from her flying fingers, words will 


take wing that shape the destiny of men 


Her eves light up as she watches the letters : i : F 
' "f f ° F ; 7 and their affairs . . . words that inscribe 
uretly rm an march straight an . ‘ 5 
ate : I r se their thoughts and ideas in black on 
true across the sheet : ; 
- ies white .. . words that pour out their hopes 


It fascinates her . to see the letters move and aspirations, 


at her command. every time she presses ' : 
For she symbolizes many American girls 


a chubby finger. : 
growing up and grown. 





Its so simple ... and so much fun re ; ae : ; 
| Girls who. like millions of others during 
spelling out the words she knows. ‘ : 
the past fifty years. have been given the 
But she’s doing more than that! She’s learn- advantage of sturdy, accurate .. . and always 
ing the way to give wings to words dependable . . . Underwood Typewriters. 


the Underwood way. The way to develop 





Machines, and A Va ne ¢ : . e 
available, subject to War Prod : So look to the Future Secretary of America 
SEE ER GR. eer RE I eae the speed and skill she'll need to take : : 
setae 366 . , , . the girl with the Underwood touch 
enance service in 366 cities j over her important job of the future ; 
/ bas maintained for alts to give wings to your words. 
fi rifersa we sf rf é 4 Pe 9 1 
Ell sher Accounting M Her job as Secretary of America! ; 
an Ma Look to her and her Underwood to give 

Our | Your secretary. perhaps or another an attractive picture of you in every lette1 


‘ r f 1 ¢ 
¥ { ¢ y f . . 
5 og “tayo business mans. you write. 
- awarded for the ; 


tad craftsmanship of th Underwood Elliott Fisher Company one park avenue, New York 16, %. ¥. 











